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THE Smith WAY... 


IS THE MODERN WAY 


TO MORE BUSINESS AND GREATER PROFIT 


[As a retailer this statement should be of great importance to you] 


rHe Smith way is a complete line of cor- 
rectly styled, perfectly-fitting shoes in stock so that 
you can satisfy your customers’ demands imme- 
diately. The Smith Way is quality shoes at prices 
that are acceptable to men and women of all income 
groups. The Smith Way is a legitimate markup for 
you uninfluenced by sale prices dictated by factory 
owned stores or departments. 


While at the Shoe Fair we urge you to visit our dis- 
play rooms, 422A and 430A, at the Stevens Hotel 
and we extend a cordial invitation to go through our 
factory. Transportation will be arranged at your 
convenience so as not to interfere with your conven- 


tion activities. 


J. P. Smith Shee Company ... Chicage 
Sangamon and Huron Streets 


at the National Shoe on Y2z A 43 y : 


a. 4d 


= 





GEORGE F. JOHNSON, chairman 
of the Board of Directors of Endi- 
cott-Johnson Corporation, Endicott, 
N. Y., writes: 

“The picture for 1939 does 
brighten, in my opinion. Mistakes 
may always be corrected. The sooner 
a mistake is corrected, the less of a 
mistake it is. And so long as we 
have life,.we may hope to achieve 
‘liberty and the pursuit of happi- 
ness.” When there is no longer ‘life,’ 
it naturally follows, so far as we 
are concerned, there is no longer 








“And so it is a self-evident truth. 
The picture for 1939 certainly does 
brighten. 

“Glad to add my word to this 
effect.” 

FRANK C. RAND, chairman of 
the board of the International Shoe 
Company, St. Louis, Mo., says: 

“There is probably no single fac- 
tor in business that is more costly 
than UNCERTAINTY. Its retard- 


ing influence is felt in the considera- 


RPRISE 


tion and execution of every problem 
that arises. 

“Industrial life in the United 
States has suffered immeasurably 
from unwise legislation in taxes, in- 
dustrial relations, bureaucratic regu- 
lations and the unfortunate attitude 
that our government has assumed 
toward business. 


“The elections of Nov. 8 clearly 
indicate that public sentiment has 
changed. This is encouraging and 
heartening to business; and, entirely 
apart from political party affiia- 
tions, the trend seems to point to 
modification or cessation of many 
radical measures so that industry 
may operate fairly and sanely un- 
der the guidance of its experience 
and knowledge. 

“Under such conditions, 1939 can 
be a year of sound progress.” 


* * * 


E. R. BRECK of Daniel Green 


- Company, Dolgeville, N. Y., says: 


“As we see it, the two outstand- 
ing requirements for prosperity are 
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DECEMBER 24, 


1938 


NUMBER 


the need of stimulation in the 
heavy industries and an improve- 
ment in the mass thinking of the 
people. 

“One of them—the expression of 
faith on the part of the public—is 
already manifesting itself very 
strongly; and while present indica- 
tions do not show that the funda- 
mental industries will particularly 
improve in the immediate future, 
the fact that the people feel better 
and are, after several years, regain- 
ing faith in themselves, will un- 
doubtedly encourage the investment 


of idle funds and bring about the 
improvement in the heavy indus- 
tries. 

“We are looking forward to 1939 
with great faith, and are confident 
that it will be one of the best years 


in a decade.” 
* * * 


PAUL C. WOLFER, executive 
vice-president of W. L. Douglas 
Shoe Co., Brockton, Mass., says: 
“A year ago we were faced with 
a declining raw material market, 
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. heavy inventories of diminishing 
values, decreased consumer purchas- 
ing power, and a general public 
sentiment of uncertainty which con- 
tinued during the first half of this 
year. However, during 1938, inven- 
tories have been drastically reduced, 
and are now in a healthy condition. 
This will necessitate normal replace- 
ment, which in itself will improve 
business. 

“Raw material prices have in- 
creased, and are statistically in a 
strong position. Leather prices are 
higher, although it is hoped the 
same conservative purchasing poli- 
cies of the tanners, shoe manufactur- 
ers and retailers during the last few 
weeks will continue and prevent an 
unhealthy run-away market. 

“The recent marked change in 
public sentiment to one of conserva- 
tive optimism, the improvement in 
the sale of men’s shoes the last few 
weeks, the increased production in 
major industries, and the continued 
large expenditures of the govern- 
ment, convince us that the American 
people have got the ball rolling 
again, and will continue to keep it 
rolling; that business in general, in- 
cluding our own, will next season 
show a considerable increase over 
last year. 

“We are advising our customers 
to buy their normal requirements 
ior the Spring season with confi- 
dence, and to do this as early as 
possible.” 


A. J. PAULY of Stix, Baer & Fuller 
Company, St. Louis, Mo., says: 

“In my opinion the picture looks 
much brighter and the outlook for 
1939 very favorable for the industry 
as a whole.” 


LOUIS F. TUFFLY of Krupp & 
Tuffly, Inc., Houston, Texas, says: 
“We are strongly of the opinion 
that the pictures does brighten’ for 
the year 1939! We are basing this 
opinion because of observations we 
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SING IN THE NEW 


—Old Joe Glum dropped into my 
office recently and unburdened 
himself in this wise: 

“Well, another year is nearly finished, 
thank Heavens, and what a year it's 
been! Wars, hurricanes, pogroms, 
strikes, lousy business and taxes— 
Whew! If | had to go through another 
one like it I'd feel like jumping off the 
roof. What a world! What a world!" 

—Shortly afterwards, my friend Bill 
Bright blew in with: 

“Hello, old Topper, Merry Xmas, 
Happy New Year and what have you. 
Ain't it a grand and glorious feeling to 
be able to start off the New Year with 
a smile and a whiz-bang. I've learned 
a lot of things in 1938 not to do, and 
believe me, boy, I'm going to cash in 
on my experience in 1939. Good times 
will be here again before we know it, 
and in your prayers tonight, old bean, 
don't forget to say a word of thanks 
that you're living in the good old 
U.S. A. It's the choicest slice of map 
in the whole wide world. So, put that 
in your pipe and smoke it. Well, got to 
be moving along now. Ta-ta and 
Cheerio!" 

—Good old Bill! Wish we had more 
just lke him. 

—Life in general and Business in 
particular is nothing more nor less 
than a State of Mind. 

—lIf you look at the world and its op- 
portunities through dark glasses, 
your own record of accomplish- 
ment is going to be off color. 

—If your courage is high, your 
vision clear and your aim straight, 
there is only one answer—Success. 

—January |, 1939, should mark the 
Dawn of a Better Da 

—Here's hoping it'll ie Happy 
Year for you. 


Fb bn 


President 





made during the past month, as it 
was Houston’s good fortune to have 
the American Federation of Labor 
hold their annual convention here 
and the members of the American 
Banking Association also held their 
annual convention. And we gathered 


from the talks that were made that 
these big captains of industry and 
labor leaders were about ready to 
cut out all of their foolishness and 
get down to brass tacks; and if they 
do, this country is going places! 

“In addition to that, should the 
war preparation program of Presi- 
dent Roosevelt be inaugurated, it 
certainly would be the means of 
heavy industries getting into action, 
and as soon as they do the wheels 
of industry will begin to hum. 

“I guess it’s foolish for a small- 
town retailer to attempt to forecast 
the future, but you asked for it, and 
Pll stick my neck out with my 
reply.” 

MIAXEY JARMAN, president of 
the General Shoe Corporation, Nash- 
ville, Tenn., says: 

“1939 certainly looks good. The 
momentum developed in the im- 
provement during the last six 
months should carry things along in 
a good way, and those sections that 
have not yet felt the improvement 
will share in it during the coming 
months. 

“The shoe industry responds 
quickly to improving business, and 
our indusiry should certainly share 
in the fine business ahead. There is 
keen competition in the shoe indus- 
try, but with the ideas and intelli- 
gence that the individuals in this 
industry have shown, there is no 
reason why our industry should not 
go further to still higher records, 


and thus pace all the other indus- 
tries in the country as we have in 
the last few years. 

“There are, however, conditions 
to be considered. We won't have 
this fine business unless people in 
this country are ready to get down 
to work and work hard, and we can 
hope that the last election showed 
the trend in this direction. We can’t 
produce more wealth in this coun- 
try with less work. Furthermore, 
prices must be kept in line. Tanners, 
manufacturers and retailers must be 
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willing to operate on a close mar- 
gin, and keep prices in line. Also, 
to enjoy this good business we must 
keep our country from becoming en- 
tangled in embarrassing foreign 
situations. 

“There are big opportunities 
ahead of us. Hard work and hard 
thinking will get results from those 
opportunities in 1939.” 


” te * 


eJ OHN A. BUSH, president of the 
Brown Shoe Company, St. Louis, 
Mo., says: 


“The outlook for a better shoe 
year in 1939 is indicated because 
of the greater degree of confidence 
on the part of both retailer and 
manufacturer, based 

“First—on the fact that inven- 
tories of finished shoes in the hands 
of the retailer and wholesaler or 
manufacturer are relatively low; 

“Second —a more conservative 
Congress will assemble in January 
with a greater interest in improving 
business instead of radical legisla- 
tion that tears down, which should 
preface an improvement in the 
heavy industries where reemploy- 
ment will increase purchasing power 
rapidly ; 

“Third—no immediate prospect 
of war, but all countries will spend 
17% billion dollars arming them- 
selves during the next year; 

“Fourth—last but not least—let 
us as shoe manufacturers and tan- 
ners remember that popular-priced 
shoes increase consumption, there- 
fore let us not get hides and leather 
too high in price.” 


oa * * 


GEORGE MILLER, president of I. 
Miller & Sons, Inc., Long Island 
City, says: 

“While 1939 may not be a boom 
year, I think that we, in the shoe 
industry, can make a great bid for a 
larger share of the consumer’s dol- 
lar. 

“Style ingenuity can be made to 
play its part again as it has in the 
past two years, in placing women’s 


shoes in the forefront of fashion and 
attracting more of the consumer's 
dollar to shoe purchases. 

“Even though we may do our 
style job well, we must recognize the 
consumer's demand for value. A 
great contribution toward brighter 
prospects in 1939 can be made by 
manufacturers and retailers with a 
strong value program. 

“Shoe retailers are in a healthier 
condition to go out after business 
than they have been for over a year. 
Their stocks, as a whole, are in good 
liquid condition. There is a gen- 
eral air of optimism that is war- 
ranted by recent retail activity, as 
well as prospects for a continued 
improvement in general business.” 


2 a e 


DAVID S. HIRSCHLER of Hof- 
heimer’s, Inc., Norfolk, Va., says: 

“In looking forward to 1939 the 
picture looks much brighter. First, 
we have industry, which had be- 
come stagnant, on a business ex- 
pansion pragram. 

“Secondly, the great armament 
program that our government has 
provided to conserve democracy 
will create more jobs and more buy- 
ing power, and will place business 
upon a greater expansion than here- 
tofore. 


“Third, there exists among our 
business men of the country today 
a much better feeling and a general 
change of spirit. 

“Fourth, the reciprocal trade 
agreement which has been signed 
between the United States, Canada 
and Britain is also an important 
factor in boosting business. So‘the 
shoe industry which we serve should 
see a stable business increase for 
1939.” 

+ * aa 
S. L. SLOSBERG of The Green 
Shoe Manufacturing Co., Boston, 
Mass., says: 

“We hesitate to predict. We feel 
that the prospects for 1939 are at 
least as good as 1938. There may 
be a slight but steady improvement. 
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We think that conservative working 
out of our problems will be more 
in order than the attempts to solve 
them by man-made legislation for 
the past few years. That is the one 
bright spot we can see for 1939. 
“In other words, there is no magic 
way to business improvement. Any 
attempt to do it that way only re- 
sults in a headache. Hard work and 
intelligent enterprise are still the an- 
swers, as they have always been and 
probably always will be.” 


O 


” * o 


Nee 


BROGER A. SELBY, president of 
Selby Shoe Company, Portsmouth. 
Ohio, says: 

“After more than a year during 
which the shoe industry of the coun- 
try suffered the sharpest decline in 
its history, it appears to me now 
that the forthcoming Spring season 
holds for both retailer and manu- 
facturer decidedly brighter pros- 
pects. 

“Every fundamental business in- 
dex is on the upward trend and the 
shoe industry is in a position to take 
advantage of such upturn. Busi- 
ness spirit is definitely better. 

“I look for a gradual but con- 
sistently forward movement in the 
shoe business of the country for 
1939.” 

a ab oe 
ANTHONY H. GEUTING of Geut- 
ing’s, Philadelphia, says: 

“I hopefully look forward, with 
the thought that the cycle of extrava- 
gance and impractical notions has 
passed, that willful dumbness has 
received a severe setback, that the 
theory that one can make a party all 
liberal isn’t true, for one cannot 
herd people in that manner. 

“We have liberals and progres- 
sives in both parties, which is as it 
should be. I am a progressive and 
a liberal and you cannot sell me an 
idea if, as Al Smith says, a crack- 
pot proposes it. 

“A great burden has been placed 
on our backs, and taxes, as a result, 
will be burdensome, but if given a 
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chance we will work out of it, and 
this country will continue to grow 
onward and upward.” 


aa . * 


HAROLD F. VOLK of Volk Bros. 
Company, Dallas, Texas, says: 

“Retailers throughout the coun- 
try have been rather discouraged by 
the failure of business this Fall to 
achieve the degree of improvement 
that was generally predicted. 

“The tendency is to blame unfav- 
orable weather conditions which, it 
seems to me, form only a partial ex- 
planation. The important indices 
of business conditions, such as the 
stock market, carloadings, steel pro- 
duction, etc., did not promise much 
for this Fall, but do definitely indi- 
cate improvement for the early 
Spring. 

“Political uncertainty, spotlighted 
by the November elections, was a 
deterrent factor. The results of the 
elections, with more conservative 
elements replacing many of the radi- 
cal New Dealers, should inspire 


more confidence in business for 


_ “The increased government spend- 
ing, whose benefits may in the long 
run be overshadowed by the evils 
of increased taxation, should act as 
a stimulus during the coming year. 

“In general it appears to me that 
the good omens outweigh the bad 
and that we are justified in facing 
1939 with a feeling of conservative 
optimism.” 

* * * 
eBOHN H. WILSON of Craddock- 
Terry Company, Lynchburg, Vir- 
ginia, says: 

“Basing our opinion upon our 
business during the latter months of 
this year and the reports from our 
salesmen in the various territories, 
we look for a much brighter 1939. 

“The unusually large volume of 
mail orders during the past sixty 
days indicates that dealers’ stocks 
are low and business brisk. Many 
fundamental conditions have been 
greatly bettered and greater stability 
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is promised. The firmness of the 
leather market indicates a healthy 
condition and we confidently look 
forward to a good business in 1939.” 


* * * 


eB OHN R. LAYCOCK of Hanan & 
Son, New York, says: 

“The recent election brought back 
to this country the two party sys- 
tem of Government under which we 
have prospered for so long. 





“This has been definitely encour- 
aging to business as a whole. There 
also seems to be the desire on the 
part of Government to cooperate 
with business, labor and agriculture, 
and each with the other. 

“All indications would point to 
better business beginning now and 
throughout 1939.” 


* * * 


WILLIAM PIDGEON 
geon’s, Rochester, N. Y., says: 

“American Enterprise, Creator oi 
our Modern Industrial and Eco- 
nomic World, is probably the 
mightiest GIANT of all man’s cre- 
ations. This GIANT feeds, clothes 
and houses us. On his power is 
built our educational world, our po- 
litical and social world and all the 
manifold activities of our complex 
civilization. 

“If he is strong and under proper 
control and guidance, we can make 
progress. If he is weak or gets out 
of our control, he can wreck and 
break us. He is a GIANT. We 
should and can control him. He 
cannot control and guide himself. 
We can make him do what we will. 
To do this we must coordinate all 
his powers with our brains and in- 
telligence. 

“To do this will mean cooperation 
between all the different factors of 
our Economic World and that will 
bring happiness, success, plenty and 
higher living to all. I believe Amer- 
ican business is seeing this. How 
to do it is Detail. The Will to do it 
is Primary and Basic. The future 
must be upward. I believe in 
America.” 


of Pid- 


CARL BURGSTAHLER of F. E. 
Foster & Company, Chicago, IIL, 
says: 

“As we welcome the year of 1939, 
the outlook is definitely one of en- 
couragement and confidence. In 
our industry, we are continuously 
meeting changing conditions with a 
will to progress, parallel to existing 
conditions. 

“With such powerful, helpful agen- 
cies as the National Shoe Retailers 
Association and their efforts to dis- 
tribute authentic information all 
through the year, climaxed by our 
National Shoe Fair, every shoe, re- 
tailer should face the New Year 
with full confidence of a bigger and 
better business.” 


* * ~ 


MIERRILL A. WATSON, executive 
vice-president of the Tanners Coun- 
cil of America, says: 

“In spite of tangible improvement 
in the leather industry during the 
last half of 1938, tanners are still 
confronted by definite and serious 





problems. The crux of these is rep- 
resented by the paradox that tan- 
ners have frequently satisfied in- 
creasing demand during periods of 
relative prosperity without earning 
the minimum profit necessary for 
the maintenance of healthy enter- 
prise. First to face the impact of 
rising raw material costs, tanners 
are absolutely obliged to revise 
leather prices accordingly. On the 
other hand, the marked tendency to 
sell shoes within fixed price chan- 
nels inevitably creates difficulties for 
tanners as well as shoe manufac- 
turers. 

“Improvement in the physical vol- 
ume of business may reasonably be 
anticipated in 1939. The benefits 
of such improvement may be dis- 
tinctly qualified, however, unless 
price policies of the shoe and 
leather industry are based on eco- 
nomic realities in each branch of the 
business.” 
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AMID disturbing echoes of strife and turmoil, America 
enters upon a New Year more deeply conscious than 
ever of the manifold blessings it enjoys. First, of its 
spiritual blessings, of which the foremost is human 
liberty. For it is the possession of liberty that makes 
possible all of the other advantages which comprise the 
American way of life. But by no means to be over- 
looked or minimized are those material blessings which 
America continues to enjoy, even in an age when many 


peoples suffer the extremes of poverty and deprivation. 
That this nation is thus favored above other lands is 
no accident of history. Rather is it the consequence of 
the free exercise of courage, initiative and energy by 
millions of Americans in a land singularly endowed 
with Nature’s abundance. And so it behooves Ameri- 
cans to safeguard the future by cherishing the pre- 
cious liberty which has given birth to all that we 
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Customers Are Won 


at the Fitting Stool 


The prosperity of any industry depends, in the final analysis, on the 
success with which its products are presented to the ultimate consumer 
at the point of sale. Upon the retail salesman, more than upon any 
other individual, depends the answer to the question of whether or not 
the consumer can be persuaded to buy more pairs of shoes in 1939. 


AMERICAN manufacturers lead the world in the ap- 
plication of scientific methods to the processes of indus- 
try. American retailers easily take first place in scien- 
tific promotion methods and in the bold enterprise they 
display in advertising their wares to prospective cus- 
tomers. But there is a growing recognition, on the part 
of manufacturers and retailers alike, that scientific pro- 
duction and successful promotion, necessary as they are 
in the scheme of industry, nevertheless need a third 
factor of equal importance before the economic cycle 
can be complete. This factor is salesmanship, the most 
important single element in the process of distribution. 

There have been times in the history of the United 
States when production has lagged behind consumption 
and the paramount problem of industry was how to 
produce more goods. The most striking example of 
that kind of a situation within the memory of the pres- 
ent generation was during the World War. There was 
no distribution problem in those days, for customers, 
both here and abroad, were clamoring for merchandise. 
The productive capacities of the nation, speeded up as 
never before, were wholly unable to supply the demand 
and deliver the wanted merchandise in a normal way. 
It was decidedly a “seller's market,” in the sense that 
sales were made easily and for the most part on the 
seller’s own terms. There was little need for Sales- 
manship, and it was a common saying that the sales- 
man, in those days, needed to be nothing more than 


— 


an order-taker. 

Today the situation is reversed. Produc- o 
tion tends to outrun consumption, and the € 
markets are frequently glutted with a surplus. \\ 
The most pressing problem of the present in- 
dustrial era is how to dispose of that surplus 
and the only satisfactory way, of course, is to sell 
it at a profit. This brings the element of Sales- 
manship strongly into the picture. Good sales- 
people are at a premium, in the wholesale field as 
well as in retailing. But since the problém finally comes 
down to a question of selling more goods to the ulti- 
mate consumer, it follows that efficient retail Salesman- 
ship is especially needed,’and more and more retailers 
and manufacturers are recognizing that fact. 

The retail salesman is the individual who is at the 
point of personal contact between all industry and the 
ultimate consumer. Upon him, more than upon any 


. 


other individual, depends the answer to the question of 
whether or not the consumer can be persuaded to pur- 
chase more goods, and whether the merchant, the whole- 
saler, the manufacturer, the producers of raw materials 
and all of the individuals employed in these processes 
may profit through their contributions to the processes 
of production and distribution. 

So it isn’t in the least surprising that we are hearing 
a lot in these days about the “point of sale,” and about 
what should be done to make retail selling more effi- 
cient. It isn’t surprising that the most enterprising 
retailers are devoting a lot of attention to the training 
of their salespeople. Nor is it surprising that educa- 
tional authorities, cities, states and the Federal Govern- 
ment are devoting careful study and appropriating vast 
sums of money to help educate retail salespeople and 
thereby raise the standards and increase the efficiency 
of the selling profession. 

Enterprising manufacturers are becoming increas- 
ingly interested in this problem and its solution be- 
cause they realize that their chance to profit, now and 
in the future, depends in a very large measure on 
the information and education made available to 
retail salespeople. They are becoming in- 

[TURN TO PAGE 120, PLEASE] 











A shoe salesman’s first duty is to fit feet correctly. This, however, is but a part of 
his responsibility. He must also be able to sell shoes in such a way that cash register 
receipts will reflect his ability and customers will return, not to complain, but to ask 
for more shoes “as good as the first.” To do this, the salesman must not only knou 
shoes and feet, but must have a thorough understanding of customer behavior. 

There is no better way for a salesman to increase his “c.u.,” or personal following, 


and his value to his employer than by developing the ability to gain the confidence 
of his customers. Few people ever stop to consider why they buy exactly the things 
they do. Most purchasers buy largely on habit or impulse and would not be able to give 
a rational account of their motives. But the salesman must know the reasons why people 
buy or should buy what he has to sell. Only by knowing these reasons is he able to present 
his shoes to customers in such a way that they will wish to buy. 
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As told to Neil M. Clark for The 
Saturday Evening Post. 














Boot AND SHoe Recorper gratefully 
acknowledges the courtesy of The 
Editor of The Saturday Evening Post 
in according his permission to reprint 
the accompanying abstract of Mr. 
Kettering’s inspiring article in this 
issue, devoted to the accomplishments 
of American enterprise. 


CHARLES F. KETTERING 
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CLAIM that the easiest way to create new jobs is to 
do new things, things that we have never done before. 
That means new products and new industries. 

If all this is so, why don’t we go out and get the new 
products and the new industries? We are doing some of 
that, but why not more? Why do we fail to make full 
use of our very best weapon for fighting unemployment, 
depression and the defeatism that lies behind so many 
of our current economic points of view, and that threatens 
to freeze our industrial life at about the present level? 

The answer I have been compelled to accept is that 
we do not know how to develop new industries. We 
haven't studied it much. We are great on administration 
and manufacturing, and we can whoop it up selling an 
established product. But when it comes to introducing 
something altogether new, we generally fumble and 
stumble, make crazy mistakes, spend money like water 
where it is certain to be wasted and fail to spend enough 
in other places where it would really do good. 

The result is that nearly always a long time elapses 
between the introduction of new products and the stage 
where their manufacture provides considerable employ- 
ment. The tempo of life has changed tremendously of 
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late. We seem to accustom ourselves to new things faster, 
and we burn up fads and fashions overnight and are 
always crazy for whatever is hottest off the griddle. The 
life of a popular song is days or weeks where it used to 
be months or years. Styles get from the exclusive mil- 
liner to the $1.98 hat counter in a few days or weeks. You 
can send a message around the world in one-seventh of 
a second, and yet it may take years to force a simple 
idea through a quarter inch of human skull; and the 
slow, cumulative creeping efforts of years are needed to 
establish new buying habits in enough people to put an 
entirely new industry on its feet. 

Can we in any way speed up the rate of introducing 
new industries? I think we can, if we openly accept the 
fact that the development of new industries and products 
is a permanent, necessary and desirable phase of American 
business, and if we go on from there to study how new 
industries develop, and what helps and what hinders their 
growth and what the common mistakes and the necessary 
steps are, and what we have to look out for in human 
nature itself. 

Research is the first of the three stages in developing a 

[TURN TO PAGE 114, PLEASE] 
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Charming kid evening sandal in asym- 

metric pattern. The silver platform Black patent sandal with a touch of 

is a pleasing contrast to the fuchsia red in the “concealed” platform sole. 
upper. Patter DeLtso. Kane, Dunnam & Kaavs. 


: Dainty opened-up pattern in snake 
ag 7 “gir oe call matches grain. The platform and trimming are 
ine se uh te il s I og pattern white calf contrasting with the wine 
comes we witup (eather or new (or blue) of the shoe. Warx-Ovenr. 

type of round heel. JoHANSEN. 


The “Mammy” shoe in blue jean ma- 

Combination of white buck with Burnt terial with gay kerchief print for the 

Straw in smart Summer pattern. The scarf tie and “Cool-ee” sole. (Match- 
platform sole repeats the color of the ing bag). Joyce. 
trim. FERRALLI. ’ 


Shoe drawings by ELty NorpDEN 
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WHEN the shoe of elasticized leather first appeared 
on the scene, it was hailed as the “most radical develop- 
ment in centuries.” It was a “revolution in shoemak- 
ing.” It shone in the light of news publicity, and, wide- 
ly touted and promoted, it sold. 

It clicked so suddenly that many unqualified manu- 
facturers leaped on the band-wagon. Flocks of stretch- 
able shoes were turned out overnight. Many of them, 
as the wags say, with “one-way stretch” . they 
stretched out but not back! 

That such shoes could not be made cheaply and in 
haste was proved by the return of many pairs that 
burnt women’s feet, stopped their circulation, stubbed 
their toes, gapped at the instep, or wore badly where 
the leather was buffed paper-thin. 

Numbers the 


of merchants, on 


WA 


’ 
Decorative side gores provide 
the adjustment for this black 
kid shoe with sculptured tongue 
from Naturat Brince. 


A side gore adjustment suggest- 
ing a sleeve gore, but secured 
at both sides of the back loop 
for more practical fitting, in 
natural color Tahitian cloth with 


other hand, who had bought good shoes from pains- 
taking manufacturers, had no trouble, and stand ready 
to re-invest their money in this radical new departure 
in shoemaking. 


Advantages of Stretchable Shoes 
Stretchable shoes have three great selling points 
so we hear from favorably inclined shoe men. They 
make the feet look small, dainty and appealing. They 
give a new look to the foot because the patterns look 
fresh, and different with their molded, streamlined 
character. They are comfortable to slip into—at least 
in the store, because they are “broken in” before they 
leave their boxes. Shoe men are realizing that quality 


and 


materials exacting labor 


must go into these shoes if final 
[TURN TO PAGE 118, PLEASE] 
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{ gabardine and calf combina. 
tion in which the fabric is the 
elasticized area. Perforations 
on both materials make an air- 
cooled Summer shoe. Jounson, 
STerPHENS & SHINKLE. 


tan calf trim. Tweente. 


The high, decorative front of 
this tailored shoe (with new 
walled last) conceals a wide 
band of goring, an unusually 
attractive treatment. MArsHaAtt, 
Meapows & Stewart. 


> 


Elasticizing only the top area of 

this snakeskin upper makes for 

comfort as well as for perfect 

molded fit in this smart pattern 
from VAutey. 


A beautiful glove type shoe in 

calfskin. The elasticized front 

portion perforated and slashed 

to make for cool comfort. 
I, Mrtrer. 


Shoes in photograph Courtesy 1. Micier. 


White suede and tan calf combi- 
nation. The upper section of 
suede is elasticized, providing 
snug fit and easy adjustment. 
Juuiun & KoKkence. 








. 








‘ 
* 
ter 
Se = 
. E a 
a eo < 4 - 
. 
5 - 
* 


ie pe a a eee ea at Pee 








Cool Summer pattern with open 

back~and toe, attractive trimming 

Graceful one-eyelet pattern in white worked out ‘in perforations and 

buck with interesting \ trimming slashings. Wine is the popular 

treatment in the blue calf. QurEN color chosen for this shoe from 
Quatrty. Brown. 


Tans of all kinds are the 
favorites for Summer. Shown 
here in another popular 
choice, mesh with calf trim, 
Jones-WaALsH,. 


Black patent, first choice for Easter 


i selling. _The opened-up pattern will 


mer days. Knirekxnnorr-DITMan. 


Another wine shoe, this time 
in a kidskin oxferd from 
Invinc Drew. Perforations 
and stitchings give it a 
dressy, light look. 


Summer walking oxford in 
e buck with contrasting col} 
trim. J. M. Connett. 


The newest idea in a Summer pump 

from Braver Bros. The back and 

toe are open and the black patent 

leather is brightened with red 
stitching. 


“The little girl or “Doll” shoe-in 
Ne white calf with new round heel. 
 delighéful young shoe for_resort Graceful. ankle strap \ pattern in 
Summer days. Ay Santen. a \popular tan shade. The pleat- 
\ , ing gives interest to the low vamp. 
, ea Han NaHson. 
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This year you will see two-tones of calf such as the shoe 
illustrated with the all-white buck at the lower right of 
this page, contrasting lacings in huarache patterns, port 
holes, plateaus, run-arounds and the new Dutch Boy with 
the rocker bottom. This last shoe is a very practical idea 
for any one who likes to walk in the country. 

[Turn to Pace 120, Prease] 


A SECOND season in sports types. There is a dream 
which is fast becoming a reali No longer can the custo- 
mary white sport shoe be considered an all-purpose coun- 
try shoe, except among those of the college boys who insist 
upon wearing their white saddles even with their rain 
coats, Sports dress of the rougher country type withstood 
the onslaught of the shirt and slack craze far better than 
did street attire. In a word, more undress was seen in the 
city than in the country. Thus the prospect of a sustained 
business in country types is a very good one. The profit 
possibilities in this type of shoe are further increased by 
their very much longer selling season. 

But these country shoes are becoming definitely more 
novelty types, and are being subjected to exactly the same 
influence that has been brought to bear on whites and 
combinations for the past four or five years. Think back; 
remember the original country sport shoe was a heavy 
brogue, blucher or m type, usually in a water repel- 
lent grain or in reverséf¥ calf, with a heavy leather or crepe 
sole. Then two years ago the square toe came along and 
crystallized this country idea into a definite type of shooe 
and put it in the volume field. The slack pattern lifted it 
still further and last year the side laced and Tyrolean 
types helped make its position more secure. 














; z 7 The country 
; of greatly with 
Types which 





{tet miliar sights 
bhi | absent; new 
$b as Here is the 
RY Barge, one 
t= -t- types to po 
2353 sports shoes 
te: 
E; 
‘ee 
it 
2S he 
4] 
‘t+ 
$3885 The Barge 
ea a new color 
tit ghillie tie 
32} square toed 
effective com 
ferent clas 
iv 
.\ + 
3 3s 





A Vlenelly Khgle ox 


WHE GOUNTIRY SIO 





THERE’S a new shoe for 1939. You can put it. 
for the time being, in the country group, but don’t 
be surprised to see many of them on the street 
during the warm days. They’re an adaptation in 
shoe form of the Mexican Huarache and they’re 
the smartest looking “new shoe” to be introduced 
in some time. 

On a recent trip through the shoe factories, we 
found almost all of them working frantically on 
patterns and construction for this type of shoe. 
The hand-weaving presented a problem, and the 
manner of attaching the upper to the sole still 
another. Each factory had its own interpretation 
of how the shoe should be made and what points 
should be watched in the construction, but they 
all had one point in common—and that is EN- 
THUSIASM. “Here.” they said, almost to a man, 
“is a real new shoe possiblity and its future is 
something to speculate about”; but the specula- 
tion is all as to just how far it can go. Aside from 
the looks, which are new, different and refreshing. 
this shoe fits exceptionally well, and gives 
the foot the same exhilarating sensation in walk- 
ing as that which was found in the original 
huarache. Factories have only just started to 
work on this type and you may look for many new 
variations of this basic idea in most of our better 
' lines for Spring and Summer selling. 





























A ROLL CALL OF AMERICAN 
ENTERPRISE IN SHOES, SHOE § 
MATERIALS AND ACCESORIES 


POWDER FALE 


THE HOTEL STEVERS 
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Norman N. Souther, President 
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Thomas A. Delany, Secretary-Treasurer 


New Dating For N.S. T. A. Convention 


Annual Travelers’ Meeting to Be Held in Chicago, 
January 6 and 7, Beginning Last Day of Shoe Fair 


NEXT month the National Shoe Travelers’ Association 
will experiment with a new dating for its annual conven- 
tion. Instead of being held in Chicago on the two days 
preceding the opening of the convention of the National 
Shoe Retailers’ Association, the travelers’ meeting will 
be held January 6 and 7—the first day of this conven- 
tion being the last of the gathering of retail merchants. 
The convention will be held, as has been the case for 
the last several years, in the Hotel Morrison. 

The change in the dating was decided on at a recent 
meeting of officers and members of the Executive Com- 
mittee in order to encourage a larger attendance at the 
business meetings of the convention. Whereas, in years 
past, the travelers have gone into their annual huddle 
with the necessity of overseeing the unpacking of sample 
trunks and the arrangements of their display rooms on 
their minds, this year that will all be over and they can 
devote their time to the business at hand. 

Early reports from the field indicate that this will be 
one of the most largely attended conventions ever held 


by the N.S.T.A., with a particularly heavy representa- 


tion from the West Coast. 

First in the order of business will be the reports of 
officers and members of the standing committees, ap- 
pointed just after the election. of early this year. Then 
will come the preparation and presentation of the an- 
nual resolutions, with the convention ending with the 
election of new officéré for the term beginning January, 
1939. 


During the year one of the most active committees 
has been that on membership headed by Harry Bennig- 
son of Seattle, Wash., and his report is awaited with 
great interest as it is considered that, under the circum- 
stances, an extremely creditable record has been made. 

An increase in the number of members who have 
taken out insurance policies under the group system 
adopted years ago by the association is expected to be 
the highlight of the report of the committee headed by 
Charles W. Morrill; while other committees have been 
studying the effects of the new hour and wage law, the 
National Security Act and the trend in distribution, with 
particular reference to group buying involving special 
discounts—a practice which it is sought to break up, 


wherever possible. 


BDURING the year, furthermore, there has been thor- 
ough-going cooperation between the N.S.T.A. and other 
leading trade associations in the shoe field in which 
everyone requested so to do has given freely of his time. 

Present officers of the association are Norman N. 
Souther, President; Edward B. Craney, Vice President; 
and Thomas A. Delany, Secretary-Treasurer. 

Regional Governors are George D. Tucker, of Mal- 
den, Mass.; H. L. Ware, of Oak Park, Ill.; Jeff Larson, 
of Minneapolis, Minn.; J. E. William Prescott, of Des 
Moines, Iowa; J. J. Buckley, of Dallas, Tex.; Frank J. 
Weber, of Cincinnati, Ohio; William J. Ahearn, of San 

[TURN TO PAGE 114, PLEASE] 
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N. S. R. A. LOWERS MEMBERSHIP DUES 
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Association Aims to Become More Broadly Representa- 
tive of All Classes of Shoe Merchants by Adopting Slid- 
ing Scale of Dues, Admitting Stores with Annual Sales 
Up to $50,000 to Full Membership at $1.00 Per Year 


TO broaden the influence and in- 
crease the usefulness of the National 
Shoe Retailers Association, the direc- 
tors of the association have deter- 
mined, after mature deliberation, to 
reduce the membership dues of the 
association and admit retail shoe 
merchants doing an annual business 
up to $50,000 a year for the nominal 
membership fee of $1 per year. 
Hereafter the dues paid by members 
doing from $50,000 to $100,000 an- 
nually will be $2 a year, while for 
those doing upwards of $100,000 per 
year the figure will remain at $5, the 
amount which has heretofore been 
paid by all classes of members. 

This important change in associa- 
tion policy was announced by Execu- 
tive Vice-president L. E. Langston in 
advance of the National Shoe Fair, 
to be held Jan. 3-6 in Chicago, where 
it is expected merchants will want to become members 
at the new rates. During the past several years the as- 
sociation has been showing a steady gain in member- 
ship, but the officers and directors have on numerous 
occasions been impressed with the desirability of mak- 
ing the organization more broadly representative of 
the rank and file of shoe retailers throughout the coun- 
try. This has been particularly true on occasions when 
the association has gone to Washington to present the 
viewpoint of the retail shoe trade in connection with 
proposed legislation. Congressional and legislative com- 
mittees are interested in the number of individuals in 
an industry that an association represents and the influ- 
ence of an association’s views is likely to be measured 
in the same proportion. 

The National Shoe Retailers Association is in a posi- 
tion to extend the advantages of membership to all 
retail shoe merchants at a merely nominal scale of dues 
because, unlike most other associations, it is not obliged 
to depend wholly upon its membership dues to meet 
the cost of the many services it renders to its members. 
The N.S.R.A. joins with the National Boot and Shoe 
Manufacturers Association in conducting the National 
Shoe Fair and under the cooperative agreement be- 
tween the two associations both share in a certain per- 
centage of the revenue. This arrangement has enabled 
the association to render many services to its members 


L. E. LANGSTON 
Executive Vice-President of National 
Shoe Retailers Association 


which otherwise would necessitate a 
much higher scale of membership 
dues. 

Among the more important of 
these association services, mentioned 
by Mr. Langston in his announce- 
ment of the change in dues, are the 
monthly bulletins which all members 
receive without cost other than their 
membership dues; the semi-annual 
shoe style forecasts for the seasons 
ahead which are furnished without 
charge to members following each 
Style Conference, and the Costume 
Co-ordination books published espe- 
cially for and sold only to members 
at less than the actual cost of pro- 
duction. 

The monthly bulletins, “National 
Footwear News Survey,” contain a 
great deal of information in regard 
to current fashion trends and develop- 
ments affecting shoes. This information is gathered 
from the most authoritative sources and from every im- 
portant style center in the world. These bulletins also 
contain timely merchandising suggestions that help the 
retailer in merchandising the shoes he owns as well as 
in planning his purchasing program. The semi-annual 
official shoe style forecasts reflect the opinions of the 
best informed style authorities in the industry as to 
what is in prospect for the coming seasons and thus 
afford a practical and dependable guide to buyers in 
formulating their plans for the seasons ahead. The 
costume co-ordination books have demonstrated their 
practical usefulness in many of the most successful 
stores in the country and are of even greater value in 
smaller stores where information of this nature, showing 
the correct shoe for various costumes and accessories, is 
less readily available. 

The acceptance of the first N.S.R.A. Costume Co- 
ordination Book entitled “Fashion and Footwear” and 
issued this Fall has been so universal, and the demand 
for the continuation of it has been so great, that the 
association is producing a new Women’s Costume Co- 
ordination Book which will be ready for distribution by 
Jan. 1. The new book will be even more elaborate in 
appearance and more practical for direct use by the 
salesman at the fitting stool in showing customers the 

[TURN. TO PAGE 208, PLEASE] 
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TUESDAY, JANUARY 3, 1939 
OPENING MEETING AND JOINT LUNCHEON 
12 o’clock Noon—Grand Ballroom—Stevens Hotel 
(2nd floor) 
Tickets on sale 11:30 A. M. Entrance of Ballroom 
WEIR STEWART, Presiding 
Chairman, National Shoe Fair 
Openinc or Nationat SHoe Fair 
RETAILERS 
President, National Shoe Retailers Association 
MANUFACTURERS Frederick A. Miller 
Chairman of the Board, National Boot & 
Shoe Manufacturers Association 
Norman N. Souther 


Weir Stewart 
Harry E. Fontius 


TRAVELERS 
President, National Shoe Travelers Association 
Presenting 
THOMAS H. BECK 
President 
Crowell Publishing Company, New York City 
Publishers of 
Colliers, Woman’s Home Companion, The American Magazine 
and Country Home Magazine 


TUESDAY, JANUARY 3, 1939 
North End—Boulevard Room—Booth Display Floor 
2nd Floor—Stevens Hotel 
9:30 A. M.—12:00 NOON 
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OFFICIAL PROGRAM 
1939 
NATIONAL SHOE FAIR 
Jointly Sponsored by 


National Boot and Shoe Manufacturers 
Association 


National Shoe Retailers Association 


SCIENCE OF PROPER SHOE FITTING CLINIC 
Chairman 
Harold R. Quimby, Editor, Creative Footwear 
Discussion: Lasts anp Patrerns—Lasts: 
Joseph W. Holmes, United Last Co., Boston, Mass. 


PATTERNS: Ruth H. Kerr, New York 


TUESDAY, JANUARY 3, 1939 
North End—Boulevard Room—Booth Display Floor 
2nd Floor—Stevens Hotel 
3:00 P. M.—5:00 P. M. 
SCIENCE OF PROPER SHOE FITTING CLINIC 


Discussion: ANATOMICAL AND FUNCTIONAL REQUIREMENTS OF 
FooTweEAR Dr. John Martin Hiss, Los Angeles, Calif. 


TUESDAY, JANUARY 3, 1939 
NATIONAL SHOE RETAILERS ASSOCIATION 
8:00 P. M., North Ballroom, Stevens Hotel (3rd floor) 


Presents an 
Educational Meeting—All Shoe Men Invited 


SHOE STORE PROBLEMS 
Joseph T. Geuting, Jr., Chairman 


How te Create TRAFFic Harry E. Fontius 
Fontius Shoe Co., Denver, Colo. 
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American Enterprise 
At The Shoe Fair, January 3-4-5-6 


MERCHANDISING CONTROL 
R. H. Fyfe & Company, Detroit, Mich. 
Your SeLiinc PEerRsoNNeL Clarence W. Pollack 
Thayer-McNeil Co., Boston, Mass. 


Invitations have been extended to shoe merchants to submit 
any problems which they would like to have answered by Pro- 
fessor Problem, who will appear at the end of the speaking 
program. All shoemen in attendance are asked to join in the 
open forum discussion that will follow immediately the final 
address. 

TUESDAY, JANUARY 3, 1939 
All Day 


Boulevard Room, Booth Display Floor, 2nd Floor, 
Stevens Hotel 


EXPENSE CONTROL AND STORE MANAGEMENT 
CLINIC 
Consultation Hours: 9:30 to 12:00 Noon—2:30 to 5:00 P. M. 
Bring your problems on expense control and store manage- 
ment to these experts, members of the Faculty, Northwestern 
University School of Commerce, who will gladly advise you 
without cost to you. 
Professor Chester E. Willard—Dept. of Organization Marketing, 
N. U. 


Steven J. Jay 


Professor James R. Hawkinson—<Asst. Dean of the School of 

Commerce, N. U. 

Professor Ira D. Anderson—Dept. of Marketing, N. U. 
TUESDAY, JANUARY 3, 1939 
All Day 
EDUCATIONAL MOVIE THEATER 
10:00 A. M.—12:00 Noon 
2:00 P. M.—6:00 P. M. 
7:00 P. M.—9:30 P. M. 

Films of unusual interest and of particular benefit and edu- 
cational value to all shoemen will be shown continuously during 
these hours. 

TUESDAY, JANUARY 3, 1939 
All Day 
Boulevard Room, Booth Display Floor, 2nd Floor, 
Stevens Hotel 
SALES PLANNING—SALES PROMOTION CLINIC 

Consultation Hours: 9:30 to 12:00 Noon—2:30 to 5:00 P. M. 

Bring sales promotion problems to this group of practical 
promotion planners. Everyone an experienced authority on sales 
and selling. Consult them without cost. 


[TURN TO PAGE 124, PLEASE] 
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Recently received applications for display 
space are not included m this exhibit listing. 
It is, however, a complete registration - 
definite assignments made before Dec. 9tn 


ROOM 
Acme Shoe Mfg. Co. ........... 762A-763A 
Clarksville, ens. 


Fi.tsheid, N. e 
Adams Slipper — bp adeeb sbeateetees 1237A 


Booths 15-16 
Chicag 


aimee ‘ Co., Dh t0eeene dws 1026-1027 
Chicago, IUll.. 

Advance Wool Skin Shoe Co 
Chicago, Il. 

Air O Fedic Shoes 


. H., Co. 


Brockton, Mass 
Allen Edmonds 


Allen-Squire Co. 


Spencer, Mass. 


Cincinnati, “Ohio 

Altman Bros. Shoe Mfg. 
Cincinnati hio 

American Shoemaking 
Boston, Mass. 

American Shoe Co. 
Framingham, Mass. 

Ansin ag! 

Mfg. 

Atho 

Arlington Shoe Bite, Ga Sebo... cewcs 
Methuen, Mass. 

Armstrong Cork Products Co..... 
Lancaster, Pa. 

Armstrong, D., & Co., 735A-736A 
Rochester, N. Y. 

Py My AR. Os Beesdeccccoceces 621-622 

East Weymouth, Mass. 

Arnold, M. N., Shoe Co 
South Weymouth, Mass. 

Arrow Shoe Co., Inc. ........... 853A-854A 
Danvers, Mass. 

REND TB DO. oo ccccccccccces 1121A-1122A 


Spencer, Mass. 
Acqateey Shoe Corp. 


ago. 
Atkinson Shoe Co’ 
ton. Mass. 
Atlantic Footwear Co., 
Passaic. N. J. 
Ace Williamson Shoe Co 


; Chicago, I''. 
-~ ca te 


Barker Shoe Co., Inc..... 
Lewiston, Me. 

Barnett Footwear Co. 
Brook N. Y. 
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Ameriean Enterprise 
On DISPLAY at the 


Bosto: 
Bicktord Shoe Co. 
Boston, Mass. 
Billiken Shoen.akers 
Lynchburg, +a. 
Bloom Bros. Co 
Minneapoiis, 
Blue Ribbon 
= | 1006A-1007A 


| 1008A 
915A-916A-917A 


New York, N. v. 
Boot and Shoe Recorder 
New York, N. ¥. 
Booth, Walter "Shoe Co. 
Milwaukee, Wis. 
Bostonian Footsaver Shoes 
Whitman, Mass. 
Boston Novelty Shoe Corp. 
Boston, Mass. 
Bourque Shoe Co. 
Raymond, N. H. 
Boyd-Welsh, Inc. ........ { 912A-913A-914A 
t. Louis, Mo. | 939A-940A-950A 
PE GS oc ocsccece sues bane 1151 
Hampton, N. H. 
Brauer Bros. { 1052-1003-1004 
Shoe Co. ............ 4 1005-1006-1007 
St. Louis, Mo. | 1008- vy - 1010 
Brenton Shoe Co. 1117A 
Newmarket, N. H. 
Bresduck, Inc. 
New York, N 
Bridgewater Workers Co-Operative 
Association, Inc. 
Bridgewater, Mass. 
Brilliant Bros. Co. 
Boston, Mass. 
Brilliant, Harry, & Co. 
ston, Mass. 
Bristol Shoe Co. 


1257-1258 
.1126A-1127A 


Chicago, Ill. 

Brockton Branch United Last Co....... 
Brockton, Mass 

Brooks, William, “Shoe Co., The. . .815A-816A 
Nelsonville, Ohio 

Brown Co. 
New York, 

Brown, David, Shoe Co. 
Baltimore, Ma. 

Brown, H. H., Shoe Co., I 
Worcester, Mass. 

Brown Shoe Co.. | $to-01 1-012.813-058-008. 
St. Louis, ~-" 810-81 1-812-813-853-909A 

Burtron Shoe 1307A-1308A 
Farmington, ne H. 

California Shoes, Ltd. ............. 861-862 
Les Angeles, Calif. 

Capitol Shoemakers 1000-1001A 
St. Louis, Mo. 

Carlisle Shoe Co. .. 2300-2301 -2302-2310 


klyn, N. Y. 
Chelmsford Shoe Co., 
P, Edwin, ’ Son, Inc. 


t Weymouth, Mass. 
Claremont Shoe Co. ...... 65sec csccee 657A 


ROOM 


718A-719A 


Collins-Morris Shoe Co.. .1011A-1012A-1013A 
St. Louis, Mo. 
Colt-Cromwell Co., Inc 
Stoughton, Mass. 
Columbia Novelty Slipper Co 
New York, N. Y. 
Comfort Sandal Mfg. Co 
Long Island City, N. Y. 
Comfort Slipper C 
Fitchburg, Mass. 
Coa.monwealth Shoe & Leather Co.. .512-513 
Whitman, Mass. 
Compo Shoe Machinery Corp. .. ..1300-1301A 
ston, Mass. 
Conformal Footwear 
St. Louis, Mo. 
Connell, J. M., Shoe Co 
South Braintree, Mass. 
Connoliy Shoe Co 
Stillwater, Minn. 
Conrad Shoe C 
North Abington, Mass. 
Consolidated Slipper Corp 
Bombay, 
Continental Shoe ag 
Portsmouth, N. 
Converse Rubber 
Chicago, Ill. 


St. Louis, Mo. 
Cooper S., Slipper Co 
New York, N. Y. 
Corcoran, Joseph F., Shoe Co 
Stoughton, Mass. 
Cousins, J & T. Co 
ew York, 
Creative Footwear 
joston, Mass. 
Crescent Shoe Co. 
New York, N. Y. 
Crosby Square, The House of. 
Milwaukee, Wis. 
Curtis Shoe Co., 1313-1356 
Marlboro, Mass. 
Curtis-Stephens-Embry Co. ......... 713-732 
Reading, Pa. 
613-616 


Dainty Maid Shoe Co 
Haverhill, Mass. 

Danvers Shoe Co., Inc 
Manchaster, N. H. 

Darling, L. A., 
Bronson, Mich. 

Dartmouth Shoe Co 
Campello, Mass. 

Davidson Shoes 
Nashville, Tenn. 

Davis, H. E., Shoe Co. 
Freeport, Me. 

Devine & Yungel Shoe Mfg. Co 
Harrisburg, Pa. 

Dewey and Almy eee Co. 


Dickerson, Walker T., Co 
North Assembly Room, 3rd Floor 
Columbus, O. 
Dine Shoe 
Wakefield, Mass. 
Dixon Shoemakers 
St. Louis, Mo. 
Dodd, Dorothy, { 1039A-1040A-1050A 
Shoe Co { — 


Mass. 
aa rt McCarthy, Inc 
Auburn, N. Y. 
= Shoe Mfg. Co. 
verett, Mass. 


{ 713A-714A 
) 749A-756A 
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Official List of Exhibitors at the Hotel Stevens Up to December Lith 


NATIONAL SHOE FAIR 


ROOM 
701-702-710 


.10..A-1067A 
.1125A 
. 553A 


Empire Specialty Footwear Co. 
Endicott, N. Y. 

Endicott Johnson Corp 
Endicott, N. Y. 

Enna Jettick Shoes, Inc 
Auburn, N. Y. 

Ephrata Shoe Co., Inc 
Ephrata, Pa. 

Evangeline Shoe Mfg. Co..... 
Manchester, N. H. 

Evans’, L. B., 7 Witiwcecte< 
Wakefield, Mass. 

Excel Shoe Co 
Lynn, Mass. 


Fairchild eee 


New York 
Fairfield Shoe Co 
Columbus, O. 
woape a Shoe 
Chicago, I 
.—? Shee Mfg. 
Dover, N. H. 
Fashion-Bilt Shoe Co 
Pontiac, Ill. 
Feder Gregg Shoe Co 
Cincianati, O. 
Federal Shoe Co 
Lowell, Mass. 
Fein & Glass, Inc 
Reading, Pa. 
Fern Shoe Co., The 
Les Angeles, Calif. 
Ferris Shoe Mfg. 
Souderton, Pa. 
Field and Flint Co 
Brockton, Mass. 
Fisher Shoe Co 
Hudson, Mass. 


Auburn, Me. 

Five Star Shoe Co 
Long Island &: N. Y. 

Fleisher Shoe C 
Manchester, N. H. 

Flexmor Shoe Co. 
Rochester, N. H. 

Florsheim Shoe Co., The 
Chicago, Ill. 

Ford, C. P., & Co., I 
Rochester, N. Y. 

Forest Park Shoe 


41-- 35A-439A 


739A-740A 


Co. . 814-831-838 


§ 821A-822A-823A 
| 824A-825A 
1 


933-935-936 

. { 918A-919A-920A 

| 921A-922A-923A 
507 


Nashville, Tenn. 
Franzen Shoe & Slipper Co 
Worcester, Mass. 


Freeman, Joseph, Shoe Co., 
Somersworth, N. H. 


Freepo 

Friedaan Shelby Shoe Co 
St. Louis, Mo. 

Frye, John ~ Shoe Co 
Marlboro, Mass. 

Fulton Leather “ye Co. 
New York, N. 


Gaffney-Sulkis Shoe Co.. 
Bost Ma 


. | 502A-504A-505A 
) 507A-509A-716 
Gerberich-Payne Shoe Co 619A-620A 
Mount Joy, Pa 
Gil Ash Shoe Co. 


The H. C.....704A-705A-706A 


ROOM 
. 1217-1228 


1102A-1103A 


Goldberg Bros., Inc......... 


1239A-1240A 
. 1255A-1256A 


Boston, Mass. 
Goldstein, S. L. 
ston, 


Golo oe Wonk. Con I ope 1101-1102 


Holliston, Mass. 
Gordon, Reuben, Shoe Co., Inc... .. 
eae. Pa. 
am Shoe Mfg. 
my we We 
Grand Shoe Co., Inc 
Haverhill, Mass. 
Grant Park Shoe Mfg. Co..... 
Atlanta, Ga. 
ay Bros., 
Syracuse, N. Y. 
Great Eastern Shoe Co 
Boston, Mass. 
Great Northern Shoe Co.. 
Manchester, N. H. 
Green-Barr Shoe Co 
Lowell, Mass. 
Green-Bell Shoe 
Haverhill, Mass. 
reen Co., Daniel 
Dolgeville, N. Y. 
Green Shoe Mfg. Co., The... . 
Boston, Mass. 
Green Co., W. S 
Williamsport, Pa. 
Gregory & Read Co 
Lynn, Mass. 
Gro-Cord and Raw Cord Soles & Heels. 
Lima, O. 
Grossman Shoe S-, ~~ 
ng iN w. 
Grosvenor, C. A A; Co.. 
Worcester, Mass. 
Groves Shoe Co..... 
Chicago, Ill. 
Hagerstown Shoe & Legging Co., The. 
Hagerstown, Md. 
Hagerty Shoe Co., The P..... 
Washington Court House, O. 
Hale, Alfred Rubber Co 
North Quincy, Mass. 
Hallowell Shoe C 
Hallowell, Me. 
Hamilton-Brown 
Shoe Co. 
St. Louis, Mo. 
Hamilton & Walsh Shoe Co 
St. Louis, Mo. 
b6oeeebeeeeeeweeeee 421A 


Hanan & Son, Inc. 
New York, We 

{ 1002A-1003A 

) 1CO9A-1010A 


607A-609A-612A 
- 758A 


. 1328-1329 
1219A-1220A 
- 766A 


.1315A-1330A 


{ 1031A-1034A 
! 1035 4-1036A 
| 1037A-1038A 


Hannahsons Shoe Co....... 
Haverhill, Mass. 

Harbro Mfg. Cor 
Bellows ~~ 

Harlic Bag 
New York, x Y. 

Harvard Shoe 
Boston, Mass. 

Hazzard Co., R. P. ... 
Boston, Mass. 

Headway Shoe Corp 
Webster, Mass. 

Hecker Products Corp 
New York, N. Y. 

Heilbrunn & Sons, J 
Rochester, N. Y. 

Herbst Shoe Mfg. 
Milwaukee, Wis. 

Hermal Shoe Co 
Everett, Mass. 

Herold Bertsch Shoe Co 
Grand Rapids. Mich. 

Hevwood Boot & 
Worcester, Mass. 

Hide & Leather Publishing Co 
Chicago, Ill. 

Highland Shoe, 

wiston, Me. 

Hiss, Dr., Ssaegiied Shoes (Women’s). 
Auburn, N. 

Hiss, Dr., Gaevites Shoes (Men’s). 
Chicago, 

Holland Shoe Co 
Holland, Mich. 


Littleton, N. H. 
Holtz Shoe Co., Herbert 
Haverhill, Mass. 
Horn & Short Shoe Co. 
Natick, Mass. 
Horwitz, Vincent, Co., Inc 
Altoona, Pa. 


ececccns 1302A-1303A 


ROOM 
Booth 10 


1107A-1108A 


Howell Co 
St. Charles, Ill. 
Hubbard Shoe Co., Inc 
Rochester, N. H. 
Hubbard Shoe Co. (Div. of Weyenberg 
Shoe Mfg. Co.) 
Milwaukee, Wis. 
Huiskamp Bros. 
Keokuk, lowa 
Huntington Shoe Co., I 
Huntington, Ind. 
Huth & James Shoe Co..657-660-661 -664-666 
Milwaukee, Wis. 
Hyde, A. R., & Sons Co.. .1104A-1105A-1106A 
Cambridge, Mass. 
Hy-Style Shoe Co............ 
Hallowell, Me. 


743 


Ideal Shoe Mfg. 542A-544A 
ilwaukee, Wis. 
Independent Shoe Mfrs.. 
St. Louis, Mo. 
Inter-Allied Sli 
Jersey City, N. J. 
International Shoe Co..539A-657A-660A-661A 
Manchester, N. H. 

Interstate Shoe Co 660A 
Manchester, N. H. 
Interstate Slipper Co., I 
Easthampton, Mass. 
Ireland, R. .. Shoe Co.. 

Dover, 


.1014A-1032A-1033A 


r Co., Inc. . 1237 


1233 
1334 


Jacob, H., & Sons, Inc.... | 855A-814A-1131 
Brooklyn, De Ve } 1132-1138 

Jacobs, A., & Sons Co., Inc... 1152A 
East Lynn, Mass. 

Jacobson, Nathan 1207 
Boston, Mass. 

James Shoe Mfg. Co., The 
Milwaukee, Wis. 

Jarman Shoe Co.. 
Nashville, Tenn. 

Jay Shoe Mfg. Co..... 
Cambridge, Mass. 

Jefferson Shoe Co.... 
St. Louis, Mo. 

Jenkins, George O., Co. 
Bridgewater, Mass. 

Jersey Footwear, Inc.. 
Passaic, N. J 

Johansen Bros. { 1015-1016-1017-1018 

Shoe Co.......... ; 1019-1020-1021-1022 

St. Louis, Mo. | 1023-1024-1025 

Johnson-Baillie Shoe Co. ; 


Millersburg, Pa. 
{| 821-822-823-824 
Johnson, | 825-826-828-829 
Stephens & Shinkle 830-839-840-841 
St. Louis, Mo. | 842-843-844-850 
| 855-856-857 
Johnston & Murphy 721-726 
Newark, 
Jolene Shoes, 1011- 1012-1013- 1014-1031-1032 
t. Louis, Mo. 
Jones & Vining, 536 
Brockton, Mass. 
Jones-Walsh Shoe Co. 
St. Louis, Mo. 
Joyce, Inc. 
Pasadena, Calif. 
Julian & Kokenge Co., The 
Columbus, O. 
Juvenile Shoe Corp... 
St. Louis, Mo. 


826A-827A 
505A 
1044-1045-1046 
863-864-866 
849A 

1331A 


Inc. 
1049-1051-1052 
650-651 
€00-601A-602A 
609-612 

| 956-957-958 


| 959-960-961 
..1232A 


Kane, Dunham & Kraus . 
St. Louis, Mo. 

Katz Reisman Shoe Co.... 
Boston, Mass. 

Keith, George E., Co.. .521A-523A-524A-526A 
Brockton, Mass. 

Keith, Keith & McCain 


Rockland, Mass. 
. § 1318A-1319A-1320A 


Kesslen Shoe Co. 
Kennebunk, Me. } 1321A-1322A-1323A 
. .731A-732A 


Keystone Slipper Co.... 
Philadelphia, Pa. 
-Clark Corp........ .Booth 17 
1304A-1305A 
.. 716A 


1001-1059 


Kimel Shoe —.. 
Clarer ont, N. 
Kirkendall Boot 2 
Omaha, Nebr. 
Klev-Bro. Shoe Co... 
Derry, N. H. 
Kleven Shoe Co.. .1121A-1122A-1123A-1124A 
Spencer, Mass. 
Knight Slipper Mfg. Corp 
Brooklyn, N. Y. 
Knipe Bros., Inc. 
Ward Hill, Mass. 
Koss Shoe Co., Inc 
Auburn, Me. 
Kreider, A. S., Shoe Co., The... 
Annville, Pa. 
Kreider, A. S., Shoe Mfg. C 
Elizabethtown, Pa. 
Kreider’s, W. L., Sons Mfg. 
Palmyra, Pa. 


1053-1054 


Ces... 








. .TO7A-708A 

ti,” O. 
Meadows & Stewart, Inc.. .601-602 
Martin-Tickelis Shoe Co., Inc.. .1350A-1351A 


. 729A 
be ceccccsess 841A-1229 
618-619-620 


N. Y. 
Mayville <3 Corp. 
s. 
Meis Shoe Mfg. Co., The Charles. . 
Cincinnati, O. 


810A-811A-812A-813A 
838A-839A-840A-850A 
886A-857A 
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Milford Shoe 
Milford, Mass. 
Miller, 7 & Co., Inc 
a. 


. | 955A-956A-957A-958A 
| 959A-960A-961A 
. .921-922-923-924-925 


Baltimore, Md. 
Myrna Shoe, I 
Manchester, N. 


National Shoe atte. Ga, Wie. .< 
Worcester, 
Natural Bridge re 


Lynchb Va. 
1004A-1005A-1006A-1007A 


1115A-1116A 


{ 1117A-1118A 
1119A 
1352-1353 


Novelty Slipper Co., Inc.. 
New York, N. Y. 
O'Donnell Shoe 
Humboldt, Tenn. 
Old Colony Shoe Co 
Brockton, Mass. 
Orange Shoe Mfg. 
Mas 


Orange, s. 
Ornsteen, Myer T., Shoe Co 
Marlboro, Mass. 


Pacific Stager Con Inc 


cnsepes 1167 


¥. 
Panther-Panco Rubber Co., Inc. 
Che Mass. 


Chattanooga, 
Peerless Sh 


Louis, Mo. 
Portage Shoe Mfg. Co. ‘ aseips of Weyen- 
berg Shoe ) 56 


Mfg. C 


Publix Shoe Corp. 
ford, Mass. 


Queen City Shoe Mfg. Corp 


Manchester, N. H. 
{ 1039A-1040A-1050A 
Queen Quality Shoe Co. ; 1051A-1052A-1053A 
St. Louis, Mo. {1 A 
Racine Shoe Mfg. Co. 
ine, Wis. 


New York, N. Y. 
ussen Shoe 
Westboro, Mass. 
Raymond = Sen Inc 

Ra d, N. H. 


Cincinnati, O. 
Red Goose 7 
St. e, % 


1109A-1110A 


J 
Rice-O Neill Shoe Co.. § 800-801 A-802A-803A 
St. Louis, Mo. YS ~egeape oy 
Richiand-Davidson Shoe Co 
Nashville, Tenn. 
Roberts, ty ~ & Rand 
St. Mo 
Redhestar Shoe Tree Co 
Rochester, N. Y. 
Rogers Bros. Shoes, Inc..1204A-1205A-1206A 
ton, Mass. 
Rondeau, H. O., Shoe Co 
Farmington, N. H. 
Rosentha 
& Doucette, Inc.. 
Beverly, Mass. 
Roth Shoe Mfg. Co., The 
Cincinnati, 
Royal Metal Mfg. 
icago, Ill. 
Rubin Bros. Footwear 


City, N. J. 


. 1033-1034-1035-1036 


Rue, Howard s., & Sons, Inc 
Philadelphia, 
Ruth Shoe Co. 
Salisbury, Mass. 
Saco Moc Shoe 
Portland, Me. 
Safran-Sundel Shoe Co. 
Boston, Mass. 
St. Louis Shoe Mfrs. Assn 


N. 
Salvage, Louis H., _ Co 
Manchester, N. H. 
Salvage-Molloy pm Co 
Manchester, N. H 
Samuels Shoe Co.. 
St. Louis, Mo. 
Sandler, A., C 
Boston, Mass. 
Saxe Bros. Co. . 1260A-1261A-1262A 
ae 2 sagan 
Tit s on 4a eye eve mareteseeess 913 
Pailadeighia, Pa. 
SS, Co. 
Cincinnati, O. 
Scholl 7 Co., The... 
Chic tl. 
Scholnic 4 Co 
Boston, Mass. 
Selby Arch Preserver Shoes 
Portsmouth, 


” ( West Assem. Room 
) 8-9-10-11—3rd fl. 1600 


(Booth 6) 831A-832A 
851A-852A 


Selby Tru-Poise Shoes 
dene. o. 
Sensible Shoe 
St. Louis, Mo. 


(Booth 13) 532A 
Booth 18 


1319-1320 
749-750-751 -837A 


pencer, Mass. 
Smart-Wear aed Corp 


—, G. a Shoe Co., The. { 931A-932A 
lumbus. O. ) 937A-938A 
[Turn to page 128, please} 
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More to Business Than Shoes 


TO the best of our knowledge, we have not 
said much in type of the place and purpose of the 
Boot anp SHoe Recorper in the scheme of things, in 
the belief that shoe men in general knew us so well that 
any comment on our part was superfluous. 

But a new and changing day is with us. Bright and 
alert young men are coming into the stream of trade 
and we owe it to them to give them a picture of our 
function. First, let us make a little clarifying state- 
ment. . . 

The primary motive which actuates most men to em- 
bark in the retail shoe business is to make money. We 
deem it our function to show the merchant how to 
invest his time, his energy, his brains and his capital— 
that he may make a profit on his total investment. His 
capital alone, although very important, actually rates 
fourth in the qualifications above expressed, which lead 
to a living and a profit for the merchant. 

The public has accepted the system of stores and the 
display and service of merchandise as a function that 
is natural to the merchant. He is the real selector of 
merchandise for his community. Through his eyes the 
public first sees the footwear it may want. He actually 
is the most important part in the entire scheme of busi- 
ness. 

In serving the retail merchant, we try to be in the 
position of giving him counsel, guidance and sugges- 
tion that will enable him to evolve methods best cal- 
culated to serve his public and his community. So 
you see, we are in a way, in a unique position and have 
a real opportunity to inspire, energize and vitalize the 
stream of retailing. 

When we tell of fashion trends, there still remains 
the necessity for the merchant to sort, sift, analyze and 
then select for his community. If he is in a small, 
western city and he imitates Fifth Avenue precisely, it 
is obvious that he won’t be in business long. Neither 
can he standardize his stock with safe numbers, for by 
so doing necessity may be served—but desire may be 
removed from his window and fitting stool. 

We, as a publication, can serve as an inspiration, by 
pointing to examples of good commercial behavior, 
which the reader may accept as a guide to making 
money. We can also indicate that by sharp practice 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


and borderline dishonesty, businesses so managed will 
eventually die. But on the whole, we are here for the 
function of recording merchandise and methods that 
lead to money. 

Yet, with this commercial objective, there must be 
given on the printed page the story of ideals and of 
success that can come through the investment of time, 
energy and brains. 

We do serve a purpose that no other medium, out- 
side of the business press, can do as well. We serve as 
a force for making industrial opinion. We sense a 
greater importance in that sphere of usefulness in the 
year to come. A man may know all there is to be 
known about merchandise—its fashion, its price and 
its service—but if he doesn’t know the true situation in 
the trade as to over or under-production, national in- 
ventory and the very important forces that affect public 
buying, then his business may be red-inked to bank- 
ruptcy because he keeps his nose too close to his own 
stock sheet. For, as we come up to the year of 1939, 
we sense so realistically the fact that information ex- 
ternal to the trade itself may play a bigger part in the 
new year than ever before. Edward R. Stettinius, Jr., 
puts it: “No longer can industry plan a single furrow 
toward a single cbjective; instead, it must manage its 
affairs with due regard to the whole field of human 
relations.” 

We here in America are strong, independent, free 
and at peace, but we are also living in a world where 
there are entire nations on a war footing, with labor 
and business bound to a system of orders—having no 
freedom of play for profit. 

Certainly, a man may read his local newspapers and 
find for himself international and national influences 
that may affect his store and his customers, but unless 
he knows the economic significance of these world-wide 
actions upon his industry, he doesn’t know enough. 
Naturally, we make no claim of infallibility, but we do 
have opportunity—because we are a business paper— 
to get prime information, close to its source; and it is 
up to us to interpret it accurately and honestly. 
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Battleground of Shoe Retailing 


THIS is the first of a series of studies of representa- 
tive trading centers to determine the trend of prices 
acceptable to the American public. Too many studies 
have been made in the direction of asking the public 
what price it pays for its shoes. The results have been 
misleading, in part because the individual interviewed 
indulges in “wishful thinking” and gives in his or her 
answer prices higher than those actually paid. 

In one research, made at great expense in major 
cities, the total compilation revealed that the public 
said it bought 13 per cent of its shoes above $10.00 
and 32 per cent of its shoes above $6.00. Knowing that 
both of these figures are obviously exaggerations, we 
see the necessity for a detailed store-to-store investiga- 
tion of major price levels. 

A Recorper field editor made a store-to-store can- 
vass of Newark to determine one major measurable 


fact—what stores in mid-town Newark sold shoes be- 
low $4.00 and what stores sold shoes above $4.00. In 
making the study we discovered that $4.00 was now 
the axis or the dividing line between the two major 
divisions of shoe distribution to the public. 

If you examine the shoe store chart of mid-town 
Newark, you will notice stores selling below $4.00 
($3.98 the common figure), and will observe that they 
are in the main national and local chains marketing 
their shoes principally on price appeal. 

As a commentary on chain operation under $4.00, 
one group of stores in Newark recently discovered 
that they were “taking off’ 70 per cent of their own 
shoes and the remainder was equally divided—15 per 
cent of higher priced shoes and 15 per cent of lower 
priced shoes, showing that the customer was grading up. 

Above the dividing line of $4.00 it was discovered in 
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A Survey by BOOT AND SHOE RECORDER to Answer the Question: 


** Is There a Changing Pattern of Retailing and Pricing ?*: 


the Newark study that the majority of stores were 
privately owned by individuals or were shoe depart- 
ments operated by department stores. These stores bore 
the trade names of advertised brands and in some in- 
stances the name of the proprietor. 

The Newark study revealed that a good trade name 
was a valuable franchise and in nearly every case an 
experienced shoe man was operating the business under 
his own capital and responsibility. The Newark study 
also showed that individual business men, operating 
private businesses with trade name shoes, were more 
important in numbers, total dollar sales and service 
than the chain store competition. 

Survey of Newark, N. J.—One of our largest shop- 
ping and industrial centers, located nine miles west of 
New York City. It is closely connected to New York 
by fast train and bus service and if it were not for the 
Hudson River, with its tunnels, ferries and bridges 
(all collecting tolls), Newark would be another suburb 
of New York. 

However, Newark, with its many diversified indus- 
tries—is a live-wire, middle-class trading center, cater- 
ing to a large city population and drawing shoppers 
from an extensive suburban area. It ranks seventh in 
the nation in per capita retail sales and the volume of 
its retail trade reaches the tremendous figure of 197 
million dollars annually. 

In Newark and Essex County 1890 plants manufac- 
ture a diversity of products—ranging all the way from 
chemicals to leather goods, from brewing to ice cream 
making, and from toys to airplane products—products 


MAP OF BATTLE FOR BOLLAR 


Did you ever make a map? It’s not only fun, 
but good business. You get a true picture of 
the battle for the dollar in your town. Every 
soldier uses maps—it teaches him where to go 
and what to do. A map of your town will show 
you things. 


The Recorper is showing you a map of 
Newark, because Newark was called the city 
that was captured by the chains. Anyone can 
make loose and wild statements. Let’s look at 
the record—for time has helped to clarify the 
picture. Good sportsmanship on part of in- 
dependents and chains has come with the real- 
ization that customers pick and choose—and 
there is a place for both retail outlets. 


For key to map, shoe distribution analysis, and 
analysis of city population see page 185. 


by 
JOHN F. W. ANDERSON 
RESEARCH EDITOR 


valued at 477 million dollars in 1935. An army of 
workers in industry who must spend constantly. Such 
diversification and volume in a dominant home market 
mean stability. 

There are several favorable factors showing Newark 
as a desirable consumer’s market. In the first place, 
markets are people—Newark and the adjacent com- 
munities house over 1,000,000 people, 228,000 families. 

_ Market compactness, accessibility, many retail out- 
lets, and ability to buy are responsible for great retail 
activity. 

Income tax returns also constitute a useful market 
index. About 150 returns per 1000 families is average 
for the country—yet in the Newark market this average 
is about doubled. 

Automobiles, nowadays, are a good index of pur- 
chasing power—here again Newark represents a su- 
perior market, Newark and Essex County accounting 
for 22.5 per cent of all the new passenger cars sold in 
New Jersey in 1937. 


HOMES also determine the character of a market. 
Here again Newark ranks high—with 90 per cent of 
the homes in Essex County exceeding $5,000 in value. 
Three streets dominate Newark’s downtown shopping 
district—Broad and Halsey Streets running parallel 
(a block apart) and Market Street at right angles in 
the center of the city, with L. Bamberger & Co.'s de- 
partment store at the hub of the trading circle. 
Bamberger’s not only represents the geographical 
center of the trading area but it also is a magnet, draw- 
ing trade from many miles around to itself and to the 
neighboring stores. To say that Bamberger’s dominates 
the trade in downtown Newark is no exaggeration and 
the adjacent stores, rather than suffering loss of trade 
from this, as might be expected, have profited by the 
large numbers of distant shoppers which Bamberger’s 
attracts. This store has such customer appeal that it is 
said to draw a sizable trade even from New York itself. 
Bamberger’s has an extremely well-organized shoe 
business—with a women’s department (prices from 
$3.98 to $10.00 and up); an orthopedic department, 
and efficient children’s department, a repair service, a 
good men’s department and budget priced departments 
for men, women and children in the basement. The 
majority of Bamberger’s shoe business, as well as that 
[TURN TO PAGE 185, PLEASE] 











To Experiment 


Is to Progress 





WHEN a new research building is built, it’s news. . . . 


News of work for hands and heads and news of faith in 
the future of the shoe business. So we took a trip down 
to Beverly, a short thirty minutes’ ride from Boston, to 
see what facilities are given to modern inventors and 
engineers for the expansion of human thought in the 
direction of making more useful machinery to make 
better shoes for the public. 

Significant indeed was the fact that this trip was made 
on the eve of the fortieth year of the United Shoe 
Machinery Corporation—1899-1939; for if “Life Be- 
gins at 40,” this building is part of the plan of project- 
ing into futures. A similar trip of exploration was made 
by us, in company with a shoe merchant, in the Sum- 
mer of 1912. The merchant said this—in the RecorDER 
of Sept. 25, 1912: 


“I had sold shoes at retail five years before I ever saw a 
shoe made; a customer puzzled me one day on a question 





This heroic piece of machinery took a simple bolt 

and pulled it apart, using 8,000 Ibs. of pressure to 

break it. As testing apparatus, its function is to see 
to it that materials conform to specifications. 


The Research Building, 200 x 200 ft., is the 

last word in giving inventors and engineers 

ample space and light for the expansion of 
human thought. 





In a pitch black room sits the microscopist who 
is counting dust particles from a sample taken 
under shoe factory conditions. In his hand he 
has an automatic counting machine so that he 
can find on the frame the number of particles 
of dust in an area one-thousandth of an inch 
square. The idea back of it all is a problem in 
human engineering. 


regarding shoe construction; I decided to learn a few 
things; I went to a factory and learned more things than 
I ever thought possible. I made up my mind that no man 
who makes a living selling shoes should neglect an oppor- 
tunity of seeing exactly how a modern shoe is made. A trip 
through a factory will show him, first of all, the tremendous 
speed and economy of shoe machinery. 

“T decided to take a step further in my education, and to 
learn something about how the machines were made. I 
thought if the making of the shoes exhibited such a re- 
markable degree of modern American efficiency, quite 
likely the making of the machines themselves showed the 
same features.” (Signed) Edwin H. Godfrey. 

The March of Time brings us to 1938. 


sho 
carr 





A Visit to the New Research Division of the 
United Shoe Machinery Corporation at Beverly, 
Massachusetts, to See What is Being Done in 


the Forward Spirit of American Enterprise 


The famous bed-laster which 
for forty years has shaped the 
uppers of billions of pairs of 
shoes. The skilled workman is 


wiping a toe. 








A veteran shoemaker lasts a 

shoe by hand. In his mouth he 

carries two sizes of tacks—and 

maybe a chew of tobacco. 

A stream-lined product of the Re- 
search Shop is this new toe-laster, prac- 
tically infallible in its mechanical ac- 
curacy. A similar machine does heel 
seat lasting. So, you see, the engineer- 
ing problem resolved itself into two 
machines to replace the bedlaster. 


The United Shoe Machinery Corporation was a comparative 
youngster in 1912, being only thirteen years of age; and yet, the 
original shoe machinery plant was then a giant enterprise—nearly 
one-quarter of a mile in length and covered approximately 1,000,000 
sq. ft. of floor space on a piece of ground of over thirty-five acres. 

Our present visit was for the purpose of completing the picture, 
for the addition of 200 ft. in the special Research Building made the 
entire structure a full quarter of a mile. We wanted to see with our 


own eyes the work being done by men whose thoughts were pro- 


jected into the future—for certainly, the best example of American 
enterprise is work aimed at the future wants of peaceful people who 
are appreciative of shoes for the utility and joy they give. 

So we stood on a snow-covered slope, admiring the front of the 
building, nearly 60 per cent glass and beautiful in its Quaker grey 
simplicity, as you, too, can see in the picture. Research is given 











F es a 


Right—The draftsman, an ac- 
curate man is he, for on this 
special board, a paper 6 x 6 ft., 
he has drawn a new machine— 
with all of the complex seg- 
ments coordinated. 


Shoe machinery is unique in the 
. field of engineering for in most 
cases all of the complex move- 
ments within the machine itself 
focus to a work point of less 
than one-half inch in diameter 


Left—This isn’t 


— necessitating 
rapidity. 


7 
' 
j 


a Rube 


Goldberg design but the 

actual paper pattern of the 

link motion of a straight 
needle stitcher. 


elbow room in 93,000 square feet of space and extra 
light, if needed, from semi-direct illumination of Mer- 
cury-Mazda lamps. 

Entering, it seemed as if were in a modern school- 
house, with wide and spacious lobby, sound-proof ceil- 
ings 13 feet 6 inches high and floors of asphalt tile— 
spotless and noiseless. 

Remembering that some twenty-five years ago we 
had seen inventors at work in what was facetiously 
called “Bughouse Row”—(small, separate work rooms) 
—we had a chance for comparison with the new philos- 
ophy of invention. Then, each man lived with his 
problem of giving stubborn steel living powers of 
creation. Now, we saw scientific men working together 
and though they were trained individualistically, they 
now shared the thrill of accomplishment and produced 
better because of conference—one with another. We 
read in the paper this week that Mr. Kettering, vice- 
president of General Motors, says: “A one-man inven- 
tion is no longer very feasible; inventions are now 
usually cooperative by the very necessity of their mag- 
nitude of enterprise.” We find that the United Shoe 
Machinery Corporation has reached the same conclu- 


sion. We shook hands with Old Timers who had played 
a part in the creation of the old machinery and who 
are now sharing their ideas with young men only a 
few years out of technical colleges—each respecting the 
other for ideas and abilities. 

Many things were in the making in the scientific 
sections—immense bays 60 ft. wide—and in the ma- 
chine setting up rooms on three floors. On this day, 
346 persons were at work in this building—executives, 
engineers, draftsmen, technicians, experts in the behavior 
of steel and men versed in the use of the microscope 
—not forgetting those who calculate and figure and 
the young women who type specifications and lists. 
But we missed the boys on roller skates who used to 
cerry the communications with such speed and zest 
back in the old days. The modern Mercury is a 
silent, efficient youngster and a pretty useful lad to 
have around. 

We could easily get dizzy describing the scientific 
apparatus—the electric eye, the x-ray that penetrates 
a bar of steel, the powerful giant that pulls a rod 
epart with a ten-ton silence that is punctuated with a 
loud snap when the deed is done. But, after all, it is 





accuracy and 


In this Checking and Service Section, 

the entire Research Building proves 

its capacity to make practical and com- 

mercial the work of all its heads and 
hands. 


an orderly place, and we should tell how things go 
through the experimental stages leading up to their 
commercial adoption. 

First—the Program Committee down in Boston de- 
cides a need, or propounds a problem. Let’s take one 
we know something about! Let’s take the old bed- 
laster that has served so well in the past forty years, 
with its wiping pincers at the toe and heel and its 
canny ability to shape and draw the upper over the 
wood. Shoes by the billion have felt its mechanical 
fingers. 

The problem of a new machine to take its place is 
presented to the Steering Committee at Beverly. Comes 
now the study of the method of engineering approach 
and a break-down of the basic problem into its various 
engineering parts. Orders are issued for brains to go 
to work—written orders, not verbal—for though a 
changing scientific principle is involved, it’s a piece 
of work subject to time and costs, etc. Then, groups 
of engineers and inventors attack the problem from 
their particular angles. In this case, they decided to 
make two machines function where one did the work 
before. 

A separate toe-laster and a heel seat laster were 
evolved—and then the design section was given the 
problem of designing a new machine. Experts drafted 
and patterned each little part to fit into the new, sim- 
plified, streamline machine; and day by day there was 
the necessary work of contacting, engineering, drafting 
and testing. And all along the path of progress were 
figures, figures, figures. 

Then, at huge inclined drafting boards, where drafts- 


men stand up to their work, the machine takes form 
on paper. Believe it or not—the United Shoe Ma- 
chinery Corporation had to build its own drafting 
boards to accommodate sheets of paper 6 ft. square 
and the necessary mathematical instruments—com- 
passes, triangles, etc. 

When the machine is detailed, it is off to the shop, 
where 125 men, assigned to the Research Division 
alone, see to it that it takes form in metal. But it is 
not yet ready for the works—to be multiplied in thou- 
sands of machines to go to shoe factories the country 
over. It must be returned to the trial section of the 
Research Building for assembling and testing. In fact, 
every new spring goes onto a dancing frame where it 
springs and unsprings until the metal reveals its life 
ratio. Even the foot treadle is mechanically worked its 
full life span to make sure that every part—from the 
cam to the brake band—is perfected by test. When it 
comes to the oiling system, engineers strive for the 


ultimate—every major movable part automatically oiled 
with the right oil in the right place. It’s tough to stand 
up to Research Division requirement. 

[TURN TO PAGE 128, PLEASE] 


Left—When a statistical depart- 
ment collects all of the brushes 
used in the Shoe industry, it’s only 
just the beginning—for the work 
is not complete until the pedigree 
of the bristles is known—to the 
end that the brush might be made 
perfect for its prescribed function. 
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SUPPLY Z DEMAND 


[CONTINUED FROM PAGE 73] 


12 months when production had totaled 454 million 
pairs. 

The effects of this were felt immediately. Shoe in- 
ventories dropped off sharply and the industry rapidly 
approached a more balanced and healthy position. It 
then became necessary for production to get back in 
line with retail demand. This was true in other indus- 
tries as well, and the expansion in industrial activity 
witnessed in the latter half of 1938 resulted. 

It is obvious, of course, that this recovery could not 
have taken place had not consumer demand been 
maintained at a higher level than production. More 
shoes have been sold than were produced and 
imported. 

There are, unfortunately, no accurate and precise 
figures on the number of pairs of shoes bought each 
year by consumers. In spite of this it is possible to 
measure shoe consumption with reasonable accuracy. 
Shoe manufacturers cannot long keep their output out 
of line with retail demand and stay in business. Ex- 
cesses of production in one period are normally offset 
by a curtailment in production until excess inventories 
are liquidated. With this as a point of departure it is 
possible to make fairly reliable approximations as to 
the number of pairs of shoes sold. 





TABLE | 
PER CAPITA PRODUCTION AND CONSUMPTION 
All Shoes Made Wholly or Partly of Leather 
(000 Omitted) 

Total Shoe Estimated Consumption Production 

Production Consumption per Capita per Capita 
125,479 123,719 2.47 2.50 
173,863 171,327 2.72 2.76 
217,965 214,742 2.87 2.91 
219,235 215,394 2.83 2.88 
242,110 237,340 2.87 2.93 
285,017 275,567 3.05 3.14 
292,666 281,633 2.88 2.99 
331,225 308,122 2.93 3.15 
286,771 277,898 2.57 2.65 
323,876 300,071 2.73 2.95 
351,114 331,088 2.97 3.15 
313,231 327,858 2.90 2.77 
323,500 313,810 2.73 2.82 
323,423 320,083 2.75 2.73 
343,608 330,829 2.80 2.91 
344,351 342,948 2.86 2.87 
361,402 354,460 2.92 2.97 
304,170 336,121 2.73 2.47 
316,240 313,696 2.53 2.55 
313,290 319,802 2.56 2.51 
350,382 336,315 2.67 2.79 
357,119 357,361 2.82 2.82 
383,761 376,283 2.95 3.01 
415,227 402,844 3.14 3.23 
411,969 417,976 3.23 3.19 
380,000 400,538 3.08 2.92 


Total 
Population 
50,156 
62,948 
74,799 
75,995 
82,601 
90,691 
97,928 
105,003 
108,209 
109,873 
111,537 
113,202 
114,867 
116,532 
118,197 
119,862 
121,526 
123,091 
124,113 
124,974 
125,770 
126,626 
127,521 
128,429 
129,337 
130,225 


1934 
1935 
1936 
1937 
1938* 





* Estimated 


WOMEN'S SHOES — PER CAPITA 
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TABLE Ii 


PER CAPITA PRODUCTION AND CONSUMPTION 
OF WOMEN'S SHOES 
(000 Omitted) 
Production, 
Women's 
Shoes 
109,990 
112,039 
117,940 
110,333 
113,261 
115,166 
119,492 
127,362 
134,181 
114,963 
119,460 
121,149 
136,503 
138,031 
151,793 
167,996 
171,430 
162,100 


Consump- 
tion per 
Capita 
3.00 
2.96 
3.03 
2.98 
2.86 
2.87 
2.90 


Produc- 
tion per 
Capita 
3.04 
3.04 
3.14 
2.88 
2.90 
2.89 
2.94 
3.08 
3.18 
2.68 
2.74 
2.75 
3.06 
3.05 
3.31 
3.62 
3.65 
3.41 


Population, 
Females, 
15 and Over 
36,142 
36,85! 
37,566 
38,296 
39,043 
39,807 
40,577 
41,364 
42,170 
42,946 
43,551 
44,091 
44,661 
45,243 
45,844 
46,453 
47,014 
47,571 


Estimated 
Consumption 
108,354 
109,090 
113,854 
114,024 
111,491 
114,166 
117,86! 
125,009 3.02 
134,829 3.20 
129,341 3.01 
121,500 2.79 
125,589 2.85 
133,462 2.99 
141,058 3.12 
149,746 3.27 
163,658 3.52 
174,663 3.72 
172,129 3.62 


1921 
1922 
1923 
1924 
1925 
1926 
1927 
1928 
1929 
1930 
1931 
1932 
1933 
1934 
1935 
1936 
1937 
1938* 





* Estimated 


On this basis it has been computed that shoe con- 
sumption in 1937 amounted to 417,976,000 pairs. We 
believe this to be a somewhat high estimate, perhaps 
by as much as 2% per cent. For the purposes of this 
study, however, it will serve as reasonable approxi- 
mation. In any event, the absence of more exact data 
leaves no alternative. 

On the same basis, using the same method of ap- 
proach, shoe consumption in 1938 has been computed 
to have amounted to 400,538,000 pairs, or 4.2 per 
cent less than in 1937. 

On a per capita basis, the only sound basis for 
measuring changes in shoe volume, shoe consumption 
in 1938 amounted to 3.08 pairs per capita. This com- 
pares with 3.23 pairs in 1937 and 3.14 pairs in 1936. 
Despite this decline in per capita demand, the record 
for the year is not bad. As may be seen from the 
accompanying statistical material, in only one other 
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year on record did per capita consumption exceed 
three pairs. In fact, in 1929, still looked upon as a 
year of prosperity, per capita consumption came to 
only 2.92 pairs, or 5 per cent less than in 1938. 

This study has so far been concerned entirely with 
the total picture of shoe production and shoe con- 
sumption. While this has provided a sort of bird’s-eye 
view of the changes which have taken place, it has also 
obscured the details of the picture, the details which 
are, perhaps, of more importance than the total. The 
changes which have taken place in the demand for 
men’s shoes, for example, are entirely dissimilar from 
those which have taken place in the demand for 
women’s shoes. It is important, therefore, to examine 
the picture in more detail. 

In 1937 the per capita consumption of women’s 
shoes stood at the all time high of 3.72 pairs. While 
this level was not held in 1938, per capita demand 
did amount to 3.62 pairs, exceeding all previous years 
with the exception, of course, of 1937. Per capita 
demand is higher for women’s shoes than for any other 
type and has been growing steadily. The importance 
of this can easily be appreciated if we see what the 
effect would have been had there been no such growth. 
In 1921, per capita demand for women’s shoes stood 
at 3 pairs. If there had been the same per capita 
demand in 1938, consumption of women’s shoes. would 
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TABLE Ill 


PER CAPITA PRODUCTION AND CONSUMPTION 
OF MEN'S SHOES 
(000 Omitteu) 


Production, Consump- Produc- 
Men's Estimated (ion per tion per 
Shoes Consumption Capita Capita 
69,544 64,374 1.70 1.84 
95,112 80,474 2.09 2.47 

104,215 96,562 2.47 2.66 
88,236 93,763 2.36 2.22 
90,180 86,613 2.14 2.23 
89,917 87,569 2.13 2.18 
95,395 90,320 2.16 2.28 
91,120 91,592 2.15 2.14 
95,013 91,573 2.11 2.19 
77,406 85,381 1.94 1.76 
78,268 77,55? 1.74 1.76 
75,294 76,657 1.71 1.67 
89,182 82,175 1.81 1.96 
91,705 90,324 1.97 2.00 
99,917 96,360 2.07 2.15 

104,106 101,934 2.17 2.21 

103,355 103,526 2.17 2.17 
94,950 98,889 2.05 1.97 


Population, 
ales, 
15 and Over 
37,852 
38,499 
39,149 
39,813 
40,49! 
41,171 
41,877 
42,575 
43,300 
43,993 
44,507 
44,953 
45,403 
45,902 
46,443 
47,005 
47,648 
48,235 


1921 
1922 
1923 
1924 
1925 
1926 
1927 
1928 
1929 
1930 
1931 
1932 
1933 
1934 
1935 
1936 
1937 
1938* 


MISSES’ SHOES — PER CAPITA 
POP AGE GROUP: FEMALES 5-14 YRS. 


CONSUMPTION 
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TABLE IV 


PER CAPITA PRODUCTION AND CONSUMPTION 
OF MISSES' AND CHILDREN'S SHOES 
(000 Omitted) 

Production, 
Misses’ 
Shoes 
35,066 
39,442 
40,136 
35,694 
38,691 
38,577 
39,650 
37,136 
39,927 
32,037 
34,308 
33,600 
33,180 
34,520 
37,276 
36,845 
39,791 
37,500 


Produc- 

tion per 
Capita 
3.15 
3.50 
3.52 
3.10 
3.33 
3.28 
3.34 
3.10 
3.30 
2.63 
2.80 
2.74 

2.69 
2.79 

3.00 


Consump- 

tion per 
Capita 
2.97 
3.20 
3.33 
3.17 
3.07 
3.20 
3.20 
3.16 
3.14 
2.93 


Population, 
Females, 
5tol4 
11,135 
11,262 
11,388 
11,501 
11,625 
11,746 
11,867 
11,974 
12,092 
12,198 
12,250 
12,285 
12,313 
12,359 
12,408 
12,458 
12,494 
12,541 


Estimated 
Consumption 
33,053 
36,016 
37,958 
36,437 
35,741 
37,570 
38,023 
37,794 
37,961 
35,727 
33,044 2.70 
33,914 2.76 
33,345 2.71 
33,869 2.74 
36,168 2.91 
37,008 2.97 
38,232 3.06 
38,526 3.07 


1921 
1922 
1923 
1924 
1925 
1926 
1927 
1928 
1929 
1930 
1931 
1932 
1933 
1934 
1935 
1936 
1937 
1938* 


3.18 
2.99 








* Estimated 


* Estimated 


have amounted to only 142,713,000 pairs, almost 30 
million pairs less than actually was the case. 

The predominant factor in the gains witnessed in 
the per capita consumption of women’s shoes is that of 
style. Style changes from season to season and from 
year to year tend to make part of a woman’s shoe 
wardrobe obsolete before the full extent of the shoe’s 
potential wear has been reached. Effectuating this fac- 
tor of style has been the additional factor of low prices. 
This has helped maintain the high level of per capita 
consumption. Even should prices be higher than they 
are today, however, it is fairly certain that the style 
factor alone would maintain a higher per capita rate 
of consumption in women’s shoes than in men’s. 

The high point in per capita demand for men’s shoes 
was 1923 when the figure stood at 2.47. Except for 
1924, when per capita consumption was 2.36 pairs, 
that peak figure has not been within 12 per cent of 
being reached since. The highest level in recent years 
has been 2.17 pairs, achieved in 1936 and 1937. The 
1938 level was 2.05 pairs. 

The difference between 2.47 and 2.17 pairs per 
capita does not appear to be very great. Yet that 
difference of 3/10 of a pair of shoes a year meant a 
difference in volume in 1937 of 14 million pairs of 
men’s shoes. Had the level of per capita consumption 
in 1937 equaled that of 1923, the total volume for the 
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TABLE V 


PER CAPITA PRODUCTION AND CONSUMPTION 
OF BOYS' AND YOUTHS’ SHOES 

(000 Omitted) 
Production, 

Boys’ Estimated 

Shoes Consumption 
18,462 18,462 
21,632 20,047 1.75 
22,239 21,936 1.89 
20,274 21,257 1.81 
21,021 20,648 1.74 
21,011 21,066 
24,229 22,670 
23,032 23,630 
22,993 23,013 
18,530 20,762 
20,047 19,289 
18,100 19,074 
19,944 19,022 
17,348 18,646 
17,847 17,597 
16,570 17,208 
17,481 17,026 
16,600 17,041 


Consump- 

tion per 
Capita 
1.63 


Population, 
ales, 
51014 
11,340 
11,483 
11,611 
11,750 
11,877 
12,003 
12,127 
12,250 
12,371 
12,481 
12,536 
12,572 
12,615 
12,637 
12,688 
12,740 
12,791 
12,840 


1921 
1922 
1923 
1924 
1925 
1926 
1927 
1928 
1929 
1930 
1931 
1932 
1933 
1934 
1935 
1936 
1937 
1938* 
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* Estimated 


year would have been almost 118 million pairs instead 
of 103,526,000. 

It is possible, of course, that the 1923-1924 level 
was abnormally high and that the normal level for 
men is between 2 pairs and 2.2 pairs per capita. If 
this is the case, the only growth possible in the men’s 
shoe business will come from increases in the adult 
population. The style factor has not been dominant in 
this field although some help has come from the in- 
creased use of whites in recent years. The answer 
seems to be this—a man’s shoe is almost entirely a 
necessity, a woman’s shoe is only partly a necessity, it 
is also an accessory used, in the terms of the stylist, as 
an accent to some other part of the costume. 

An examination of the chart showing per capita con- 
sumption and production of misses’ and children’s 
shoes indicates that the trend here tends downward. 
To a large extent this may well be caused by the 
growing desire on the part of girls to wear adult shoes. 
It will be noted, however, that per capita consumption 
did not decline in 1938.. One explanation of this is the 
craze for rubber soled saddle oxfords among high 
school children which apparently swept the country in 
1938. To some extent these shoes must have been extra 
shoes offsetting the decline in demand which might 
naturally have been expected. 

The same explanation might possibly be offered for 
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the absence of a decline in per capita demand for boys’ 
shoes. Per capita consumption in 1938 is computed 
at 1.33 pairs, the same as in 1937. The trend in con- 
sumption of boys’ shoes, however, has been downward 
since 1928. Each year since then per capita demand 
has been less than in the preceding year. The only 
exception was, as noted above, in 1938 when no 
change occurred. The 1938 consumption of boys’ 
shoes was less than in 1928 by 6,600,000 pairs in 
spite of the fact that there has been some increase in 
the male population, ages 5 to 14. 

Per capita consumption of infants’ shoes in 1938 
stood at the all time peak of 2.40 pairs. In spite of 
this, the total consumption volume in infants’ shoes 
declined. The answer to this lies in the declining trend 
of the infant population. The effect of this has already 
been felt by the manufacturers of infants’ shoes. Con- 
sumption in 1923 amounted to 25,477,000 pairs, al- 
most four million pairs more than in 1938; this de- 
spite the fact that per capita consumption in 1938 was 
11.6 per cent greater than in 1923. 


INFANTS’ SHOES — PER CAPITA 
POP AGE GROUP: MALES & FEMALES UNDER 5 YRS. 


+ CONSUMPTION 


1.4 1.4 
1921'22 "23 '24'25 °26’27 "28 "29°30°3! “32°33 "34°35 °36°37 ‘38 





TABLE VI 


PER CAPITA PRODUCTION AND CONSUMPTION 
OF INFANTS' SHOES 
(000 Omitted) 


Population, Production, 
Under Infants’ 
5 Years Shoes 
11,740 17,379 
11,778 23,939 
11,823 27,015 
11,842 23,823 
11,831 24,587 
11,805 24,014 
11,749 24,542 
11,699 23,834 
11,593 23,750 
11,473 18,558 
11,269 18,546 
11,073 15,653 
10,778 18,578 
10,485 19,451 
10,138 21,167 
9,773 21,612 
9,390 22,786 
9,038 20,600 


Consump- 
tion per 
Capita 
1.48 
1.75 
2.15 
2.15 
2.05 
2.06 
2.07 
2.07 
2.03 
1.84 
1.65 
1.54 
1.57 
1.77 
2.00 
2.19 
2.36 
2.40 


Estimated 
Consumption 
17,379 
20,658 
25,477 
25,419 
24,205 
24,30! 
24,278 
24,188 
23,792 
21,154 
18,552 
17,099 
17,115 
18,515 
20,309 
21,389 
22,199 
21,693 


1921 
1922 
1923 
1924 
1925 
1926 
1927 
1928 
1929 
1930 
1931 
1932 
1933 
1934 
1935 
1936 
1937 
1938* 


* Estimated 





Demand for miscellaneous types of footwear (san- 
dals, athletic shoes, slippers, etc.) fell off in 1938. The 
long term trend in demand for these items, however, is 
still upward. The most important item in this miscel- 
laneous group is slippers for housewear. While the 

[TURN TO PAGE 134, PLEASE] 





MaCietiiat A Great Juvenile Line 
Tee Lem Made Better — at Lower Prices 


For over 30 years Acrobat Shoes have been building a reputation 
for high quality. Now we give you what many of our customers 
did not believe possible—a stil] better Acrobat Shoe—with the 
exclusive ACRO-BALANCE feature —for /ess money! Acrobats and 
Balancers are now volume sellers in the popular price range. See 
this great juvenile line at the Shoe Fair—or send today ihe our 
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THE “TOMORROW MIND’? TODAY 


new industry. It also can’t be blue- 
printed, but once more, the way does 
not have to be wholly in the dark. 

“Research” is a high-hat word that 
scares a lot of people. It needn’t. It is 
rather simple. Essentially, it is nothing 
but a state of mind—a friendly, wel- 
coming attitude toward change. Going 
out to look for change instead of wait- 
ing for it to come. Research, for prac- 
tical men, is an effort to do things bet- 
ter and not be caught asleep at the 
switch. The research state of mind 
can apply to anything: Personal affairs 
or any kind of business, big or little. 
It is the problem-solving mind as con- 
trasted with the let-well-enough-alone 
mind. It is the composer mind instead 
of the fiddler mind. It is the “tomor- 
row” mind instead of the “yesterday” 
mind, 

There is no shortage of new things 
for industry to do, even considering 
only the new things we already know 
about; and as for the things we don’t 
know about yet—by accepting its op- 
portunities aggressively, with the re- 
search point of view, the “tomorrow” 
mind, I am satisfied that business can 
solve all the unemployment and de- 
pression problems a lot faster and bet- 
ter than government ever can with 
legislative nostrums. 

This forces us, however, to consider 
another phase of the problem of de- 
veloping new products and industries— 
namely, the human helps and hin- 
drances. Human nature is positively a 
part of the problem. Ellen Glasgow, 
in one of her novels, remarked that it’s 
hard to believe when you’re young 
“that people will fight to stay in a 
rut.” Anybody who has worked with 
people much or analyzed himself knows 
that we form habits that become ruts, 
and it becomes hard to realize that 
other habits are possible. Oddly enough, 
one of the great rut-encouragers is 
prosperity. “We could bear the famine 
worthily, but we lost our heads at the 
feast.” When people are doing well, 
they have less incentive to change; and 
change is essential to continued pros- 
perity. 

The tendency to get into ruts is 
basic, but so is our ability to get out 
of them, given proper incentives. 

I find that if a man is put in a 
different office or a different job or 
town, or even at a different desk, it 
tends to get him out of his ruts. Rut 
patterns of thought can seriously delay 
and hinder the introduction of new 
products and industries, and the thing 
that has to be done is to force fresh 
thinking. I find a fairly rapid rate of 
turnover even among research men a 
good thing for the men and for re- 
search. Ruts would be fine if condi- 
tions never changed. But they do 
change, faster than ever nowadays, and 
the risk of ruts is that we'll find our- 


[CONTINUED FROM PAGE 76] 





HARLES FRANKLIN KETTERING, 

vice-president and director of General. 
Motors Corporation and general director 
of the General Motors Research Labora- 
tories in Detroit, was born on a farm near 
Loudonville, Ashland County, Ohio, August 
29th, 1876. He was educated at the country 
district school, Ohio Normal School and 
Ohio State University, graduating 1904. He 
holds honorary degrees from the Univer- 
sity of Michigan (1928), University of Cin- 
cinnati (1928), Ohio State University 
(1929), Polytechnic Institute of Brooklyn 
(1930), and Brown University (1932). 

He worked for the Star Telephone Co., 
and went to Dayton as a development en- 
gineer with National Cash Register Com- 
pany. Later with E. A. Deeds and others 
he organized the Dayton Engineering Lab- 
oratories Co. to make Delco starting, light- 
ing and ignition systems which he invented. 
He holds the following offices: Vice-presi- 
dent of the Frigidaire Corporation and of 
Delco Light Co.; president and director of 
Flexible Co., Domestic Building Co.; Direc- 
tor of Uplands Realty Co., Inc., Moraine 
Development Co. Winters National Bank 
and Trust Co. of Dayton, Ohio. He is also 
a trustee of Antioch College and treasurer 
of Ohio State University. 

Mr. Kettering is a member of the Dayton 
Engineers’ Club, the Society of Automo- 
tive Engineers, the American Society of Me- 
chanical Engineers, the American Institute 
of Electrical Engineers, the American So- 
ciety for Testing Materials, the American 
Chemical Society. the National Gas Fngine 
Association, the Army and Navy Club, and 
is a fellow of the National Academy of 


Sciences. 





selves alone when the hounds and hunt 
have moved into the next county. 

The greatest handicap in mastering 
any business problem can be the wrong 
frame of mind, but the encouraging 
thing is that thought patterns are not 
awfully hard to break, once we try; 
and results are often very satisfactory. 

I am trying to drive home the point 
that everyday human nature must also 
be understood and worked with, as well 
as economic forces, if we are to ac- 
complish our purpose and get more and 
more new products successfully into 
the stream of production and use. We 
need to discipline ourselves to welcome 
constructive changes, and not fight 
them with all the strength of vested 
habits. 

My conclusions, to sum them up, are 
that as a nation we have ample re- 
sources, if developed skillfully and in 
proper sequence, to provide employ- 
ment for all our people who want to 
work and are able to work. To keep 
the industrial machine running smooth- 
ly, however, we must keep new things 
coming all the time. Every line should 
be constantly progressing, and new 
things should be coming constantly into 
the stream of production and use, pass- 
ing through the stages of research, 
shirt-losing and commercial develop- 


ment. The state of mind that we desig- 
nate as research should be given more 
encouragement and backing than it 
usually is given, because it is the one 
and only genuine pump-primer. We are 
not yet keeping as many creators busy 
in industry as we should. There are 
plenty of fiddlers with no music to 
play, and too few composers. More of 
our business men should be able to plan 
a show for tomorrow as wel! as run the 
the show they have today. 


Spring Leaders in 
Boys’ Shoes 
[CONTINUED FROM PAGE 92] 


and lower price brackets. Also to be 
seen will be the square-toe, walled-last 
shoe which gives promise of carrying 
over into Spring with increasing favor 
over its popularity of last Fall. 

For the all-round shoe for play and 
general wear, the moccasin type oxford 
and the plain toe saddle oxford with 
self-saddle, have become staples in this 
field in both price groups. 

White shoes for boys will see a defi- 
nite trend toward the all-white, wing- 
tip shoe for Spring, followed by the 
brown and white combinations. The 
combination of black and white has, as 
in the men’s field, been relegated to the 
background in the majority of the 
cases. Here again, in white shoes, the 
crepe rubber sole will be increasingly 
popular for the coming season. The 
saddle oxford gives no indication of 
relinquishing any of the popularity 
which it has had in the past but will 
again be seen early in the coming sea- 
son as the first of the whites. Novelty 
types include attractive variations of 
the square-toe, walled-last pattern and 
also the Norwegian type. 

Leathers for Spring will show a defi- 
nite trend toward the heavier weights 
and moderate grained types. Norwegian 
ealf will be popular in the higher- 
priced lines, with calf and elk used ex- 
tensively in the medium and popular 
priced groups. Reversed calf will be 
seen in some of the higher-priced lines 
but in less favor than a year ago. 


New Dating for N.S.T.A. 


[CONTINUED FROM PAGE 96] 


Francisco; L. L. Imig, of Milwaukee, 
Wis.; and Owen J. Paden, of Over- 
brook, Pa. 

Committee chairmen include Thomas 
A. Delany, Publicity; Charles W. 
Evans, Transportation; M. E. Tobias, 
Style; Louis Zuroff, Transfer and Bag- 
gage; Edward Craney, Legislation; 
E. C. Smeltzer, Hotels; Harry Ben- 
nigson, Membership; Henry Thorson, 
Education; John P. Thomas, Budget; 
Hector E. Lynch, Trades Co-operative. 
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the most beautifully-styled line of welt shoes in 
America . . . at the National Shoe Fair in 
Chicago, January third to sixth . . . to America’s 
fashion-conscious, comfort-loving women. See the 


newest trends in smart footwear as developed on 


Foot Saver’s famous and exclusive Shorthack” Last. 


ROOMS 600, 601A, 602A, STEVENS HOTEL 


Shortback* 
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results are to be satisfactory. Expert 
designing, better skins, skillful back- 
ing, more careful lasting . . . and above 
all constant testing of these shoes on 
feet—in use—all these are essential. 
But, not every shoe factory is equipped 
to handle such costly workmanship and 
expensive production. In short, the 
considered judgment seems to be—yes, 
with reservations. A fashion with great 
possibilities and considerable 
hazards. 


For Upper End Promotion 


Our second question has already par- 
tially been answered. “In what grades 
of shoes will stretchable shoes sell 
best?” We find, in general, it’s in the 
$8 and up shoes that stretchable types 
are working out. Of course, there are 
exceptions . . . factories in a lower 
price range whose resources make it 
possible for them to turn out a remark- 
able job at a price. But in general, the 
advice of one store man to another 
seems to be “concentrate your stretch- 
able shoe operations in your better 
grade shoes.” 

As far as patterns go, there is some 
divergence of opinion. Most retailers 
think of glove-like patterns as the 
most logical expression of this idea. A 
number of designers are doing remark- 
able things with open sandalized pat- 
terns in their new lines. 

One outstandingly successful collec- 
tion features stretchable bands crossed 
with regulation leather to eliminate 
binding. Stretchability at the back of 
the shoe is another new Spring shoe 
development. So are low-cut pumps 
with elasticized vamps to ease instep 
cutting. 

It is the opinion of many that open 
toes in stretchable shoes are a good 
idea, since the foot has a natural 
tendency to slide forward in shoes of 
this type. So, you pays your money and 
you takes your choice! And, if you 
have an idea that only a Wintery shoe 
is adapted to stretchable leather, look 
at some more lines and see how well it 
can be adapted to airy, open types. 


Material Questions 


Materials for stretchable shoes, our 
questionnaires show, give the first 
votes to calf, crushed and grained 
kid; suede and gabardine. Stretchable 
patent has not yet proved itself, though, 
here again, persistent experiment may 
produce a successful outcome. There is 
great enthusiasm, in some quarters, for 
stretchable reptile and pin seal, since 
the processing of the leather results in 
a greater flexibility and softness for 
these leathers, and fits them for Spring 
and Summer wear. 

Out of their experience with stretch- 
able types this Fall, retailers say the 


BOOT ann SHOE RECORDER, December 24, 1938 


How Far to Go with Stretehable Shoes 


[CONTINUED FROM PAGE 81] 


The graceful lines of this glove- 
fitting shoe show the pattern possi- 
bilities in elasticized materials. 


danger in fitting these shoes is from 
getting them too tight and too short. 
The shoe feels so easy that a customer 
is often misled into buying too small 
a size. Several hours of wear will re- 
sult in a cramped, burning sensation 
unless this point is carefully con- 
sidered, and a half size larger than 
usual recommended. 

Shoe men also plead with manufac- 
turers not to make stretchable shoes 
with heavy seams over the instep, bulk 
which may press upon sensitive nerves. 
Smart merchants are trying out the 
stretchable numbers on feet in motion 
before buying sizes, for with stretch- 
able shoes, more than any others, it’s 
hours of wear—not the first feeling— 
that tells the story. 


The Place of Gored Types 


Though the elasticized shoe is in the 
spotlight, the gored shoe is still very 
important and offers various advan- 
tages over the elasticized leathers. 
Every retailer knows that adjustments 
are easier to make with gores than 
with elasticized shoes. While gores may 
sometimes come back for such changes, 
they can usually be sucessfully altered, 
and sent out again! Elasticized shoes 
are not susceptible to adjustment. Re- 
tailers, too, who aren’t yet satisfied 
with stretchable patent are buying an 
important part of their stock in gored 
patent leather numbers. So, while the 
stretchable shoes is a rocket (still on 
the up and up), the gored shoes is a 
steady star, shining calmly and doing 
very, very nicely in the Spring skies! 


What Prospect for the 
Platform Shoe? 
[CONTINUED FROM PAGE 79] 


worth the candle. To others it is. When 
we asked retailers how big a portion 
of their Spring and Summer stock they 


planned to give to platforms—the re- 
plies range from 2 per cent all the way 
to 60 per cent .. . with plenty of goose- 
eggs for an answer! Here’s a man 
buying eight out of ten patterns in 
platforms. And here are many passing 
them completely by! You can’t strike 
an average for there seems to be no 
happy medium in the situation! 


Place of the Platform 


What grades? As in the case of 
elasticized shoes, it would seem to be in 
the better grades that platforms have 
the most chance of success. The extra 
manufacturing operations required, at 
least at this experimental point take 
time and money. Yet a few of the 
popular and lower-priced makers went 
to town and some makers and sellers 
of middle grade arch type shoes are 
planning to forge ahead with plat- 
forms, for the sake of their metatarsal 
features. 

What types? Well, here at least, we 
come to grounds of agreement. Almost 
every shoe man tells us that sports and 
street types are best and that high- 
heeled patterns are less and less indi- 
cated for the future. Authorities agree 
that the whole platform is best for 
rugged sports types and the haif plat- 
form, often with a heel lift to match, 
for street, dress or evening shoes. The 
feeling is that half platforms are get- 
ting thinner and whole sports plat- 
forms thicker. Most shoe men say that 
contrasting platforms are desirable be- 
cause they break up the bulky look 
and provide a new way of introducing 
a color note. 

Big strides have been made by a few 
makers in platform construction. The 
basic materials now available are in- 
creasingly satisfactory. 

Big strides have been made by a few 
makers in platform construction. Some 
very interesting style developments are 
in the wind as, for instance, the idea 
of concealed platforms and platforms 
thong-laced to the uppers to provide 
an open area at the sole. The basic 
materials now available are increas- 
ingly satisfactory. Enough people have 
invested their brains and manufactur- 
ing research in the problem to make 
these shoes wearable, if retailers will 
play ball. 


A Summer Natural 


It is the opinion of many that the 
platform shoe will pick up speed as 
Spring turns into Summer. They see 
in play shoes the most important place 
for this style. For three reasons. First, 
a platform shoe is logically a fanciful 
shoe in color and pattern treatment 

. and fancy can be given free rein 
in play types. Second, platforms can 
be relieved of their bulky appearance 

[TURN TO PAGE 255, PLEASE] 





‘iso No- $13 in in black 
antique finish. 


Antique Finish in 
Crosby Squares — 
the finish that sells 


more men 


There is money for you with shoes in 
leather that is mellowed and “aged.” 
The British atmosphere am A sur- 
founds the Crosby Square name — 
established through consistent advertis- 
pe added value to the antique 
such shoes as the one illustrated 
here. Get all the profits you have com- 
ing — feature Crosby a 
; Write to see the entire line. 


The Mid-States Shoe Co. 


Milwaukee, Wisconsin 
invites you to see 
the profit- buileing line of ‘59 


The House of | Ideal Shoe | 
Crosby Square | Mfg. Company 


Rooms 550A and 551A Rooms 542A and 544A 


You cash in on the trend to cool comfort on 
hot days, with these Mexican Woven Shoes . . . 


Borrowed from the Mexicans, following authentic models, to help 
you capitalize on the growing demand for healthful comfort in 
leisure hours. Easy-fitting lasts, handsome appeirance, long wearing 
— a label your customers are proud of. Pliable Huaraschehide 
leather. Flexible innersole and outersole. Lightweight. Build your 
volume by showing your customers how to have “happy feet.” Size 
up on these Crosby Squares today. 
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Chihuahuas 

— Lace model. 

Smart Snob last. 

No. 365 in Luggage 

Tan, with crepe soles; 

No. 366 in Luggage Tan, 

with leather soles; No. 367 

in White, with crepe soles; 

No. 368 in Luggage Tan and White, 

with leather soles; No. 369 in two-tone 

Tan, with leather soles; No. 370 in two-tone 
p model. Comfortable Snob Grey, with leather soles. 
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panion idea to the classic white shoe. 

As is natural, the biggest, brightest 
color story comes from the Southern 
Pacific coast, but even conservative 
New England and the Middle West are 
reporting more interest in colors for 
the coming Spring. 

Now to more details. First, what are 
the blues, tans and wines which are 
expected to be leaders in Spring sell- 
ing? The two blues in the first series 
issued by the Textile Color Card Asso- 
ciation are two repeated colors—Marine 
and Parisian. Since that card was 
issued, a shade between the two has 
come out, sponsored by several tanners. 
It can be described as a lighter Marine, 
having more life in it than Marine but 
less purple than Parisian. 

In the tan family the great excite- 
ment is a clear, very rosy shade of 
tan. It is going into all materials and 
price brackets. In fact, it is so strong 
that tanners and manufacturers who 
look beyond the immediate future al- 
ready see its peak in sight as a style 
possibility. It is the copper of the cur- 
rent season and we all know what cop- 
per did last year. This shade is defi- 
nitely volume. 

There are many more conservative 
tan shades and all types of manufac- 
turers have made up several of these 
shades, waiting to see which will be 
the best promotional color. One very 
exclusive tanner has a rich, warm beige 
which he is carrying over from the past 
season as a high style color for the 


[CONTINUED FROM PAGE 83] 





Shoes and the costume—a perennial 
problem in color combination. 
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What’s Next in Selling Color? 


woman with exquisite taste and color 
sense.. This same house is planning its 
promotion colors in the tan family. All 
they will say at present is that it will 
be a color which will serve as either 
accent or blend with the new Spring 
costume colors. 

There is a choice among several wine 
shades this Spring. Again, the official 

[TURN TO PAGE 254, PLEASE] 





A Novelty Angle 
[CONTINUED FROM PAGE 88] 


Reversed calf, once the leading 
leather in shoes of this type, is not used 
as extensively as it has been. When 
it is used, it is seen in bright colors, 
blues, greens and the new natural 
shade. Color is used chiefly in combi- 
nation with natural calf in trim, which 
may be smoothed or grained. This 
combination is illustrated in the adapta- 
tion of the original barge shoe by Stet- 
son. The use of the new natural re- 
versed calf in combination with Hunter 
Green reversed calf is demonstrated 
cleverly in the companion shoe which 
is a new treatment, the ghillie last ap- 
plied to a plateau blucher type. 

The story then in country types is 
generally one of variety, more so than 
in any other type of sport shoe. This 
is quite proper, since this shoe is one 
of a promotional nature, and it must 
be kept fresh if it is to retain its flavor. 











Spring Is Here 
[CONTINUED FROM PAGE 91] 


shoes and their correct fitting and style 
will have a new meaning for them. 
Best of all, they will carry on the good 
work, not only for their own shoes, as 
grown men and women, but for their 
own children, until perhaps the day 
will come when that 42 per cent of un- 
fitted shoes will reach the vanishing 
point. 

This Spring there is an interesting 
story in many attractive styles for all 
ages. Little trimming touches and 
treatments are new and in good taste 
for youthful wearers. Even the most 
conservative mother, who has clung to 
the idea of simple classic patterns for 
her children, has to admit that many 
of the new ideas are both charming and 
suitable. 

For girls of all ages the difference 
between everyday and dress shoes is 
becoming more marked with every sea- 
son. Nothing can be too swagger and 
chunky for their sport shoes while 
dress shoes are even daintier and more 
open than a year ago. 

Fashions that seemed suited only to 
women’s shoes are proving adaptable 
to even the very little girl when put on 
a flat heel and changed slightly. The 
open toe, for example, is now made in 
[TURN TO PAGE 255, PLEASE] 


All Enterprise Profits 
At Point of Sale 
[CONTINUED FROM PAGE 75] 


creasingly aware of the necessity of 
training the judgment and influencing 
the opinions of these salespeople, who 
must present their merchandise to con- 
sumers at the point of sale. 

Many of these manufacturers—not 
only shoe manufacturers but makers of 
all kinds of merchandise—are revising 
their ideas about advertising and re- 
shaping their advertising plans and 
programs to educate, not only the con- 
sumer, but also the retail salesperson 
who influences the consumer at the 
point of sale. The salesman it is who, 
face to face with the customer, ex- 
plains the uses and advantages of 
products and answers the arguments 
and objections which the customer ad- 
vances. Only by selling the salesman 
first can the manufacturer “make sure 
of increasing the sales of his products. 





A Street Shoe Program 


[CONTINUED FROM PAGE 85] 


more custom in their effects than ever 
before. The trend we have noticed for 
some time to clubbier looking, squarer 
and fuller foreparts has found stim- 





ulas in the Dutch Boy types with their 
characteristically short and racy wing 
tips. This is probably the crystalliza- 
tion of this trend. At any rate this is 
the extreme and in the mean may be 
found the most beautifully propor- 
tioned shoes in a good many years. 
Illustrated you will find a variety of 
excellent toes, with considerably more 
toe spring, and a wealth of fit and 
comfort in most of them. It’s a good 
leg or toe we’re off on for 1939. Con- 
sider it for a moment, color to the cus- 
tomer’s taste, leathers with plenty of 
surface interest, and lasts that are, 
practically all good fitters. An analysis 
of the photos of this street shoe pro- 
gram will give the reader an excellent 
cross section of the complete Spring 
shoe picture. 





Sport Shoe Prospect 
[CONTINUED FROM PAGE 87] 


smart shoes. Since men insist on foot 
freedom, let’s see that they get it from 
shoe stores in shoes that are fitted by 
shoe men. Give them shoes with a talk- 
ing point. If they ask for comfort, give 
them cut-outs, ventilated types and 
sandals. Make a real talking point of 
the comfort features of color inserts 
and sleeve gorings. Sell them the trim 
effect and neat appearance of these 
shoes on their feet. 
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brown hue into the fine character of 
Eisendrath calfskin. Appropriately, 
Navajo is a masculine approach to 
Spring volume. We will send a sample 
of Navajo Brown following your request. 


 BISENDRATE TANNING COMPANY 


CHICAGO ILLINOIS 
sin - Day-Gormley Leather Co. 195 South Street Boston Mass 








8 in 
Bt fe) 


6 


é 
} 
; 
t ° 
a 
5 
| 
4 
| 
q 
i 
{ 
a 
’ 
i 
I 
ig 
‘ 
4 , ; 
i | 
A ' : 
hy 
& 
p B | 
q 4 
9% 
| 
| 
f > 
{ 
i 
ye ‘ 


‘ \ 
, / 4: Us AT THE \ \ 
/ NATIONAL . 3 


SHOE FAIR 


Rooms 657-60-61-63-64-66 
STEVENS HOTEL 


* ' 
































[124] 


Krupp & Tuffly, Inc., Houston, Tex. 


Arthur G. Heinmiller—Advertising Manager, S. J. Brouwer 


Shoe Co., Milwaukee, Wis. 


C. Benjamin Rush—Advertising and Sales Promotion authority 


specializing on shoe campaigns, Detroit, Mich. 


WEDNESDAY, JANUARY 4, 1939 
8:30 A. M. 
NATIONAL SHOE RETAILERS ASSOCIATION 
South Ballroom, Stevens Hotel, 3rd Floor 
Special breakfast for State and City N. S. R. A. Chairmen 
honoring Harry E. Fontius, President. 


WEDNESDAY, JANUARY 4, 1939 
9:00 A. M. to 1:00 P. M. 
NATIONAL SHOE RETAILERS ASSOCIATION 
Election of Directors 


Members of the N. S. R. A. may vote at their headquarters 
booth located in the Michigan Avenue lobby, Stevens Hotel, 
from 9 A. M. to 1 P. M. 

All members of the N. S. R. A. are urged to cast their 
ballots. 


WEDNESDAY, JANUARY 4, 1939 
9:30 A. M. 
ANNUAL MEETING—NATIONAL COUNCIL OF SHOE 
RETAILERS, INC. 
Conference Room, Lower Level, Stevens Hotel 
WARD MELVILLE, Presiding 
A ROUND TABLE DISCUSSION ON 


Public Relations, Personnel Management, 
Legislative Trends 


BUSINESS MEETING AND ELECTION OF OFFICERS 


WEDNESDAY, JANUARY 4, 1939 
10:30 A. M. to 12:00 Noon 
North End, Boulevard Room, Booth Display Floor, 2nd Floor, 
Stevens Hotel 
SCIENCE OF PROPER SHOE FITTING CLINIC 


Discussion: Firrinc tHe SHOE TO THE Foot i 
Clarence Faflik, Cleveland, Ohio 


WEDNESDAY, JANUARY 4, 1939 
12:00 Noon 
BUSINESS MEETING AND JOINT LUNCHEON 
Grand Ballroom, Stevens Hotel, 2nd Floor 
Tickets on sale 11:30 A. M—Entrance of Ballroom 
HARRY E. FONTIUS, Presiding 
President, National Shoe Retailers Association 

Presenting EDGAR A. GUEST, Everyman’s Poet Philosopher 
Address: Testep SeLuinc SENTENCES sme Eee sks 

SS aie Elmer Wheeler, President, Tested Selling Institute 


WEDNESDAY, JANUARY 4, 1939 
3:00 P. M. to 5:00 P. M. 
North End, Boulevard Room, Booth: Display Floor, 2nd Floor, 
Stevens Hotel 
SCIENCE OF PROPER SHOE FITTING CLINIC 
Discussion: ProsLem anp Wuat to Do wirn THEM 


William | Pidgeon’s, Rochester, N. Y. 





OFFICIAL PROGRAM 
1939 National Shoe Fair 


[CONTINUED FROM PAGE 99] 


Michael Murphy—Secretary, Sales and Advertising Manager, 
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STEVEN J. JAY 
of R. H. Fyfe & 
Co., Detroit, who 
will discuss “Mer- 
chandising Con- 
trol” at N.S.R.A. 
educational meet- 
ing, Tuesday eve- 
ning, January 3. 






WEDNESDAY, JANUARY 4, 1939 
First Show 7:00 P. M. Second Show, 9:15 P. M. 
STYLE SHOW 
Grand Ballroom, Second Floor, Stevens Hotel 
Tickets may be had by applying to the National Shoe Re- 
tailers Association Headquarters, Michigan Avenue, lobby en- 
trance, Ist floor, Stevens Hotel. 
Presenting 
FASHION AND FOOTWEAR 
SPRING AND SUMMER, 1939 


A candid Camervue of Spring and Summer Styles—and the 
occasions offering the best possibilities for merchandising foot- 
wear for these two seasons. As to patterns and types, it remains 
for each individual shoeman to determine the best styles most 
acceptable to his customer requirements. With over 1000 display 
rooms, in which the best judgment of leading manufacturers 
has been invested in smart fashionable footwear, every retail 
shoeman may avail himself of the opportunity of making a selec- 
tion for successful service and selling. 

Through the cooperation of the two groups mentioned below, 
it has been possible to present fashion’s latest decree in the 
smartest women’s wearing apparel and millinery: 


WOMEN’S APPAREL: With the co-operation of the Style 
Creators of Chicago, the NATIONAL SHOE FAIR presents 
Spring’s authentic feminine fashions inspired by the trend- 
setting modistes of Paris. The Chicago designers possess a 
real genius for interpreting the new trends, colors and styling 
details adapted to the American woman’s y py for flat- 
tering as well as definitely smart clothes. hey will present a 
collection of original creations from the Chicago market, recog- 
nized as a pre-eminent center for authentic fashions. This 

restige has been due largely to the efforts of the Style 
Sreaters of Chicago, an organization whose more than 100 
member firms are making notable contributions to the design- 
ing skill of the nation. 


MILLINERY: The millinery worn by the manikins has been 
styled by the members of the Midwestern Millinery Association 
of Chicago. This group of millinery manufacturers, because 
of their originality and style leadership, have brought prestige 
and incr recognition to Chicago as a center for advanced 
trends in the newest modes. 


WEDNESDAY, JANUARY 4, 1939 
All Day 
Boulevard Room, Booth Display Floor, 2nd Floor, Stevens Hotel 
EXPENSE CONTROL AND STORE MANAGEMENT CLINIC 
Consultation Hours: 9:30 to 12:00 Noon—2:30 to 5:00 P. M. 
Bring your problems on expense control and store management 
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to these experts, members of the Faculty, Northwestern Uni- 

versity, School of Commerce. 

Professor Chester E. Willard—Dept. of Organization, Marketing, 
N. U. 

Professor James R. Hawkinson—Asst. Dean of the School of 
Commerce, N. U. 

Professor Ira D. Anderson—Dept. of Marketing, N. U. 


WEDNESDAY, JANUARY 4, 1939 
All Day 
Boulevard Room, Booth Display Floor, 2nd Floor, Stevens Hotel 
SALES PLANNING—SALES PROMOTION CLINIC 
Consultation Hours—9:30 to 12:00 Noon—2:30 to 5:00 P. M. 
Bring sales promotion problems to this group of practical 
promotion planners. Every one an experienced authority on 


sales and selling. Consult them without cost. 

Michael Murphy—Secretary, Sales and Advertising Manager, 
Krupp & Tuffly, Inc.. Houston, Tex. 

Arthur G. Heinmiller—Advertising Manager, S. J. Brouwer Shoe 
Co., Milwaukee, Wis. 

C. Benjamin Rush—Advertising and sales promotion authority 
specializing on shoe campaigns, Detroit, Mich. 


WEDNESDAY, JANUARY 4, 1939 
All Day 
EDUCATIONAL MOVIE THEATER 

10:00 A. M.—12:00 Noon 
2:00 P. M—6:00 P. M. 
7:00 P. M.—9:30 P. M. 

Films of unusual interest and of particular benefit and edu- 
cational value to all shoemen will be shown continuously during 
these hours. 

THURSDAY, JANUARY 5, 1939 
9:30 to 12:00 Noon 
North End, Boulevard Room, Booth Display Floor, 2nd Floor, 
Stevens Hotel 
SCIENCE OF PROPER SHOE FITTING CLINIC 

Discussion: WHat to Do with Our Cuttprer’s Feet 

ee Mary Brouwer Finley, 

S. J. Brouwer Shoe Co., Milwaukee, Wis. 


THURSDAY, JANUARY 5, 1939 


NATIONAL BOOT & SHOE MANUFACTURERS 
ASSOCIATION—ANNUAL MEETING 


Luncheon 12:25 
Grand Ballroom, Stevens Hotel, Second Floor 
ANNUAL ADDRESS Chairman of the Board, Frederick A. Miller 
ANNUAL REporT ..President, Jay O. Ball 
ANNUAL Report Secretary, Ruth S. Freeman 


GENERAL HUGH S. JOHNSON WILL SPEAK 


The Board of Directors of the National Boot and Shoe Manu- 
facturers Association extends an invitation to all shoe manu- 
facturers both non-members and members of the Association, 
all wholesalers and retailers, to attend the annual meeting of 
the Association. 

Luncheon will be served promptly at 12:25 P. M., and con- 
clude sharply at 2:45. The meeting will deal principally with 
the recent ages and Hours Law. Luncheon tickets will be 
$1.25 each, the amount charged by the Stevens Hotel for the 
luncheon. They may be secured in advance at the National 
Boot & Shoe Manufacturers Association Headquarters, Room 
1605A-1606A, Stevens Hotel, or in the Foyer of the Grand 
Ballroom, Stevens Hotel, second floor, on Thursday from 
11 A. M. until 12:25 P. M. Arrangements have been made for 
those desiring an entire table seating eight. 


THURSDAY, JANUARY 5, 1939 
3 P.M. 


NATIONAL RETAILERS ASSOCIATION 
Board of Directors’ Meeting 
Election of Officers 


THURSDAY, JANUARY 5, 1939 
FOURTH ANNUAL BANQUET OF THE NATIONAL SHOE 
FAIR. THE ALL INDUSTRY GET-TOGETHER. A SUPERB 
SHOW—UNSURPASSED FOOD 


7:00 P. M. Grand Ballroom, Stevens Hotel 
(Tickets $7.00) 
Tickets may be purchased at National Shoe Fair Headquarters, 
Room 1200, Stevens Hotel. 


Jointly sponsored by National Shoe Retailers Association and 
National Boot and Shoe Manufacturers Association 


THURSDAY, JANUARY 5, 1939 
‘All Day 


Boulevard Room, Booth Display Floor, 2nd Floor, Stevens Hotel 


EXPENSE CONTROL AND STORE MANAGEMENT CLINIC 
Consultation Hours: 9:30 to 12:00 Noon—2:30 to 5:00 P. M. 
Bring your problems on expense control and store manage- 

ment to these experts, members of the Faculty, Northwestern 

University, School of Commerce. 

Professor Chester E. Willard—Dept. of Organization, 
keting, N. U. 

Professor James R. Hawkinson—Asst. Dean of the School of 
Commerce, N. U. 

Professor Ira D. Anderson-—Dept. of Marketing, N. U. 


THURSDAY, JANUARY 5, 1939 
All Day 
Boulevard Room, Booth Display Floor, 2nd Floor, Stevens Hotel 
SALES PLANNING—SALES PROMOTION CLINIC 
Consultation Hours: 9:30 to 12:00 Noon—2:30 to 5:00 P. M. 
Bring sales promotion problems to this group of practical 
promotion planners. Every one an experienced authority on 
sales and selling. Consult them without cost. 
Michael Murphy—Secretary, Sales and Advertising Manager, 
Krupp & Tuffly, Inc., Houston, Tex. 
Arthur G. Heinmiller, Advertising Manager, S. J. Brouwer Shoe 
Co., Milwaukee, Wis. 


Mar- 


CLARENCE WP. 
POLLACK, of 
Thayer-McNeil Co., 
Boston, who will 
speak on “Your 
Selling Personnel” 
at N.S.R.A. educa- 
tional meeting, 
Tuesday evening, 
January 3. 


C. Benjamin Rush—Advertising and sales promotion authority 
specializing on shoe camapigns, Detroit, Mich. 


THURSDAY, JANUARY 5, 1939 
All Day 
EDUCATIONAL MOVIE THEATER 
10:00 A. M.—12:00 Noon 
3:00 P. M—6:00 P. M. 
Films of unusual interest and of particular benefit and edu- 
cational value to all shoemen will be shown continuously during 
these hours. 


FRIDAY, JANUARY 6, 1939 
All Day 
No teetings scheduled, leaving day open for merchants to 


complete the writing of their sizes and a further opportunity to 
check the displays exhibited in the Stevens Hotel. 
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NY DAY...or possibly any year now...we expect 
to pick up a dictionary and find a new word... cool-ee, a shoe construction with 


thickly padded sole and inside wedge heel, designed for comfort, appearance and 


to make the foot look smaller. 


Which is our way of announcing that the cool-ee has become more than a pass- 
ing fad...it has been tested, proven and accepted as a basic shoe conception 


with a permanent place in the industry. 


The first cool-ee made its appearance in 1935, born of a deep discontent about 
women’s slippers and playshoes. Somehow, we felt, a shoe could be designed 
that would flatter the foot...by making it look smaller; please the eye...through 
careful styling; would be restful to the foot...by cushioning it properly. 


Seizing upon this idea of cushioned shoes, we experimented and emerged with 
the first cool-ee, a poor thing, we realize now, but a long step in the right direc- 
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tion, Even with all of its faults, we recognized that CARMEL 
from this basic idea we could develop the ideal 

slipper for house wear...the perfect playshoe for 

restless, active feet. / 


ie ies . #A126— Duckskin. #B126—Bucko. Classic str 
We shall skip lightly over the ensuing several years SiMe agls dakdin or alldembdtadar 


..-years of hard work, many errors and successes, 

— costly [we . perfecting the tech- PINTO 

nique of manufacturing this type of footwear. 

Finally we solved the problem, and in June, 1937, 

a patent was taken out...No. 3067963. In 1938, 

our crop of cool-ees was a winner. Today the cool-ee 

is commercially right and has taken its place with Sad heelcool-er sulond im duchoin ov bucke wah col 
other recognized constructions. Cool-ee styles may, < gae. None 

and do, change with each passing trend, but the MEXI- 

basic construction of the cool-ee has become a COOL-E 


classic, a hardy perennial of the shoe industry. 


* 


#B123. Mexican in inspiration, American in execution, in- 
ternational in appeal. In elk and calf-trimmed bucko. 


NATIONAL SHOE FAIR 


HOTEL STEVENS * ROOMS 650-651 


In Attendance 
W. H. Joyce, Jr. Melville Kaufmann Mary Thacker 
C. Mort Phinn Charles Beall 


#A113 —Duckskin. #8113 — Bucko. Duckskin or calf- 
trimmed bucko sandal with draped vamp and T- strap. 


® 
: eyce Ine. 
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Enterprise at the National Shoe Fair 
List of Exhibitors 


[CONTINUED FROM PAGE 102] 


Ch 
quia ties Co. 
South W th, Mass. 
Stewart & Potter 
N. Y. 


{ 1011-1012-1013 


Wis 
Tober Saifer Shoe Co., Inc. 
) 1014-1031-1032 


St. Louis, Mo. 


Tupper, Inc. ... . .1061A-1062A-1064A-1065A 
New’ York, N.Y. 8 
git Wis AS 2307A-2308A 


Tupper Preview, ‘ 
York, N. Y. 
Tweedie Footwear 037- ae anee 


ROOM 
United Shoe Mach. Corp 519A-520A 
Boston, Mass. , 
Uaed Shoe Mfg. Co. 


t. Louis, Mo. 
United States Rubber Prod. Co.. . 1336-1337 


York, 
United States Shoe Corp. ..... ..445A-450A 


Cincinnati, O. 
Unity Shoemakers Corp... . .639A-640A-651A 


versal, Shoe 
ag a et Ae 1305-1306 


Valley =: ~ Sireavees 3-4-5-6—3rd Fl. 
St. Louis, Mo. 
We I Ey fess doceecvcccscones 817A 


North Adams, Mass. 

DM, tcccecdeicesecosdes gens 717 
Schuylkill Haven, Pa. 

Walk- Shoes 


Walton, A. G., 
Boston, Mass. 
Washington > Co Inc 
Salem Depot, N. 
Waterbury, S., & hor Co. 
Brooklyn, N. Y. 
Wear Best Footwear, Inc. 
Brooklyn, N. Y. 
Sp eth adewme coes s ée 1310 


Milwaukee, cn 
We A., & Sons, Inc. 
B yn, N. Y. 
Weyand Shoe Co. ........... 1056-1057-1058 
Jacksonville, Ill. 


cooctevcoess 728A 


Wheaton, ‘Shoe AS 


ss. 

Wile DickioraS Sweet Corp. .. 
Worcester, Mass. 

Winchell Shoe Mfg. Co 
Natick, Mass. 

WH, EDs cc dvicnccccccccccccccces 1103 
Newton Junction, N. H. 

Winthrop Shoe C 


1019A-1020A-1021A-1022A 
1023A-1024A-1025A-1026A 
| 1027A-1028A- re 


Co.. 
St. Louis, Mo. 


Wolf, A. N., Shoe Co 
Denver, Pa. 


' {ute ee tae 


°. 
Woed & Senith Shoe Co 
Auburn, Me. 





To Experiment Is to Progress 
[CONTINUED FROM PAGE 109] 


So, you see, before Boston head- 
quarters adopts and takes over the ma- 
chine for its ultimate distribution to 
shoe factories the country over, a vast 
amount of laboratory work has gone 
into every part—as in this case to 
make a toe-laster or heel seat laster 
an instrument of rapid precision for 
its definite task. 

Therefore, in order to fulfill the final 
useful service, hundreds of little prob- 
lems must be studied before all the 
plans fit into the original proposition 


that something better is needed than 
the faithful old bed-laster, to make the 
shoes of a nation. 

Many an engineer, with mechanical 
experience in other fields, finds in the 
field of shoe machinery almost insur- 
mountable difficulties due to the fact 
that here is a science of machine-mak- 
ing where practically all of the ma- 
chines focus their working area down 
to a very small spot—oftentimes only 
the point of a needle, and certainly not 
larger than the area of a full sole. But 


these machines have to handle babies’ 
shoes, and even shoes for giants. That 
in itself is an oddity in engineering 
news, for the man who designs the im- 
mense printing machine that multi- 
plies this printed page by thousands, 
has an interest in the direct action of 
every roller, inker, folder and binder; 
but in shoe machinery, the maximum of 
strength, in continuous performance, 
must be centered in a very small space. 
So, you see, there is technology all its 
own in the making of shoe machinery. 

We could say much more about the 
pitch-black laboratory where micro- 
scopic work is of intense interest; and 
many other subjects which we didn’t 
have time to investigate. A room for 
pure scientific research having a bear- 
ing on machinery that may or may not 
be needed ten years hence. And close 
beside it, a compact practical little 
shoe factory where dummies are made 
to test on the spot the first products 
of the Research Division. A complete 
photographic and photostatic gallery. 
Testing rooms for this and that, and 
that again. 

And last and by no means least—a 
statistical room. We always had an 
idea that statistics were figures on 
paper, but here we found that a com- 
plete assortment of all the brushes 
used in the shoe industry are studied, 
even to the right bristle for the right 
purpose from the right part of the hog. 
Hundreds of other items, lasts, shanks, 
eyelets, counters, tacks, nails, etc., are 
studied—from ingredient to use for 
shoemaking is a complete and complex 
science. 

We haven’t said very much about 
the building itself—of how a mid-walk 
runs the length of the building from 
which electricity, heat, air or gas can 
be tapped every 10 ft. ... all this is 
building art—moderne. For this is a 
story of friendly men and new ma- 
chines that preface the shoes of today 
and tomorrow—as viewed for the men 
who sell the shoes in shoe stores every- 
where and who might want to tell their 
customers that a building as big as a 
big city school-house is devoted solely 
to inventing and perfecting United 
Shoe machinery—through originating, 
testing, experimenting and proving— 
always with the end in view of making 
shoes better and making them more 
economically. 

Description doesn’t mean much with- 
out a visible measuring stick, but the 
pictures of the Research Building, in 
a way, help to give you a better idea 
of the immensity of the whole enter- 
prise, its efficiency, and all built because 
of the ideals of the founders ... “EF- 
FICIENT SERVICE—ALIKE TO 
ALL.” 


Rob Reel to Open Unit 


JoLieT, Itt.—Rob Reel, shoe chain 
unit, has leased space for a new store 
in this city to be located on North 
Chicago Street, just north of Clinton 
Street. The store is being remodeled 
and will have a new front. 
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You 
~ Can Make More 


PROFITS with 


TWO GRADES AT THE HEAD OF THEIR CLASS 


THE PACKARD SHOE ... . $6.00—8.50 
PACKARD KENT $5.00—6.00 


See the complete line carried in-stock—Sports, Hand Woven styles—Sandals 
-Skokies—Phlexopedics—Archups—Footform. We're ready to welcome 


NATIONAL SHOE FAIR SOUTHWESTERN SHOW 
a © ) GUNTER HOTEL, SAN ANTONIO 


Jan. 3, 4, 5, 6, 1939 
ROOM 553 Jan. 15, 16, 17, 18, 1939 


M. A. PACKARD COMPANY BROCKTON, MASSACHUSETTS 
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THE FELT TOSCA SANDAL, one of Wolfelt’s Shoes 
of Tomorrow, as featured by Stone Shoe Company, 
71 Fifth Ave., New York. The quarter-inch platform 
(American Felt, Mdse. 7764) brings out the beauty 
of line of the platform. Monk’s-foot Felt, Mdse. 7407, 

is used for the pin perforated vamp, quarter, sock 
phy and heel cover. Platform covering and ro- 
settes of Burgundy Kid. 





Monk’s-foot Felt is good news for 1939. In the hands of capable designers 
felt lives up to its reputation as a miracle fabric. It is stylish — flattering 


M N tA — practical — colorful. Felt has inherent feminine appeal, as demon- 
strated by its growing popularity for hats, bags, and accessories. » » » 


Platforms, a stylish adaptation of the Russian boot, are here to stay and 


FO OT felt is unequaled as platform material, either by itself or covered with 
other materials for brilliant color contrast, or in harmony with the 


Monk’s-foot Felt in any of the dozen modish colors used for uppers and 


FE LT heel covers. » » » Please address requests for color swatches and prices 

to the office nearest to you. Monk’s-foot Felt will be actively promoted 
in 1939 and will produce profits for style-minded manufacturers and 
alért retailers. 


American Felt 
Com 














315 FOURTH AVE. NEW YORK, N. Y. 
Boston, Philadelphia, Detroit, Chicago Cleveland, St. Louis, San Francisco 


PRODUCERS OF THE FINEST QUALITY SHOE FELTS FOR UPPERS, PLATFORMS, SOLES, INSOLES, HEEL PADS, TONGUE 
LININGS, BOX TOES, FILLERS, CUSHION SOLES, LININGS, SHOE RACKS, AND DOUBLER FABRIC AND LATEXED FELTS 
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COMPLETE (KCI FE 


FOR SEWED OR 
WITH 


In the development and perfection 
of machinery for the laminated method 
of stock fitting. we have provided man- 
ufacturers using Sbicca-Del Mac soles 
all the advantages and economies of 
this method on both sewed and ce- 


mented shoes. 


The machines here shown are aug- 
mented with complete and highly effi- 
cient auxiliary equipment. The Sole 


/C SPLITTING MACHINE — MODEL E Flexing Machine — Model A is espe- 
For Sbicca-Del Mac stock fitting 








tie. aera 


SOLE FLEXING 
MACHINE — MODEL A 


CROSS SECTION — ACTUAL SIZE 








BOOT ano SHOE RECORDER, December 24, 1938 


C] EQUIPMENT 


CEMENTED SHOES 
LAMINATED SOLES 





cially designed to give maximum fore- 
part flexibility to laminated work. A 
series of V-shaped cuts remove exactly 
the required amount of material to im- 
part desired flexibility without com- 


promising the strength or wear of the 


G/CC SOLE STITCHING 
MACHINE — MODEL C 





G/C CEMENT SOLE ATTACHING 
MACHINE — MODEL B 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 








CURTIS SHOE COMPANY 


MARLBORO +- MASSACHUSETTS 
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Adjusting Supply to Demand 
Le ¥ 


[CONTINUED FROM PAGE 112] 


MISCELLANEOUS TYPES- PER CAPITA 
ATHLETICS, SLIPPERS, SANDALS, EXE. 
BASED ON TOTAL POPULATION 


ie) 
192122 "23 24 '25 "26 "27 "26 "29°30 "3! "32 °33 "34°35 "36°37 "36 





TABLE Vil! 


PER CAPITA PRODUCTION AND CONSUMPTION 
OF MISCELLANEOUS TYPES 
(000 Omitted) 

Produc- Consump- Consump- 

Total tion of tion of tion per 

Population Miscellaneous Miscellaneous Capita 

1921 108,209 36,330 36,276 0.34 
1922 109,873 31,712 33,789 0.31 
1923 111,537 39,569 35,302 0.32 
1924 113,202 34,871 36,959 0.33 
1925 114,867 35,760 35,113 0.31 
1926 116,532 35,638 35,412 0.30 
1927 118,197 40,300 37,677 0.32 
1928 119,862 41,867 40,735 0.34 
1929 121,526 45,538 43,293 0.36 
1930 123,091 42,676 43,762 0.36 
1931 124,113 45,611 43,752 0.35 
1932 124,974 49,493 47,468 0.38 
1933 125,770 52,995 51,194 0.41 
1934 126,626 56,064 54,968 0.43 
1935 127,521 55,761 56,103 0.44 
1936 128,429 68,098 61,647 0.48 
1937 129,337 57,126 62,330 0.51 
1938* 130,225 48,250 52,260 0.40 





* Estimated 


figures for this type of footwear are not shown sepa- 
rately on the accompanying tables, some mention 
should be made of the gains witnessed since data were 
first separately tabulated in 1925. In that year slipper 
production amounted to 23,899,000 pairs. Almost 
without interruption volume increased each year, in- 
cluding the depression years, unti! 1936 when produc- 
tion amounted to 51,311,000 pairs. This was an in- 
crease of 114.7 per cent over the 1925 total. This 
growth is all the more astounding in view of the fact 
that the population in the same period showed a gain 
of only 11.8 per cent. Per capita demand for slippers 
apparently increased almost 100 per cent between 1925 
and 1936. Production of slippers fell off, however, in 
1937 to 48,294,000 pairs and another decline is being 
shown this year. Production in 1938 will undoubtedly 
be less than 40 million pairs. It is not likely, however. 
that these two declines indicate anything more than a 
temporary readjustment. It may be that per capita 
demand has reached its peak. Nevertheless, the growth 
in population, which is still continuing, should make 
for further gains in the demand for this type of 
footwear. 








GENUINE GOODYEAR WELTS 
HAND WOVEN BY CURTIS 


505 Ligh’ 
(c) ae 4 belt 


: me es 4 dual i? ANY, init 
BORG, MASSACHUSETTS 
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/ SUNDAY 


Get the jump on the style “set-up” for the new 
season! Plan to attend the Chicago Convention! 
Mark your calendar NOW — Jan. 2nd, 3rd, 
4th, 5th, and 6th. 


at the Flevens 


Among the array of lines displayed by Ameri- 
ca’s outstanding manufacturers will be shown 
Friedman-Shelby’s assembly of specialty lines— 
“RED GOOSE” — “FOOT -FASHION” — 
“LADY-FASHION”. 


A cordial welcome awaits you at our Convention headquarters. 


a 



































STEVENS HOTEL - CHICAGO 
ROOMS: 918 « 919 « 920 





Ai Complete Showing of 


ian 


gS teal 
lady SE tasmion ee 


J> 


FOOT - FASHION 
fine 
SHOES 
for 
MEN 


FRIEDAAN-SHELBY “ 


5. ee oe fe, PS Ok, FS mee Ok on © OF 
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-long ideo places resili- 


5 Trip-o 
ect, under the 


base of the 
metatarsal arch. This benefits the wearer bY 


ing all body shocks 


e absorb 


e holding the foot in place 
e giving @ smoother, snugger fit 
e helping toward an evener step, with 
e and poise 


more grac 
smarter styling for 


or 1939—eve" 


And f 
etailer. 


FOREST PARK 


DIVISION OF BROWN 


9g Tread styles ot 


on 
o tell 


e'll be there 
91BA, NIDA, 9204 


k at the Trip-a-! 


GTON, FRANK GRIND- 


€s witosky, ROLAND 
Y SCHNEIDER. 


STON, SAM LIVIN 
LER, BIRNE ACHEN, CHARL 
HEP BERKOWITZ, RO 


LIPS, HARVEY CLARKE, 3 


i 
ay ooies 


SHO 
E COMPANY, ST. LOUIS 
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BRAUER BROS. SHOE Co. ft. Lows. 
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GAN HELP YoU! 


. my etre pie 
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BRAUER BROS. SHOE co. ft. Lous 
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GLOVETEX SHOES 
Made of genuine 


VAMOS 


LASTEX 


WE FIND THERE IS A DIFFERENCE 


America’s leading stores have discovered the 
distinctly feminine touch in the pattern adoptions 
of Glovetex Shoes. Now each of these radiant 
styles developed in elasticized leather or fabric 
is made of genuine Lastex based on the inven- 
tion of Alfred Vamos. 


THE CLIPPER 


Glovetex Shoes for spring are fashioned in all 
the latest colors and materials—built over the 
newest in lasts and have the lightness of Sbicca 
construction. They are truly gorgeous shoes. 


See our new Zuider Zee last 


Tae skeet (QE JONES-WALSH SHOE CO. 


Manufacturers 
2632 PALM STREET SAINT LOUIS, MO. 


ON DISPLAY 


to retail from 


y - § ig ) 


Styled by Harry Rogers 


THE FLIGHT 
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FUTURE STYLES 
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PATTERN 
No.2369-1 


ALLURING FOOTWEAR 
NATIONAL SHOE FAIR 
. CHICAGO + JANU +S, 4, 5, 6, 193 
THE STEVENS HOTEL = 
ROOMS 1037 + 1038 + 1039 « 1050 


a 





ma 


TWEEDIES FOOTWEAR CORPORATION - JEFFERSON CITY, MO. tmne 
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oe manufacturing 

the American shoe 

ore shoes are billed and 

er shoe producing city in the 

of the great enterprise characteristic 

of St. Louis’ shoe f this St. Louis Market Section will prove 

interesting. They c of St. Louis Lines for Spring. . . . 1938 has been 

a bright year in the rogress of the St. Louis Market. It has been marked 

by an expansion in | ction facilities by established concerns as well as the 

incorporation of new companies which in turn has brought into use fresh capital. 

Much in the way of shifting, rearranging and modernization of lines has taken place. 

. Many new and aggressive marketing programs have been developed, all apparently 
with an eye to a brightened economic outlook for 1939. 


During the first half of the year the large St. Louis producers of shoes readjusted 
their prices to slightly lower levels. It had the immediate and desired effect of 
drawing a heavy volume of pairage to this market. Such was particularly true with 
the great general line houses. Prices at present are said to be stiffening. . . . The 
major event in the St. Louis shoe industry for 1938 was Brown Shoe Company’s 
realignment of its selling and distributive forces. In order to facilitate the sale of 
~pshoes to the trade, they set up two selling divisions, one on men’s and boys’, the other 
y pfagomen’s and children’s. Dealer acceptance of the change has been more than 
b . Hamilton-Brown Shoe Co., with its long record of service to the 
: ae ian, in recent months, launched upon a definite program of expansion. Under 
new and alert management, this company has strengthened and increased its manpower 
in every department. Its sales force has been doubled, so has its factory capacity. 
The trade at large is watching with much interest the rapid-fire developments that 

are taking place at Hamilton-Brown. 


Another highlight in the progress of St. Louis is seen in the men’s dress shoe field. 
The city is growing in importance as a men’s shoe center. Manufacturers here always 
have done a large volume in this type of footwear, but during the past two or three 
years so much more time and thought has been given to the styling of men’s shoes, 
that today the better known St. Louis men’s lines are penetrating the metropolitan 
retail centers in a real way. 


Johnson, Stephens & Shinkle has experienced a good growth in sales this year under 


the impetus of Rhythm Step advertising. Their low heel street types have had a good 
[TURN TO PAGE 176, PLEASE] 
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WELCOME! 


RHYTHM STEP HEADQUARTERS 


845 + 844- 


Rooms 840 + 841° 842 - 


826 + 828 + 829 + 850 - 859 
850 + 855 + 856 + 857 
STEVENS HOTEL, CHICAGO * JANUARY 3, 4, 5, 6 


« 


NATIONAL SHOE FAIR 
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(hat REYTHM STEP 
lead the parade in 34 


---come in and learn why, 
at the National Shoe Fair... 


Come up to the Johnson, Stephens & Shinkle rooms, gentlemen, for 





a‘*pipe-full”’...come up and get the facts on why we’re so sure it’s a 
‘pipe’ that Rhythm Step sales increases will lead the parade in 1939. 
We have an interesting story for each and every one of you. 
Rhythm Step dealers and those who should be! Buyers, mer- 
chandise managers, store owners, advertising managers! And that 
means just about every man, woman and child attending the Fair. 
In three years Rhythm Step has skyrocketed to the top. There 
must be a reason...and those dealers who fully understand it 
have sales and profit records that head one way only...UP! 


So put this in your pipe...and smoke it. You owe it to your- 


self and to the store you represent to visit the Rhythm Step 


rooms while at the National Shoe Fair in Chicago. 


ww 


JOHNSON, STEPHENS & SHINKLE SHOE COMPANY 
ST. LOUIS, MISSOURI 














ON THE TENTH 
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FLOORS TEVENS 


the Fresh, Youthful, Exciting 
HAamilton-Broum Lines. ... 


Among the “must see” exhibits at the National Shoe Fair are the lines of 
the New Hamilton-Brown. Within these lines you'll recognize some real 
opportunities for fast merchandising and profitable selling. 


LOOK FOR REAL VALUES IN THE FOLLOWING: 


4 Lines of Women’s Style Shoes 2 Lines of Boys’ Shoes 
AMERICAN LADY retail at $5 AMBASSADOR retail at $3 
FASHION CREST retail at $4 HAMILTON retail at $2 


HELENE NOVELTIES retail at $3 3 Lines of Juvenile Shoes 
HAMILTON retail at $2 TWINKIE WELTS 
retail at $2.50 to $3.50 
3 Lines of Growing Girls’ Sports TWINKIE SBICCAS 
MARVELAGE.....retail at $3 and $4 tetall at $2.50 to $3.50 


7 TWINKIE COMPOS 
HAMILTON Oxfords retail at $2 retail at $1.50 to $2.50 


HAMILTON Sports retail at $2 
3 Lines of Work Shoes 


4 Lines of Men’s Style Shoes MECHANIC'S DELIGHT (Welts) 
. retail from $3 up 
AMERICAN GENTLEMEN... retail at $5 HARDWARE (Nailed and Sewed) 


COUNTRY CLUB retail at $4 retail from $3 down 


retail at $3 HAMILTON (Nailed) 
retail at $2 retail from $2 down 


ROOMS 1035A-10364-10374 STEVENS HOTEL 


HAMILTON-BROWN SHOE CO. 


RON TI. 


SAINT CGR) LOUIS 


\ho ——_—EE : 
~MAKERS / 














UPTOWN line is greater-than-ever for °39 
- ... sport styles, dress styles and staples, 10 
HEEL LATCH is Free Molds with seamless heels and built-in 
he li f "39 cushions, quality shoes, nationally advertised 
the line for 37... and retailing at $5 to $6.50. 
36 styles in fashion 
—— ‘ footwear, a proven — 
selling feature, na- Nd 
tionally advertised — tee 
and retailing at $5 
and $5.50. 












ar, 
-_— = =~ Ome . 


% 
we 


a 


a Y 


TRUE VALUES 


POLL-PARROT 
Turns, Welts, Stitch- 
downs and McKays 
in shoes for every 
age... consistent 
quality, featured 
in leading stores, 
complete size runs, 
in-stock service, na- 
tionally advertised 
and retailing in pop- 


_ ular price grooves. 


Now and then there comes a time in the turn 
of events when people in all walks of life 
pause to take stock... pause to weigh true 
values. Such a period is here. We Americans 
are taking cognizance of the real values we 
enjoy in the pursuit of life, liberty and 
happiness. Hence shoe merchants can well 
take time out to weigh the true values sup- 
porting the lines they retail. 


S UT A Iv 
BR AW DS 


for ’39 so completely reflect the sound stan- 
dards of quality, the progressive styling and 
the alert merchandising policies back of them 
that every American merchant has reason to 
examine these lines carefully in relation to the 
price brackets they cover. STAR BRANDS 
are the American standard of value in shoes 
for man, woman and child. All dealers can’t 
carry them, but even so, all dealers should 
know what constitutes these standards. 


We urge you to get better acquainted with 
STAR BRANDS. The shoes that probably 
serve a greater segment of the American 
market on the basis of fit, long wear and 
fashion than any other group of lines. 





ROBERTS. SOENBON & RAND 


Branch of international Shee Co 


Ss 


o= 
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THE SPOTLIGHT SHOE OF 1939 














_ 


MARJORIE HILLIS.. 


lecturer, 
Alone and Like it,” 
Nightfall,” ete. 


“Work 


“BEAUTIFUL... EX 





. famous w' 
A ‘uthor 


writer, DORA the best known 
of “Live fashion seshorisies, observers and 
nds at jonas om either side of the Atlantic. 


WILLYS OF HOLLY WOOD 


Sa fe dS 


CITING.. .YOUNG.. 
Shoes for Spring. We, the 
of sensational populari 


bh UL 


It’s a NEW Queen Quality...A youthful Queen 
Quality! It’s a Queen Quality crammed with a 
Beauty and a Style that the whole country 
will be talking about. 

But the Beauty and Style are only part of this 
= story that leads to new volume and profits 
in its price range. * There’s the Queen Quality 
Board of Fashion Forecasters. ¢There’s the 
exclusive Calendar of Fashion that gives Queen 
Quality an unprecedented fashion background. 
And finally there’s a personalized local tie-up 
story that, coupled with the magnificent Queen 
Quality line, puts it at the head of the field. 


GLOVETTE 








Hotel § 
1050A-—10 


DIVISION 
INTERNATIONAL 
SHOE COMPANY 


- Rooms 1039 
2A-1053A-! 





$f 50 $Y/50 
America’s Finest Shee Retailing t (J Zo () yp 


Including De Luxe Grade 


SAINT 
LOUIS, 
MISSOURI 





MEM O 


to the Shoe Trade from 


There is a new feeling of optimism spreading through business 
today. Most of us believe we are going to sell more shoes in 
1939. But many of us know that as business grows better com- 
petition will grow keener. Under our new policy of specializa- 
tion, we here at Brown feel that we are especially well geared up 
to meet these conditions, and have the answer so many shoe mer- 
chants have been looking for. Come in and talk it over with us 


during the National Shoe Fair or in St. Louis at any time. 











NY 
s 


Since this new $5 to $6.50 line of men’s shoes was announced 
the early part of October a lot of new dealers have signed up for 
Roblee, and by Spring a lot more will be displaying the now- 
famous red and blue sign in their windows and stores. The na- 
tional advertising starts soon. This line is the talk of the trade. 


Come in and see the styles that are ready for you. 











The best-loved children’s trade mark in America. 
The shoe that pioneered true health for growing feet. 
The shoe that for 35 years has guided those growing feet right. 
The line with more in-stock styles, lasts, patterns, sizes and 


widths than any other children’s shoe. 


The shoe that gives “grown-up” styling to modern young feet. 


We have some great plans in store for “BUSTER” next year. Let us tell you 
about them at the Shoe Fair. 




















There are a lot of things a shoe dealer needs today besides a 
shoe. In Air Step he has the advantage of really stylish shoes with 
the greatest of all comfort features—the Magic Sole. A great com- 


bination in the $6.00 field, but beyond that Air Step gives you a 


merchandising plan and a national advertising program second 


to none in the industry. We have a lot to show you during the 


Fair and hope you will give us that opportunity. 
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To retail 


bh” 


It’s ““orchids’’ to the extraordinary skill of Wolff-Tober 


designers and their exquisite creations for early Spring 


selling. Buyers with a keen nose for sinart profitable 
patterns will want to see this unusual line of high 
style quality footwear. 
* 


ON DISPLAY 
Stevens Hotel, Chicago, January 3-4-5-6, 
Rooms 904A, 905A, 906A, 907A, 908A. 
In Attendance — Mr. Nathan Marlow, 
Mr. Jimmy Thompson, Mr. Bill 
Bressler, Mr. C. “Hank” Nylander, 


rf —_— = Mr. Walter Stein, Mr. Sam 
f \ , Wolff 
Fi ON 


red 
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Spring’s new and faster style tempo 
turns the spot-light on Admiration 
Styles. Open heels, open toes, open 
shanks—light, airy treatments, built 
over lasts with exceptional fitting 
qualities, in all the season’s newest 


materials, leathers and colors. 


Merchants, both large and small, are 
writing sizes on Admiration Styles, 
fully confident that they will get the 
same high quality quick-selling shoes 


season after season. 


1939 version of the 
Gloria, a very profit- 
able shoe with our 
customers. 


WEYAND SHOE COMPANY - JACKSONVILLE, ILL. 
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Terie WINTHROP’ 
IONAL Zsswre SHOES 


Winners all! That’s what they’re saying wherever 
these great leisure shoes are shown. First to in- KL OMP 


troduce leisure shoes, Winthrop proudly main- 
No. 2900 Saddle Oak 


tain their lead by producing such sure-fire hits Leather, Leather Sole. 
No. 2903 Luggage Tan 


as are shown here. Leisure shoes are introduc- Grain Leather, Crepe 
ie. 

i i \y 4 No. 2904 Buffwood 

ing a new season into the men’s shoe busi No. 2904 Buff wood 


er Sole. 


ness. Winthrop’s leisure shoes are making Fee. 0-08 Wide 6-18 
that new season a highly profitable one —_ 
for merchants from coast to coast. So by 

all means see Winthrop before you buy, 

for Winthrop is THE buy of 


1939 ...a winner on every count. 


SLACh 


No. 3065 Buffwood 

Saddle and Brown 

British Grain, 

Crepe Sole. 

No. 3085 Buffwood r 

Saddle, Crepe Sole e 


(In Stock Jan. 1) . 

No 2975 Brown We “ 

British Grain. é 

Crepe Sole. 

abe Brit 

6-12, P. No. 3031 Natural 

Price $3.25 Gauchohide — 
Crepe Sole. 
No. 3032 Chest- 
nut Gauchohide 
with Natural 
Gauchohide Lac- 
ing, Crepe Sole. 
No. 3033 Chest- 
nut Gauchohide, 
Leather Sole. 
B 7-12, C 6-12, 
D 6-12. Price $3.25 


More than 60 WINTHROP WINNERS 


In Stock for Immediate Delivery 





Says HERMAN BECKER, prom- 
inent Indiana retailer with stores 
in Terre Haute and Evansville: 
“No wonder you call Winthrop ‘The 
Winner for 1939.’ It is one of the big 
reasons for our fine showing this past 
year. From the looks of the new line, 
it will play an even bigger part in mak- 
ing 1939 our best year yet. 


See them at the 


NATIONAL SHOE FAIR 
5 CHICAGO 
Bik and Scotch " at the STEVENS HOTEL 
rown aii 
Red Rubber Sole. No. 2978 Buffwood Sad- Rooms 549-550 
A 7-12, B 17-12, Orta Cean Denis. 


Cc Se. © $3. Price $3.25 + Terms: 5%, 30 Days 


WINTHROP SHOE LO. @ 


DIVISION OF INTERNATIONAL SHOE CO. e¢ ST. LOUIS, MO. 
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OUCceSS otory ... 1 rimfoot Shoe Cosmetics, on the market less than 


six months ... now stocked in a thousand of the best shoe stores in the country... repeat orders pour- 


ing in from first users...one woman telling another... DEALER ADVERTISING of distinction... 
UNPRECEDENTED publicity from fashion editors in newspapers and magazines ... ENTHUSIASTIC 
endorsement and recommendation of users pile up... no wonder hard-boiled shoe-buyers call Shoe 
Cosmetics the success of a decade!... ORDER AT ONCE! 


Twenty-Five Cents Retail 
Phone, write or wire 
for Samples and Price 


TRIMFOOT * 4060 FOREST PARK BLVD. « ST. LOUIS, MO. 





caramounl 








“Superior to All Others’ 


WEBSTER 
| 


The luxury of fine craftsmanship and alert 
styling makes Paramount Custom Footwear 
America’s most outstanding line of “branded” 
shoes...to retail at $6.00 to $6.75. Nation- 
ally advertised in Harper’s Bazaar, Vogue, 
Mademoiselle and Photoplay Magazines. 


On Dispray: STEVENS HOTEL 
JANUARY 5-°4°5°-6 


ROOMS 905 ABE PLOTKIN ROOMS 907 ARTHUR “Mac” 
DAVE PLOTKIN McDONALD 
904 W.A.“BILL” STEWART EMMETT TOPPINO 
FRANK HAGER 908 LOU HAIMAN 
905 B. |. “JACK” COHN 909 JOE RUSSELL 
KENNY WILLIAMS ©. E. CARPENTER 
806 MORRIS KALMON 810 ART PETT 
SAM WOLFF GEORGE HETTEL 


Ueameunt Shoe Nlanafactaringla 


S A THe L O tae 
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IIUS shoe COMPANY 


Saint Louis -° * New York 





i he be be de Trivia 
Sole Tae ee Se eee she he Boe 


: 2:9 3 4 


F ormerly the home of the Pedigo Company 


ESTABLISHING A NEW STANDARD 
OF VALUES FOR TOP QUALITY SHOES 
THAT “HAVE EVERYTHING” BUT CAN 


BE RETAILED FROM °69°0 To £750 





STEVENS HOTEL « EIGHTH FLOOR 
during the NATIONAL SHOE FAIR 
% 


Kecognited Leadership 


* w a 


New York Office—MARBRIDGCE BUILDING—34TH AND BROADWAY 
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The K-D-K Spring line-up is fast from the “start” to the “finish”. You 
will chalk up a very profitable Spring parley if you put your money on 


the K-D-K winning combination of new and surprising style innovations. 


FAST - NEW-+ ENTICING LITTLE SHOES FOR FEMININE FEET 5 nelailers 





On DISPLAY We really have something new 


and smart to show our cus- 

NATIONAL SHOE FAIR tomers and prospects at the 

Stevens Hotel, Chicago National Shoe Fair in Chicago. 
JANUARY 3-4-5-6 


Room 
E. C. Neunuebel . . 961 J. E. Miller 


Abe Gilblom .. . . 956 Sam Epstein .... G 
J. E. Gordon ....957 ‘RR. T. McCrary... 958 4 


Col. Dunham will also attend. 





7” 
y 


Dra’ A 


KRANE-DUNHAM-KRAUS, INCORPORATED - ST. LOUIS, MO. 
MAKE A CONNECTION WITH A DEPENDABLE COMPANY 

















In the parade of shoe values for ‘39, we introduce 
the strongest group of specialty lines in our 40 
years of business. Supported by a new and faster 
styling program, they set the pace in aggressive 
merchandising for the new year. Each of these lines 
is complete and well-balanced with respect to 
patterns, lasts, colors and materials. 








0 Ee ance ‘ 


EE OR te 























They reflect a thorough knowledge of the retailer's 
needs in every section of the country. No matter 
where you are located or what grades you handle, 


there is some part of the Peters’ group of In-Stock 
lines that will prove profitable to you. Our records 


show that merchants who have bought all or a major- 
BRANCH OF INTERNATIONAL SHOE CO. 


ity of their shoes from us have grown and prospered. ST. LOUIS, MO. 





JOLENE PAVES the 


WAY to GOLDEN OPPORTUNITY for 
THOUSANDS of ALERT MERCHANTS! 


JOLENE SHOES are Designed by Jolene, Movie- 
land's Foremost Fashion Authority. 


FEATURED EVERYWHERE 
at *3 to *4 


f 
q 
Get on the 
, _eoleagpipyin sags: 
t Jo lene T THE Q 
CHICAGO SHOE FAIR / a larger national advertising 


6 etc aids op campaign directed to reach 


STEVENS HOTEL millions of fashion-wise, 
style minded women! 


TOBER- SAIFER 








..- highlighted from Coast to 
Coast in America’s foremost 
Fashion Institutions... 


in Denver... The May Company 

in St. Louis . . Stix, Baer & Fuller 

in Cincinnati . The John Shillito Co. 
in Columbus . The F. & R. Lazarus & Co. 
in Dayton .. . The Rike-Kumiler Co. 
in Decatur . .. Gebhart-Gushard Co. 
in Lynchburg . Snyder-Berman, Inc. 
in Louisville.. Kaufman-Strauss 

in Ailanta .. . Regenstein’s 

in Detroit... . Crowley-Milner 

in Los Angeles The May Company 

in Butte... . Symons Dry Goods Co. 


Territories 


e ST.LOUIS, MO. 
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HIS is VITALITY’s year! All along the line, 
we've vitalized our program! We're giving 
you lower prices on women’s shoes that will 
broaden your market—increase your sales. Our 


merchandising program for 1939 is alive— 
modern! And we're putting on what we believe 
is the most striking, sales-making advertising 


MEN'S 
AAA to G 
Sizes to 14 
$5 and $6 


WOMEN'S 
AAAAA to EEE 
Sizes 2 to 11 
$6 and $6.75 


VITALITY OPEN ROAD SHOES, FOR WEAR 


campaign the shoe industry has ever seen. If 
your sales, your profits, need vitalizing for 1939 
— Vitality is the line for you! Inspect the entire 
display of Vitality Shoes in the Stevens Hotel, 
Rooms 963, 964, 966, 962A, 963A, 964A, 
966A, during the Convention, January 3, 4, 
5, and 6, 1939. 


BOYS’ 
AwE 


CHILDREN'S 
Complete widths and sizes. 
Sizes 1 to 6 Priced according to size 
$4 and $4.50 $2.50 to $5 


IN THE GREAT OUTDOORS, $5 


VITAPOISE FEATURE SHOES FOR CHILDREN, PRICED ACCORDING TO SIZE, $3.50 to $6 


VITALITY SHOE COMPANY—Division of International Shoe Co, ST. LOUIS, MISSOURI 
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A. E. FARRAR 
Friedman-Shelby Shoe Co. 
President 


THROUGH its active and well directed iation the shoe manufacturers in the 
St. Louis district have developed ee ative force which plays a dominant part 


in the general progress and welfare of its membership. Serving as a clearing 

house on all problems Pyeneral nature, its activities move from questions of 

legislation, to pgteng@t®'labor problems to production methods to shoe fair promo- J. W. HOWE 

tion and tq publi®felations. Its accomplishments represent the ultimate in effective Johnson, Stephens & Shinkle 


a i ffort. lst Vice President 
os 


- 


A. G. WHITE 
Brown Shoe Company 
Treasurer 
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Go g 


PEP-ER-UP 


SPORTS 


NEW S$ -° 


von senucas ia!fl ond 


College Hill sport styles are now available in light sole versions (Sbicca-Del Mac 
construction) as well as in Goodyear Welts. By adding Sbicca to this line, we have 
broadened the field of profitable operation for our College Hill dealers. This 
development is but another step in our plan of establishing and maintaining one of 


the industry's finest and most up-to-date sources of supply in women's and growing 


girls’ sport types—in a price range where quality and economy are one. 
Our Pep-er-up sports line of low heel, flexible shank, unlined shoes, retailing at $4.00 


and $5.00 will continue to be made as heretofore in welts only. 


Over 1,000 enterprising dealers have discov- 
ered the profit to be made in handling College 
= PEP-ER-UP Hill and Pep-er-up sports since we made the 
" IN-STOCK first pair in June 1936. 
, A109 —The Kenwood Flexible 
shank, unlined, outside counter ‘ 
4 ik Gate wh Of HERE’S HOW WE GROW e 
grain Brown Elk with Vicolized June 1936 — 600 pairs per day 


sole. 12/8 Heel. AAA Jan. 1937 — 1200 pairs per day 
Mar. 1937-1800 pairs per day 


. 


2200 pairs per di 
2500 pairs per di 
3000 pairs per dz 


3600 pairs per d 


—o_ en Rem e Ss HEBE C SG. 


NEW YORK OFFICE: ROOM 949 MARBRIDGE BLDG. 
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We 
mean 
aoe 


never 


befave 
such 


@ The largest selection of can- 
cellations, jobs and samples 
from the better St. Louis 
factories—(men’‘s, women’s, 
children’s) at the 
Shoe Fair. te 


All top-notch values and 
styles that will enable you 
to make 


LONG 





“While in town see Weil'’ 





ss 


M. K. WEIL SHOE CO. 


1326 Washington Ave. St. Louis, Mo. 











Sales Index Helps Store 


The largest shoe store in Nashville, Tenn., devoted 
exclusively to the sale of children’s shoes, makes profit- 
able use of a card index record of data on past sales. 
In the three years that the system has been used, cards 
on 10,000 customers have been filled out and the records 
kept up-to-date. 

Five items of information—customer’s name and 
address, date of purchase, lot number, size, name of 
clerk, and price—are recorded on a 5x3-inch card 
and these are filed alphabetically in inexpensive card- 
board cases. The information is obtained from the cus- 
tomer and is written on a slip at the same time the 
sales ticket is made up. The transfer to the card is 
made by a clerk who handles this together with regular 
work in the store. Records of future sales to the same 
customer are recorded as made. 

The manager of this store finds the information on 
the card very helpful because so often children are not 
brought to the store when shoes are bought by adults 
for them. The question of what size to buy is quickly 
settled and the number of exchanges for size are re- 
duced materially. The service increases the customers’ 
confidences in the store. i 

The writer, on a recent visit to this store to buy a 
pair of boots for a 7-year old, was informed as to what 
style and value was bought a year ago, with the interest- 
ing information that the price had been reduced. 
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SLLOUIS 
MARCHES ON 


[CONTINUED FROM PAGE 145] 


part in these gains. . .. Brauer Bros. Shoe Co. 
has just chalked up its biggest year and is 
expanding its Paradise and Tango promotion 
plans for 1939. . . . Milius Shoe Co. has its third 
factory (formerly Pedigo) well on the way to 
capacity production. The shoes are to carry a 
brand name. . . . Both Kane-Dunham & Kraus 
and Samuels are building factory additions. . . . 
Moulton-Bartley has adopted a new type of con- 
struction known as Mobar. . . . The Juvenile 
Shoe Corp. has tripled its St. Louis in-stock de- 
partment. . . . Tweedie has developed one of 
the most unique style setups in the industry. 
. . . Spalsbury-Steis-Deevers, only three years 
old, has climbed to 3,600 pairs per day and 
has just opened an in-stock department at St. 
Louis headquarters. . . . Rice-O’Neill is setting 
a real style pace for Spring in its grade. . .. The 
reorganized Weyand Shoe Co. has started an 
aggressive drive for a sizable volume in its 
field. . . . Forest Park Shoe Co. is showing one 
of the longest lines of Spring samples in its his- 
tory. . . . Johansen is stepping up produc- 
tion capacity on the Spring run. . .. The Air 
Step division of Brown is stepping out in style. 
. . . Boyd-Welsh is hitting its stride again. . . . 
Each of the specialty lines of Roberts, Johnson 
& Rand, Peters and Freidman-Shelby has been 
built around a faster styling program for Spring. 
..- Both Vitality and Queen Quality have smart 
new promotional plans for their dealers. . . . 
Winthrop has moved up among the style leaders 
in the men’s field. . . . Brown is rapidly build- 
ing a fine distribution on their new Roblee line. 


During the current year three new shoe fac- 
tories have come into the St. Louis district: 
Jones-Walsh Shoe Co. and the Hamilton & 
Walsh Shoe Co. Both are in the women’s high 
style game. The third is the Kaut-White Shoe 
Co., maker of juvenile shoes. . . . The Wizard 
Co., well known for its foot appliances, a few 
months ago developed an infant’s soft sole shoe, 
called it Baby Deer and met with instant suc- 
cess. This company at the same time expanded 
its Buck Buffer business into a complete shoe 
cosmetic setup for the shoe and department 
store exclusively. . . . Thus, with the enterprise 


that is truly American, St. Louis MARCHES 
ON. 
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WOHL SHOE COMPANY 








BOOT anp SHOE RECORDER, December 24, 1938 


Soy, dud? 
AL 


lL ways: RIGHT 

















BOOT anv SHOE RECORDER, December 24, 1938 








: or Spring 7! 
meaning. At 
better qualit 
to the tempo of tI 
glamour and gope 


We urge you t 





of ( whataarty °39 holds in 


ye 


thereby get an 









store for your *5.00 retaile 


DESIGN PATENT 
NO. D-81249 


CARTHAGE, MO. 
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CAnmouncing + OUR IN-STOCK SERVICE 


Our main office and stock department is now 
established at 1523 Washington Avenue, 
Saint Louis. 25 leading styles will be stocked 
in full size runs for immediate delivery. All 


\ r 4 pe 
COLLEGE HILL > —s stock shoes will be priced to retail at $4.00. 


mason Thi f profits f 
Semple 1681 — The Hy-Ho s means an extra source of profits for you. 
over the Barge Lest. White end Watch for our stock shoe announcements. 
Tan Hobby Grain with Natural 
Top-Notch welting, heavy Nat- 
ural Rib-Crepe Sole Makeup — 





on DISPLAY NATIONAL SHOE FAIR 
STEVENS HOTEL « JANUARY 3-4-5-6 
ROOMS 900-901-902-901A-902A 


IN ATTENDANCE - 


FRANK FLOOD 
GLEN O’BREIN 
< TOM BOYDSTON 
A Special Oxford for Nurses, Waitresses, : a BARNEY PLOTKIN 


Beauty Operators and Professional 
ED. C. THORP 
Women who must Walk in Comfort. 
SER eal M. A. STEIS 
pA Sanger emg CHAS. B. SPALSBURY 
White Napline Sole. 12/8 White HOMER P. DEEVERS 
Leather Heel with 3/8 rubber 





Sen ew. Se ae ee ee 


FACTORY: FREDERICKTOWN, MO. « SAMPLE ROOM: 1523 WASHINGTON AVE., ST. LOUIS 
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ADVERTISED NAMES THAT WILL = 
A BETTER JOB IN 1939. 





si*® 
SAINT LOUIS § MISSOURI 
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ry Year and 
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o Santa Claus and sent 


when I wrote BY first letter * 
e local news “SR asked for & pair of 
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ice skates with one runne 
Imagine! - But By letter got resu 
skates, I learned that there were & 
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From my ice 
ha fe. My History tau 
places are pretty guch the sane, everywhere ~ 
always been those who give and those who grab. 
You've been a ‘giver’. - | one who has helped make Wizard's 
jiversa Year the piggest year in Wizard History- 
1, I mean it. 


ry 
e're gratefu . 


roialized 


nstances Christmas has become so © 
Wishes you get have the suspicious 
f ou y thing 
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CON: 








3 SHORT YEARS AGO 
the Conformal Shoe was first intro- 
duced at the National Shoe Fair. 
Today ie is one of the most talked~of 


feature shoes wherever it is distributed. 


IS revolutionary deve opment ...a shoe actually 
moulded by the foot itself to the special requirements 

of each individual arch... offers alert merchants an 
outstanding opportunity. CONFORMALS are bring- 
ing a new standard of foot comfort to men and women. 


Amazing repeat sales records tell the story. 


Example: At the end of his FIRST YEAR with 
Conformal, one merchant reports that 76% of 
his sales were to repeat customers, or to new cus- 
tomers sent by them. And 22% of those repeat cus- 
tomers were buying their FOURTH or more pair! 


Does any line in your store repeat like that? 


This season CONFORMAL distribution will be ex- 
tended to still more territories ee offering a marvelous fea- 
ture footwear asset to merchants with vision to see its 


possibilities. Will you be the distributor in your town? 
Se CONFORMALS first at the Fair... see the 


amazing demonstration of their exclusive individualized 


iting . +» get the whole story. Or write today for our 


representative to call when he reaches your territory. 
NOW IS THE TIME TO ACT! 


CONEOQRMAL 
a Oo hoes 


5 ‘ 






Mod 


CONFORMAL FOOTWEAR CO. 
Division of International Shoe Co. 
15099 WASHINGTON AVE. SAINT LOUIS 








THE ELECTRO-CONFORMER 


Te 


npor 


Insole 


Plastic 


arily rohAA aa 


ready to be moulded 


by the foot 









HERE'S HOW IT’S DONE 


Weight at ball A and heel (8B 
forces temporarily softened plastic 
up under arches C, forming an 
individually balanced walking base 
as the plastic solidifies. Can be 
remoulded whenever desired. 











een “Featherlight!” 


styles... both low .. 
and Cuban heeled mniy 14 ounce 






. Ueto einel 


* . ww S os * ~ « = 


DEERS 


SHOES YOUR flay SHOES THIS SEAS 


NOTHER great sports shoe season is almost here. To alert shoe 

merchants from coast to coast that means “DUNDEER TIME!” 
If you already know DUNDEERS, ’nuff said. If not, now’s the time 
to find out! Let us show you why DUNDEERS:’ exclusive hand- 
laced, “featherlight” construction makes them favorites year after 
year, leaders in their field. Ask the man who sells them. Plan now 
to reap extra profits this season with “The Sports Shoes of Stars!” 
Get in touch with your International Shoe representative or write 


DUNDEER DEPARTMENT, 


International Shoe Company 









Saint Louis 





7 ] a 
oak 


NATIONALLY ADVERTISED in “ Motion Picture,” 





“Hollywood,” “Screen Book,” and “Movie Story” Magazines 
= . ‘ a 


Free! Displays 


@ NEWSPAPER MATS 





wack Laced! io 
clusive featur “s 


DUNDEERS ore @ FOLDERS 


7 org . 

different: . > to help increase your sales! 
» 
™ 








PENNANT 


SHOE COMPANY 


Division of International Shoe Co., St. Louis 


Again in 1939, Pennant offers you a line 
that has what it takes..outstanding from 
every angle. Be sure to see it early! 


January 3, 4, 5and 6, 1939 
STEVENS HOTEL 





LEE JOHNSON 

MARC GAUTIER 

W. F. HEATON 

j. H. REINHART 
* 
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Newark—Battleground of Shoe Retailing 


[CONTINUED FROM PAGE 105] 


of Newark’s other department stores, 
is in the $5.00 and $6.50 price groups, 
with lower-priced shoes carried to com- 
pete with the chain stores and with 
higher-priced shoes carried to take 
eare of the advanced style-conscious 
groups. 

In Newark the $3.98 price group and 
lower is chiefly taken care of by the 
large chain organizations (Beck, Kitty 
Kelly, Wise, Thom McAn, etc.), with 
little competition from the indepen- 
dents. 

The independent shoe stores, of 
which there are 25 in downtown 
Newark, concentrate on shoes above 
the $3.98 grade and yet are able to 
compete successfully with the large de- 
partment store business through good 
salesmanship and extra service to the 
customer. Their clientele is well as- 
sured by careful fitting, personality of 
the owner and agreeable service. Their 
business is mostly in the $5.00 to $8.00 
grades and their customers are numer- 
ous among those who appreciate good 
shoemaking. 

So far this Fall most Newark stores 
have found business fairly good and 
enly about 8 to 15 per cent short of 
1937’s Fall sales. It is also satisfying 
to note that many stores have found 
business this Fall stronger in the $6.50 
field than formerly, showing that 
people are willing to pay for better 
styling and increased comfort and wear 
if they have the money. 

This Fall, Newark merchants co- 
operated in an experiment in Wednes- 
day “Open House Nights” as a stimu- 
lus to business and there is a possi- 
bility of its continuance after the holi- 
days. It is believed that if the stores 
stay open one night a week, it not only 
increases shipping from Newark 
proper, but also brings a large amount 
of automobile traffic from the adjacent 
towns which would ordinarily find it 
inconvenient to shop in Newark dur- 
ing the regular daytime hours. Start- 
ing out “as a shot in the dark,” 
Newark’s Festival of “Open House 


» Nights” became a shot in the arm. 


There is good spirit between mer- 
chants—and this friendliness has been 
increased by the organization of the 
Newark Shoe Retailers Association 
| which meets monthly. 


Conclusions on the downtown trad- 
ing area of Newark: 

_ The price $3.98 seems to be the divid- 
ing line between chain and independent 
_ operation. 

Below $3.98—mostly chains, located 
in best location on busiest streets (Mar- 
ket and Broad), pay highest rents, do 
most advertising. 

Between $3.98 and $5.00—sort of a 
“no man’s land” with little business 
nd little effective promotion. 

Over $5.00 the independent retailer 

the department store play a real 


part. The best common price level in 
the upper field is at $6.50 in women’s 
shoes. 

At this period in Newark, chains 
seem to be approaching a saturation 
point—while independent stores have 
been increasing in recent years, espe- 
cially smaller stores. Many blame 
chains for driving independents out of 
business—partly true, for it is hard to 
compete with cash and buying power, 
but independents have always had a 
high mortality rate due to poor manage- 
ment, lack of capital, etc. 

Chain store competition has con- 
tributed to a more efficient retailing 
system, setting up standards of econ- 
omy which have compelled competing 
stores to fall in line, to modernize, to 
reduce inventory and to study “price 
appeal.” Indirectly the chains have con- 
tributed to a more efficient type of re- 


tail outlet by providing a training~ 


ground for independent merchants. 
Many efficient and successful indepen- 
dent retailers of today have served 
their apprenticeship in chain stores. 

Is there a changing pattern of re- 
tailing? Let’s look at a national mea- 
suring stick: 

In general, the effect of the depres- 
sion was to increase both percentage of 
stores and percentage of business done 
by small-scale retailers and to reduce 
the percentage of stores and percen- 
tage of business for large-scale stores. 
Retail stores with sales of $10,000 an- 
nually or less accounted for 11 per 
cent of all retail sales, while 60 per 
cent of all stores fell in this group in 
1935 (an increase from 6 per cent of 
all business and less than 44 per cent 
of all stores in 1929). 


Professor Paul H. Nystrom of Colum- 
bia University recently stated that 
chains were rapidly approaching. a 
limit or saturation point by the close 
of the last decade (following a very 
rapid and spectacular rise during the 
post-war era). 

Like the chains, department stores 
have shown a remarkable ability to ad- 
just themselves to depression condi- 
tions. They are essentially large-scale 
units, relatively few in number. Their 
percentage of sales increased during 
the depression, but has fallen off slight- 
there is a tendency for costs to increase 
as sales volume increases. 

The most significant change in the 
department store field is the tendency 
away from specialization and the de- 
velopment of the old general-store con- 
cept (department stores selling every- 
thing from clothing to groceries and 
automobile tires). Spread out to get as 
much of the customer’s dollar as pos- 
sible is the growing philosophy of the 
big store. The feeling is “our cus- 
tomers”—can we hold our audience by 
headlines every day—so that the chains 

[TURN TO PAGE 252, PLEASE] 


[185] 





. A. Klein, 


Who's Who in Downtown Newark 
. Morris Greenberg, proprietor, Walk- 


Over (W) 


. Enna Jettick (W) 
y* 7 Funk, buyer, Funk & Sutphin 


(W) 
. Thom McAn (M and boys) 
. Thomas Guthrie & Son, Custom 


Shoe Maker 


. John Ward (M) 

. London Character Shoe (M) 
. Regal (M) 

. Florsheim Shoe (M) 


I. Hausman, prop., Hausman (M & 
W) 3 Newark Stores 


. Mr. Edelstein, mgr., New Jersey 


Shoe Market (M) 


. Mr. Peck, prop., Peck’s Cancellation 


Shoes (M) 


. Adler Shoes (M) 
. Ken’s Shoes (M and boys) 
. Thom McAn (M and boys) 
. Hausman Shoes (M & W) 
. Tom, Dick & Harry (M and boys) 
. Father & Son (M and boys) 
. Hanover Shoe (M) 
20. Beck Hazzard Shoe (M) 
. Adler Shoes (M) 
. W. L. Douglas (M & W) 
23. Hanover Shoe (M and boys) 
24. Rival Shoe (M) 
. Thom McAn (M and boys) 
. Frank Tod (M and boys) 
27. Herman Goldstein, prop., Famous 


Comfort Shoes (M & W) 


28. Page’s Shoes (W) 
29. National Shoes (W) 
. Miles Shoes (W) 
31. Birk’s Footwear (W) 
32. L. Bamberger & Co., Dept. Store 


(MW &C 


) 
33. Ohrbach’s o-. Store (W) 
. Wise Shoe (W) 
. A. S. Beck (W) 
36. Kitty Kelly (W) 
37. Tom, Dick & Harry (M and boys) 
38. Bentley Shoes (W) 
39. Forsythe Shoes (W) 
. Samuel Elfin, prop., Elfin’s Arch Aid 


Shoe Shop (W) 


. Nettleton Shoes (M) 
. Samuel 


Liebowitz, prop., Beaux 


Shoes (W) 


. Ray’s Cancellation Shoes, Inc. (W) 
. Kresge Department Store (M W 
& C) 


. Foot Saver Shoes (W) 
. A. Bluck & L. Patterson, props., Dr. 


Scholl’s, Queen Quality Shoes 
) 


(W 


. Maurice King, prop., Comfort Shoe 


Shop (M & W) 


. Mr. Manz, prop., Dr. Scholl’s Foot 


Comfort Shop (W) 


9. Eleanor Klein, prop., Weiner’s Shoes 
W & C) 


( 
. Burt’s Shoes (W) 
. A. Blonder, prop., Red Cross Shoes 


(W) 


prop., Arnold’s Shoes, 


Inc. (W) 


. Hearn’s Dept. Store (W) 
54. Cantilever Shoes (W) 
M 


Lavine, prop., Walk-Rite 


Juvenile Shoes (C) 


. Arch Preserver Shoes (M & W) 
. Hahn 


& Co., Store 


(M W & C) 


Department 


58. H. A. Hall, prop., Hall’s Shoes, Inc. 


(M & W) 


. Page’s Shoes (W) ; 
60. A. J. Stillman, prop., Wilbur Coon 


Shoes (M & W) 
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ACCESSORIES PROMOTION 


Aa article based on an interview with Jean V. Petteboue, 


Fashion Editer fer Columbia Pictures, Hollywood 


The newest in costume jewelry are 
these suede nuggets created especially 


with semi-precious stones and 

strung on a gold kidskin thong is a 

perfect accompaniment to the sport 
costume worn by Rita Hayworth. 


Fay Wray (Columbia’s star) uses 

black suede shoes, bag, belt and 

gloves to accent the jacket of crepe 
and patent. Casa De Alma. 


by HARRY RK. TERHUNE 


BBUSY women ... fashion-wise shoe men . . . both, 
keenly aware of the tremendous importance of related 
accessories, have revolutionized retail shoe selling. 

Take the angle of the busy woman, whether she be 
housewife or business woman, well-to-do or in moderate 
circumstances, she will want co-ordinated accessories. 
She will want matched or harmonizing hosiery, bag, 
helt and even jewelry to go with the newly purchased 
shoes. If she can select them all at once with the shoes 
so much the better. She saves time in shopping around 
and she is assured of a costume that is correct in every 
detail. 

For these reasons the shoe man has changed his erst- 
while hosiery counter into a full-fledged accessory de- 
partment. 

Hollywood women are excellent examples of the 
busy woman who has neither time nor inclination to 
shop all over town for her co-ordinated accessories. 
With a complete change of method in selecting their 
ensembles, these women prefer buying all their acces- 
sories in one shop. 
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Means 


PROFIT for Shoe Stores 


The Modern Busy Woman Prefers to Buy All Her Accessories at 
One Time and in One Place. The Shoe Man Can Help Her to Do 
This by Assembling Hand Bags, Gloves, Belts, Jewelry and Hats 
That Harmonize with Shoes in Colors, Patterns and Materials 


Shoes, bag and gloves, all of Postman 

Blue, are an exact match in pattern 

and material, as worn by Rita Hay- 

worth with a beige dress. California 
Accessories. 


Accessories are of such importance that a woman 
will select her shoes first, then her bag, belt and other 
items, with the frock as the last consideration. Previ- 
ously the dress came first in importance, followed by 
the hat. Only after these had been bought did she think 
of her shoes, bag, etc. 

The shoeman who has assembled his accessories with 
this change in mind helps his patron to get a complete 
picture of herself from his selections. In so doing, 
he greatly increases the importance and acceptance 
of his shoe stock in the minds of his patrons. 

Matching accessories means getting the same color 
tones, the same pattern treatments, the same materials. 
Correlated accessories are now most important from a 
fashion and a shoe merchandising standpoint. 


FFEW shoes are now in the utility class. With shoes 
as the main accessory item, the other co-ordinated items 
are definitely selected from a related fashion, not 
utilitarian, angle. 


Fay Wray (appearing in Columbia's 

“International Spy”) accents a simple 

black dress with a belt and bag of 

wine-colored antelope studded with 

silver nailheads and a hat in coordi- 

nated colors. Accessories from Casa 
De Alma, Los Angeles. 


A hand bag was formerly just a catchall for car- 
fare, lipstick, samples, memos, etc. Now it is definitely 
tied up to shoe fashions. 

In Rita Hayworth’s accessories (pictured here) is a 
tie-up between the gold kidskin trim on the shoes, bag, 
belt, gloves and hat. Even her daisy pin is made of 
gold kidskin. 


SHOE men are approaching this accessory develop- 
ment with open minds. They are not turning their 
stores and departments into lavish displays of all kinds 
of accessory items by any means. Jewelry is of the 
simple sort for sports, although developments in this 
new leather jewelry have opened a wide field for this 
most popular novelty. Some stores carry a few casual 
hats, mostly of suedes; they are far from trying to do 
a millinery job. Gloves have been steadily gaining 
acceptance in shoe stores for several years, while 
hosiery, bags and belts are well established in the ma- 
jority of shoe stores and departments. 
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Check These Advantages: 


NEW CUSTOMERS 


V 


ADDITIONAL BUSINESS 


V 


ADDITIONAL PROFIT 


V 


ADDITIONAL PRESTIGE 


V 


INCREASED 
TRADING AREA 
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WITH a genuine feeling of encouragement throughout 
the country toward business improvement, thousands of 
shoe retailers will lay plans for modernizing their estab- 
lishments. The timely question is not whether one should 
modernize but how one should modernize. 

What are the essentials for the shoe store of tomorrow ? 
The influx of new materials, plus the rapidity of scientific 
progress on technical phases of building, has been such 
that even store designing experts find themselves pressed 
to keep up with the potentialities of the shoe store of 
tomorrow. 
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Above—A study for the smaller store. The long narrow 

room has been broken up by horizontal line and the 

fitting mirrors dominate the side of the room. The 

change in flooring permits a variation in color scheme. 

TUustration on page 189 shows modern store interior of 
Southwood, Inc., Portland, Ore. 


With this in mind, let’s discuss some of the things one 
may find in tomorrow’s shoe store. For many years we 
have thought of fixtures only in terms of wood, either 
natural finish or enameled. Today there are many prod- 
ucts easily applied to wallboard or plywood that are far 
superior to wood in obtaining desired effects. For ex- 
ample such things as heavy “fabric” wailpapers, fabri- 
coid, real leather, and even mirrors. 

Strange to say, the cost of many of these most interest- 
ing materials is even less than wood. We have only begun 
to scratch the surface on the possibilities of plastics. To- 
morrow’s shoe stores will therefore be entirely different 
to the eye and in their merchandising ability. 

One of the main considerations in display is the drama- 
tization of the article. Lighting from overhead fixtures 
and from the sides has been developed nicely. Why not 
dramatize the shoe by placing it on an illuminated floor 

. with at least certain areas illuminated? The develop- 
ment of glass permits dance floors to be illuminated. Why 
not the standing space before fitting mirrors? 

Shoe stores are like human beings in the necessity of 
keeping them refreshed by color changes. The store of 
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Practical Pointers for Merchants, 
Based Upon the Actual Experience 
eof an Expert in Planning and Design- 
ing Up-to-Date Retail Establishments 


Above right—A secondary section can be used to break 
a wc * antag room, allowing transition of color. Be- 
low—Many modern tendencies are illustrateed here— 
direct lenses for lighting, concealed wrapping station. 
treatment of a column with display and mirrors. 


heehee kriehe een) 


ee 


by GENE BURKE 
Of Burke & Kober, Store Counsellors, 
Los Angeles, Calif. 


tomorrow will take into consideration specific surfaces 
in the interior, as well as the show windows where such 

areas can be changed or repainted seasonally. 
If the store management studies the matter from the 
[TURN TO PAGE 196, PLEASE] 
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Better Fitting — Better Selling 


NORMAL FEET —— All Same Length Ge i 


l] I] I\ 


Only the Brannock Foot Measurer gives perfect Nal sabihits fitting 


In a season of new lasts, shorter wood, rocker 
bottoms and new ideas in uppers—elasticated and 
banded—every shoe store is faced with the prob- 
lem of new fitting values. Every foot must there- 
fore be measured to insure true fitting. The BRAN- 
NOCK FOOT MEASURE makes correct fitting of 
shoes a scientific certainty because heel to ball mea- 
surement is a vital necessity in the new shoes as 


well as all shoes. 


Since 1927 over 30,000 of our measuring devices 
have been adopted by merchants and manufac- 
turers in this country and abroad. 


INSTALL THE BRANNOCK FOOT- 
MEASURING SYSTEM AND INCREASE 
([ ORRECT fitting of children’s shoes is now possible 


through the use of the BRANNOCK JUVENILE FIT- SALES, REPEATS AND PROFITS. 


TING DEVICE for children, designed exclusively for service 
to children. It is possible to measure from baby’s Size 0 to 
misses’ size 3. It is a scientific device, interesting to chil- 
dren and a sales-maker because of its mechanical appeal. 


The BRANNOCK FITTING DEVICE in the adult and juve- 
nile models illustrated here, provides scientifically accurate 
fitting for all feet. Takes only a fraction of time used in 
ordinary fitting .. . a definite assurance to the customer of 
comfort and satisfaction ... with inevitable repeat business. 


Regular Price—either Junior or Adult Models One Device 
$12.50; Two Devices or more $10 each. Order your device 
from your shoe manufacturer at special cooperative price. 
If you are a manufacturer, write for our cooperative plan. 


THE BRANNOCK DEVICE CO. 


427 SOUTH SALINA STREET SYRACUSE, N. Y. 
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1-~LONYMA FoR FOOTWEAR 


IMPRESSIVE DISPLAYS 


WITH SALES-MAKING FAIRY FORMS 


At the Shoe Fair you will see the style creations of the most famous 
Grassoun-Gro shoe designers — and many of them will be displayed on Fairy Forms 


er-Tes because only Fairy Forms can present them to the best advantage. 


You, too, can best present your style selections with Fairy Forms. 
Shoes displayed on Fairy Forms have a compelling sales appeal. They 
are life-like and command the attention of shoppers. 


Regardless of the styles you select, there are Fairy Forms designed 
to display them and to sell them. In your show windows, on counters, in 
the shoe department and in every other available space display your 
shoes — dramatize their sales features. You can do it with Fairy Forms. 


There are Tu-Toe and Twinkle Toe forms for open toe styles, AnkleHi 
forms for pumps and street shoes and numerous other forms for every 
style of footwear. And don’t overlook the opportunity for greatly in- 


creased hosiery sales with the popular Glamour-Glo hosiery form. 


Anxieli 
Know the complete line of Fairy Forms for shoe and hosiery 


displays. Mail the coupon for complete details. 


SHOE FORM CO. INC., Dept. BS-12 
Auburn, N. Y. 


SHOE ForM Co INC. Please rush full information and prices on the complete line of Fairy 
9 Form Shoe and Hosiery Displays. 
Auburn, N. Y. DN ahi tain ieieonin 


Individual _ Title or Dept 
SCs eee State 





SELECTED from a large number of photographs of 
new store interiors, the photographs on these pages are 
representative of some of the most interesting trends of 
today in shoe store design and equipment. Three of them 
are from Florida, a state that has witnessed a very 
interesting development in store modernization in re- 
cent years, and the fourth from Dallas, Tex., one of the 
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up-and-coming retail centers of the vigorous, thriving 
Southwest. 

Of special significance is the important place given 
to interior display in all of these newly designed retail 
shoe establishments. Observe, for example, the large 
brilliantly illuminated display cases in the Queen Qual- 
ity Shoe Department of the A. Harris Company store 


Photograph at top of this page shows 
the interior of Hatch’s store at West 
Palm Beach, Florida. This photo and 
the one of A. Harris shoe department, 
Dallas, on the right hand page, are 
reproduced by courtesy of Grand 
Rapids Store Equipment Co. and the 
Brower Furniture Co., who supplied, 
respectively, the interior work and 
furniture. 


Photo at left shows the men’s shoe de- 
partment in the recently remodeled 
store of Burdine’s, in Miami. 
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MODERN TRENDS 
IN 
DESIGN AND 


FURNISHINGS 


At the right, the new Sunhine Fashion 


shoe department for men’s high 
style footwear at Burdine’s, Miami, Fla. 


at Dallas and the attractive circular display niches on 
the walls of the Hatch store, at West Palm Beach, Fla. 
An equally important place is given to display in the 
remodeled shoe departments at Burdine’s, in Miami, 
particularly the third floor shoe department where 
women’s high style footwear is carried. 

With the remodeling of the Burdine store completed 
and the new addition added, this famous Miami depart- 
ment finds itself in a new location. Still on the third 
floor, it is now close to millinery and ready-to-wear. 
The new store is streamlined from top to bottom. Inno- 
vations in lighting are one of the interesting features. 


And as for color, it is impossible to describe the general 
scheme. On one floor alone it is said that 30 shades 
have been used in walls and ceiling. They have been 
used much as an artist prepares @ backdrop, and each 
color is brought out by direct or indirect lighting so as 
to present the perfect background for the merchandise 
to be displayed. Eleanor LeMaire was the designer and 
decorator. 

The Sunshine Fashion shoe department, as the photo- 
Walls are of light blue; floor 
A great circular frosted dome 
[TURN TO PAGE 230, PLEASE} 


graph shows, is circular. 
covering in Dubonnet. 


At the left, modern and 

attractive interior of the 

Queen Quality shoe de- 

ment in the store of 

A. Harris Company. Dal- 
las, Texas. 





ea 
We'll 
Be Seeing You 
At the Show 
In 





C, y} l cago 
At the | 
STEVENS 
Room 1355A 


The latchstring will be out! There'll 
be a warm welcome within . . . and 
Labels ... Labels . . . Labels... 
everywhere. Labels of unusual design 
and appealing colors, smart as next 
year’s shoes . . . new as tomorrow’s 
minted money! The culmination of 
64 years of leadership in the design 
and production of shoe-carton labels. 
If you can’t get to the show, you can 
still see the labels we exhibited there. 


There’s a package of them here wait- 
ing for you. 

Send for them; study them carefully 
and see if there isn’t something there 
that you really want. Any of the de- 
signs can be adapted to your needs, 
or, if you have your own idea for a 
new label, just tell us about it, and 
we'll be glad to make up sketches 
for you. 


Samples and sketches cost you noth- 
ing. 


1 UNIVERSITY ROAD, CAMBRIDGE, MASS. 


For 64 years the largest producers ° 
of shoe-carton labels in the U. S. 


ee eee 
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Shoe Stores for Tomorrow 


[CONTINUED FROM PAGE 191] 


standpoint of money spent, it will be 
amazed to see that considerable paint- 
ing could be done four times a year for 
a cost that would be relatively small 
when compared to some other forms 
of advertising. 

The store of tomorrow will take into 
consideration human psychology with 
reference to privacy and learn that in 
selling even an inexpensive shoe pri- 
vacy is essential. This can be readily 
accomplished without cutting down fit- 
ting areas. The orthodox shoe store 
chair arrangement is to line the chairs 
up like soldiers. Screens between afford 
at least some privacy. Stores which 
have been rearranged with this in mind 
have increased their selling efficiency 
materially. 

The store of tomorrow will capitalize 
on interior “atmosphere” in separating 
the selling area into shops for sport 
shoes, formal types, corrective shoes, 
etc. The latitude allowed for modern 
design permits such freedom of expres- 


| sion that a floor might easily be divided 
| without destroying the all important 
| aspect of spaciousness. 
shoe store of today overstresses the 


The average 


necessity for expanse to the extent 
where far too many look “barny”. 

This modernization job should not be 
looked on as a major operation which 
must be started and finished all at 
once. The sane way for an establish- 
ment which needs a complete change is 
first to have a “mother” plan of oper- 
ation mapped out. This plan can be 
divided on a one, two or three-year 
basis. Modernization can _ proceed 
piecemeal if necessary, so that eventu- 
ally the entire store will be completed 
according to the plan originally worked 
out. Unless a “mother” plan of opera- 
tion is in force and adhered to, best 
results will not be obtained. 

The Dos and Don’ts the merchant 
must consider in a modernization pro- 
gram can be lined up as follows: 


THE DOS 


Do select trained men to design your 
store. Their ability will have untold 
effect in dollars and cents. Their train- 
ing should be in merchandising as well 
as a background in contemporary archi- 
tecture. 

Do remember your store front is like 
the suit you are wearing—it creates 
the initial impression. This means that 
if you live in Anytown, don’t copy 
Fifth Avenue clothes. Also, unless you 
are located in Santa Anita, don’t dress 
like a race horse. A front may have 
eye appeal, but it may be the wrong 
kind of eye appeal. Red glass attracts 
the eye, but is not necessarily a good 
color for a shoe store front. 

Do consider your location. Have some 
consideration for your neighbors. Con- 
sider the general architecture of the 
building. 

Do consider the type of store you 


have. High bulkheads may be satis- 
factory for high-priced merchandise, 
but they do not give the opportunity 
for broadside displays that lower bulk- 
heads afford. 

Do select enduring materials. Many 
times we are too impressed with a 
material before it has stood weathering 
tests. Avoid marbles that blush quickly, 
metals that easily tarnish and woods 
that fade. 

Do consider psychological problems. 
If one were to ask the most important 
consideration in store planning, I 
would answer a knowledge of human 
psychology. For example—one inter- 
esting feature display is worth a dozen 
important ones for the reason that the 
human eye grasps only one thing at a 
time, and yet, how seldom is this im- 
portant fact considered in stores? This 
is not implying that there should not 
be as much display space as possible, 
but some should be featured. 

Do keep the design simple. Remem- 
ber your store is only a background to 
sell merchandise . . . the architectural 
background is secondary. 


THE DON’TS 


Don’t try and build a monument to 
posterity. Realty engineers tell us that 
seven years should be about the life of 
your store. We are living in a rapidly 
changing world, so don’t be sold on the 
“store to last a lifetime.” 

Don’t forget that sometimes a thing 
too large defeats its own purpose. For 
example medium sized letters may be 
much more visible on a sign than huge 
letters. 

Don’t forget that fresh appearance is 
an important item. The public tires of 
even the best. The finest wood in the 
world is not as good a display setting 
as a background that can be changed. 
This is not only important in show 
windows but in the interior as well. 
Provide locations for changeable panels 
-—some stores even paint certain areas 
with seasonal changes. 

Don’t start a program you can’t 
finish. If funds are not available to 
carry a job to a successful conclusion, 
wait a while. Nothing looks worse by 
contrast than a half-baked job. 

Don’t forget to keep your colors neu- 
tral. High-class shoes do not look well 
on a loud carpet. A job can be just as 
effective in neutral colors. 

Don’t spend all your money on a 
store front. The public doesn’t like to 
be built up for an awful let-down when 
they walk into an interior. 

Don’t skimp on lighting. The use of 
so-called controlled lighting has _re- 
placed the luminaire, giving you the 
maximum amount of light and costing 
no more. Total indirect lighting will 
shortly become as old-fashioned as a 
button shoe. It is costly and requires 
constant maintenance. 

Don’t fail to consider the customer’s 


[TURN TO PAGE 252, PLEASE] 
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» Message TO MERCHANTS WHO WANT TO MAKE 
THEIR HA Message v0 DEPARTMENTS {fy IN 1939. . 


cading DBAGS 
A New Name for a QUALITY AND 


STYLE LINE at $1.00. 





To be featured in NATIONAL advertising that makes 
you independent of CUT-PRICE COMPETITION. 


BACKED BY THE 8-YEAR OLD ELANBEE PLAN 
now operating successfully in 500 departments. A 
completely co-ordinated sales program for profitable 
merchandising with an array of DEALER SALES HELPS 
never before available in dollar handbags. 


THE FIRST es lady AD APPEARS IN LADIES’ HOME JOURNAL FOR MARCH 
HERE ARE rt Highlights 


or THE ELANBEE PLAN 


Assures you a guaranteed profit on every sale the year around 
witbout investment. 





No transportation costs, buying expenses, mark-downs or seasonal 
carry overs. 


The smartest line of dollar handbags in your city. 


Quality merchandise for $1.00. Looks like much more. Worth every 
penny of difference over cheaper bags. 


The First showing of new merchandise every season. 

National Advertising in leading publications. 

Window and counter cards tied up with this National Advertising. 
Newspaper mat service, mailing lists. 


Style bulletins and other important point-of-sale helps. 


WRITE FOR MORE DETAILS TODAY 


ELANBEE SALES CO.% 


* Trade-mark Registered U. S. Pat. Office. 19 EAST 22nd STREET, NEW YORK 














Two 
OUTSTANDING 
PRODUCTS 


erello 


FABRIC 
DYES 


© Non streaking 

@ Self leveling 

@ 120 Rich deep colors 

@ Dyes satin—cotton—and 
linen 


Color card on request 


SILVER KID 
CREME 


© Easy to apply 

@ Spreads smoothly 

@ Clings to the leather 

© Repairs scars 

@ Produces a bright 
finish 

Packaged attractively —a 


seasonable 50¢ retailer. 
*,, Also made for gold kid. 


Manufacturers of complete lines of “Cinder- 
ella” Shoe Dressings—“One White” Line in 10 
popular forms—Shu Trees—“Vixene” water- 
proofing. 


EVERETT & BARRON CO. 


PROVIDENCE, R. i. TORONTO, CAN. 
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=m ARROWSMEFH> 
“FOOT-O-PRINT” 


This appliance is a great aid to the shoe dealer and a 
time saver in indicating at a glance the proper shoe for the 
customer’s foot. Especially is this so in the fitting of shoes 
on feet that are afflicted with weak arches, flat-foot, bun- 
ions, ete. 

It makes an exact picture of the bottom of the customer’s 
foot and shows “Ball to Heel” and “Toe to Heel” measure- 
ment. The customer appreciates the up-to-dateness of this 
fitting method because it convinces the most skeptical re- 
garding the need of correct footwear. 


The process of taking the impression is not a compli- 
cated one, but is so simple and quick that the result obtained 
is a surprise to the customer and a pleasure to the clerk. 


Each sheet upon which the “Foot-O-Print” is made con- 
tains an illustrative explanation as well as a place for fill- 
ing in the customer’s name, address, style, etc., and becomes 
a valuable record for filing away as future reference. 
500 sheets are supplied with each “Foot-O-Print” machine. 


Price, $10.00, including 500 sheets 
Additional sheets $3.50 per thousand 
SHOE SUNDRIES INC. 

219 W. Chicago Ave. Chicago, Ill. 


Exclusive Distributors of Dr. Wood and Arrowsmith Foot 
Appliances and Remedies. 











DON’T LOSE ay 
YOUR HEAD ~ 
over that Surplus Stock 


Turn to the CLASSIFIED PAGES for 
Purchasers. 


Sixteen years’ continued use of “WANTED TO 
PURCHASE” space is the record for one of our ad- 


BOOT AND SHOE RECORDER 
Classified Advertising Dept. 
239 W. 39th St.. New York, N. Y. 














BOOT anv SHOE RECORDER, December 24, 1938 


AIR CONDITIONING 
IN THE SHOE STORE 


by ANNE R. DAVID 


THE question, “Air conditioning, yes or no?” is 
graduaily being replaced, in the minds of most retail- 
ers, by the more significant question, “Air conditioning, 
now or later?” It is generally conceded by the great 
majority of merchants that air conditioning is becom- 
ing for the retailer a necessary part of his selling 
equipment—as necessary, almost, as his shelves and 
fitting stools. 

The wide-awake retailer is not slow to realize the 
benefits to be derived from a carefully regulated atmos- 
phere. He knows that very few attractions which he 
can offer will be as inviting to prospective customers 
on an unbearably hot day as the prospect of an oppor- 
tunity to cool off in pleasant surroundings. 

If he can get the people into his store, the merchant’s 
most difficult task is at once made easier. Selling 
them when they have a few moments’ leisure time, and 
when they are loath to leave the store is a simpler 
matter than selling them, even when they are in the 
market for his type of merchandise, under uncomfor- 
tably hot conditions. To look into the matter further, 
customers as a whole are not ungrateful to the retailer 
for his attempts to make their shopping more pleasant. 
A merchant who provides comfortable conditions for 
his customers will find their approval, for the most 
part, expressed in a greater willingness to buy, pro- 
vided he has the right merchandise at the right price. 

Nor is the alert merchant blind to the value of a 
comfortable and energetic sales force. Energy and 
enthusiasm go hand in hand, and it is a truism that 
enthusiastic salespeople make for enthusiastic, easier- 
to-please customers. 

A store modernization survey containing the ques- 
tion, “Have you given any serious thought to air con- 
ditioning, and if so, what are your reactions?” was 
sent out recently by Boot anp SHoe Recorper. One 
hundred sixty-eight shoe retailers replied to the ques- 
tion. Out of the 168 retailers, 83 had already installed 
an air conditioning system or intended to do so within 
a specific period of less than a year from the date of 
answering the questionnaire; 85 had not yet installed 
one of these systems, were definitely opposed to it, or 
were waiting for a period of more than a year before 
installation. The number of retailers definitely opposed 
to installing an air conditioning unit was extremely 
small, and their opposition was based more on the 
expense of installation than upon any inherent dis- 
advantages of the system itself. 

Let us look at some of the replies to this question 
and, first, at the favorable replies: 

A New York store wrote, “We might add, however, 
that the Men’s Shop on the lower floor together with 

‘(TURN TO PAGE 250, PLEASE! 














SHOES BY I. MILLER, CHICAGO 


Here's Sparkle and Life 
por Shoe Windows - - 


A "natural" for modern, streamlined dis- 
plays! Crystal clear Lucite gives new high- 
light effects . . . has made it possible to pro- 
duce ultra - modern designs economically 
and lends a brilliant new note to shoe 


windows. 


Light, practically unbreakable and versa- 
tility: are outstanding features of the new 
line of exquisitely styled Adler-Jones Lucite 
fixtures . . . but see these beautiful fixtures 
for yourself at the National Shoe Fair 
(Booths 15 and 16, mezzanine floor, Stevens 
Hotel), or write for our free illustrated cata- 
log. Write today! 


ADLER-JONES 


DISPLAY DESIGNERS 
521 S. WABASH AVENUE, CHICAGO 
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TO YIELDA 


PROFIT ¢ 


e- 
silored —_— 


fas of ear 
: ret footw 
coupled — 


White 
Tisard Cov 
¢ 


OUR FECL 


funn orice THE IRVING DREW CORPORATION PORTSMOUTH, OHIO 
| Room 743, Martridee Bide Morrison Hotel, Room 647 
47 W. 34th Street, New York, N. Y. Chicago, Til. 
N. J. Levy, Manager Barney Coens, Representative 





——— Investigate the DREW ARCH REST Proposition and see the Complete Line of Samples ————— 
== at the Stevens Hotel, National Shoe Fair, Chicago, Room No. 752, January 3, 4, 5, 6. 
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FEATURE FOOTWEAR : 
Opens New Fields of Enterprise 


Amazing Evolution from Comfort Shoes of a Generation Ago 


CONSIDER for a brief space the so-called “comfort 
shoe” of not much more than a short generation ago, 
and the more aptly-named “Feature shoe” of today. 
People of that day and age entered their forties with 
a bumper crop of corns and bunions which could not 
be plowed under; whereupon they graduated to old 
ladies’ and old gents’ shoes, made of soft leather, with 
a huge bump at the inner ball point, bearing more than 
a vague resemblance to the casing of a ball and socket 
joint. That was the bunion shoe and for years it stood 
as the pinnacle of achievement in man’s groping toward 
foot comfort. 


THEN came the revolution. Hardy pioneers in the 
shoe manufacturing field forgot their overhead for a 
time and began to study feet. They quickly learned 
the functions of that section of the human body. They 
correctly sensed the intimate connection between bodily 
health and foot health—between bodily comfort and 
foot comfort. They accurately evaluated the relative 
importance of the different parts of the foot. And then 
things happened. 

With the conduct of this revolution we need have 
little concern. With its net result we are very much 
concerned because from it came the feature shoe with 
in-built comfort and foot health; and a minor host of 
other devices sold separately for use in shoes not pos- 
sessing these features—all designed to do a job of cre- 
ating comfort where comfort previously had been con- 
spicuous by its absence—and all resulting, as many 
merchants will testify, to an increase in sales and profits. 

The manufacturers, in recent years, have gone even 
farther, and have introduced many of these features— 
certainly all the essential ones—into shoes undeniably 
stylish and, unlike women’s hats, undeniably beautiful. 


A QUICK listing of these features sums up about like 
this: 

There is the elongated heel which has for its purpose 
transferring some of the weight from a weakened longi- 
tudinal arch to the rear part of the foot; the wedged 
heel, to correct pronation; and various refinements of 
the wedge idea which accomplish the same purpose; the 
cupped heel seat, a depression shaped to allow the heel 
to rest more comfortably; the built-in heel cushion of 
sponge rubber or other substance, which absorbs the 
shocks incidental to walking and is a blessing to those 
thousands who, having either an injury in that part of 


the foot or a displaced bone, must needs tread lightly: 
and, finally, there is the heel cushion which can be 
bought separately and sold as a separate item of mer- 
chandise—a plus sale. 

For weakened longitudinal arches there are the built- 
in longitudinal arch support and those which, like the 
heel pad, can and are sold separately, fitted into the 
shoe and then adjusted to the customer’s foot; and 
there are the so-called cushion innersoles, built-in and 
separate. These, perhaps, should not be classed as 
arch support features—certainly not in the sense that 
the in-built wide metal arch is so classified—because. 
while they do give slight support, their chief use is to 
give somewhat of that feeling experienced when walk- 
ing barefoot on soft ground. They are preeminently a 
comfort feature, rather than a corrective. 


FOR weakened metatarsal structures there is the built. 
in “button,” some of heavy felt, some of rubber, some 
of other substances. Properly fitted, a shoe so equipped 
will give support at exactly the right point—just back 
of the metatarsal heads. For shoes not so equipped 
there are many makes of metatarsal buttons which can 
be attached in the shoe at the time of sale. When the 
damage to the structure of this arch is severe and the 
degree of support must be stepped up, there are meta- 
tarsal supports of rubber which are attached to an elas- 
tic bandage by which they are held in place. Most of 
these have the rubber covered with leather. 

Finally, and this might well have been included in 
the paragraph dealing with longitudinal arch supports, 
there are the orthopedic counter and the moulded inner- 
sole. This former is so familiar as to need no descrip- 
tion and the job it does in giving instep support is 
equally well known. Its progress and its acceptance by 
the public is the most convincing evidence of the ser- 
vice it renders. The molded innersole is based on the 
fact that the ball of the foot, while itself not flat, never- 
theless is expected to adapt itself to the smooth flatness 
of the inside of the shoe—in other words, the innersole. 
Therefore, if this innersole can be more nearly shaped 
to follow the contour of the ball of the foot, greater 
comfort and foot ease will be achieved. 

It will be noted by the observing reader that these 
devices fall into two distinct categories. The first of 
these is comprised of those which give comfort; the 
second is made up of those designed actively to correct 

[TURN TO PAGE 206, PLEASE] 
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We say to shoe merchants—never forget that you are the most important link 
in the chain of shoe distribution—that your knowledge of feet and of shoes 
is your priceless asset. “Know thyself and know that thou knowest thyself.” 
in short, blow your own horn loud and long. Play the Miller Orthopedic Theme 
Song, “Individuality.” But use your tune, your beat and your tempo. TheNew Harmony Last 


We recently defied a Northwest shoe merchant to find any shoe in his stock ‘ + ane iy of Pane os . 
that could equal the fitting qualities of our shoes. Here is his reply: black. vo at calf. "44 
“After reading Mr. Klinkicht’s letter, I felt that he had made some pretty posi- suave _, ~. Snes fi 


tive statements about the possibilities of this shoe, so I decided to see if what Brown—No. 2006 
he said had any merit to it—so I got busy on these shoes and ordered them ; 

tried on every customer who came in whether they wanted silver sandals or 

bedroom slippers, and I am going to state that I was amazed at the reception 

of this ehoe. I think he was right. I may be stubborn, but not to the extent 

that it is going to keep me from getting the shoe business in this town, and 

if I am wrong I will admit it. I believe I am wrong and condemned the shoe 

before we gave it a real trial. 


Miller Health Shoes are built especially for American merchants who are in- 
dividualists; merchants who in building for themselves and not for another's 
trade-mark, insist upon the kind of fit and long wear that holds a customer 


year after year. 


We urge you to visit our exhibit at the 
National Shoe Fair, rooms 8074 and 
808A, Stevens Hotel, Chicago, and 
view the land of self-expression in the 
realm of tomorrow's profits. We will 
even give you a souvenir horn as a 
symbol of the gospel we preach. 


THE MILLER SHOE COMPANY e@ COOK AND ALFRED STREETS e@ CINCINNATI. OHIO 
A Profit Institution for Human Good and Merchant Welfare 


Miller Hostth olives 
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An Unparalleled Public Tribute 
to the creafor of 
DR. M. W. LOCKE SHOES 


Famous Sculptor Makes Cast of Famous Hands— 
Deno Buralli traveled to the Locke Clinic in Williamsburg, 
Ontario, to make a cast of Dr. Locke’s hands before beginning 
work on the bronze ordered by the ‘‘Friends of Dr. Locke”’ 
Committee—an organization of prominent American women 
formed to express to Dr. Locke the gratitude of thousands. 


A Fortune in Free Publicity—Newspapers everywhere 
headlined this impressive public testimonial to Dr. Locke, 
writing of him not only as a physician and foot authority but 
as the creator of Dr. M. W. Locke Shoes. And—in newspaper 
advertising, in displays, over the radio—many alert Dr. Locke 
Shoe dealers made profitable capital of this free publicity. 


BOOT ann SHOE RECORDER, December 24, 1938 


Notables Thronged to the Presentation Banquet 
—to witness the presentation to Dr. Locke of the magnificent 
bronze cast of his own famed hands. From Alaska and the Far 
East, from England and Australia, from California and Geor- 
gia, they came to honor him—with speaker after speaker 
paying tribute to Dr. Locke and to the shoes he created. 


A Timely Tie-Up—Less than a month after this tribute, 
Dr. Locke Shoe dealers received exact replicas of the bronze 
cast presented to Dr. Locke. These full-size reproductions, 
finished in bronze-gold and black, were displayed in Dr. Locke 
Shoe windows throughout the country and are now permanent 


display pieces in many Dr. Locke Shoe departments. 
Copyright 1939, Lockwedge Shoe Corp. of America, Inc. 


For Profitable Promotions 
DR. M. W. LOCKE SHOES 


FOR MEN, WOMEN AND CHILDREN 


See them at the National Shoe Fair, Stevens Hotel, Rooms 604A, 605A, 606A (Women’s) and 632 (Men‘s) 
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An Unparalleled Editorial 


Tribute to the Correctness of 
DR. M. W. LOCKE SHOES 


Named by The American Weekly—The world’s big- 
gest magazine (The American Weekly has a circulation of seven 
million copies every week) published, on October 16th, an im- 
portant article on shoes and feet. And Dr. M. W. Locke Shoes 
were the only shoes mentioned by name in this article and 
specifically recommended as correct and comforting. 





Featured in Dealers’ Ads—Scores of Dr. Locke Shoe 
dealers called attention to the American Weekly article in their 
newspaper ads as well as in displays. Mats were furnished free 
by Lockwedge as well as suggestions on how to capitalize in 
other ways on this splendid editorial mention. No other shoes 
offer dealers such a wealth of promotional possibilities. 
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Dramatized in Dealer Windows —The photograph 
above shows you how R. H. Macy & Co. in New York were 
quick to dramatize the American Weekly article in a striking 
Dr. Locke Shoe window. Dr. Locke dealers throughout the 
country utilized our American Weekly display material, to 
sell the pre-sold readers of this dominant publication. 


And Customers Respond —Such prominent editorial com- 
ment in magazines and newspapers—plus forceful national and 
local advertising—has created a tremendous audience for Dr. 
M. W. Locke Shoes. Millions of women who have yet to see 
their first pair are already pre-sold on Locke Shoes. Our dealers 
are cashing in on this fact every business day in the year! 


Copyright 1939, Lockwedge Shoe Corp. of America, Inc. 


For Remarkable Repeat Business 


DR. M. W. LOCKE SHOES 


Women’s Shoe Division: Lockwedge Shoe Corporation of America, Inc., Columbus, Ohio 
Men’s Shoe Division: Field & Flint Co., Brockton, Mass. 
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Feature Footwear Opens New Fields 


[CONTINUED FROM PAGE 202] 


abnormalities. Some of them, it is true, fall into both 
categories. 

With some of these, particularly the comfort-giving 
variety, many orthopedic experts profess to have no 
patience. They may, perhaps, be right in theorizing 
that the creation of comfort is not a cure. On the 
other hand, is it not equally reasonable to assume that, 
in the case of weakened metatarsals for instance, assum- 
ing the shoe to be right, that the cushioning of a meta- 
tarsal button or the soft resilience of the cushion inner- 
sole will so relieve the individual as to enable Nature 
to step in and do a job of curing it. Or who can 
argue that a cushion heel seat, or a cupped heel seat 
with or without cushion, should not be used to give 
relief from the pain of walking while other means, if 
necessary, are being taken to restore the bones of the 
heel to their proper position? 

And why, to carry the fight to the enemy’s corner, 
does the physician fighting almost any malady you can 
think of, insist on his patient being made comfortable 
during the process—going to great lengths to insure 
comfort? The answer to this is that, given half a 
chance (and comfort is most decidedly a part of this 
chance) Nature will aid and abet the medicine which 
is being administered to bring the patient back from 
the jaws of death. The same is true of feet which have 
been warped out of all semblance to their original 
appearance and, in the process, have developed into 
one huge ache from stem to stern. Why in the name 
of ull that is good, should they not be given relief? 

And why should the retail merchant, with a sufficient- 
ly accurate knowledge of feet and fitting to do an intel- 
ligent piece of work, not do it? 

And why should he not pocket the profit to which 
he is clearly entitled for so doing? 

But there is one important section of the foot which, 
if thrown out of line, cannot be relieved of pain by 
any of the features so far discussed. Reference is made 
here to the toes, more modestly referred to by the med- 
ical profession as the digits or, to make a short story 
longer, the pedal digits. 

Just as the arches of the foot carry the load and 
absorb the shocks to which the foot is subjected in 
walking and in running, so do the toes insure grace 
and ease either in standing or walking. If the great 
toe is bent inward, or the little toe, for that matter; or 
if the toes are crowded together for any reason or by 
any means, there will be discomfort first; then pain, 
then actual lameness, accompanied by an unhealthy 
condition which is the result of the impairment of cir- 
culation in that part of the foot. 

The cure for all this kind of thing will be found in 


the use of correct fitting methods and correct lasts. The 
latter is self evident, so much so that in the truly ortho- 
pedic shoe, the forepart of the shoe—that portion be- 
tween the ball points and the extreme toe end of the 
shoe—is given as much attention as are the orthodox 
measurements—heel, ball, waist and instep. A shoe of 
this type will fit correctly if the foot is measured prop- 
erly at the fitting stool. There will be no lack of room 
in the forepart. The toes of the foot in action will 
spread just as naturally as they would were the foot 
shoeless, and will even have a tendency to curl and grip 
just as they did when the human race went barefoot. 

It was while this last was in process of development 
that the heel-to-ball method of fitting spread over the 
country like a rash. The reasoning by which this 
method was argued into almost universal acceptance 
was undoubtedly sound, but unfortunately it was based 
on the premise that all lasts had ample foreparts. To 
that extent the reasoning may be said to have been 
based on a false premise. 

Therefore, in the improperly designed short forepart 
shoes of only a few years ago, it was easily possible to 
mis-fit a 5-B foot in a 5-B shoe. The heel was all right 
and the ball points of the foot corresponded to the ball 
points of the shoe, but the little toe curled up beneath 
its neighbor digit and went sound asleep, inducing sen- 
sations anything but pleasant. The clever fitter of 
those days, therefore, when his customer insisted on this 
type of last, fitted her to a 544-A. It gave her the same 
width and enough additional length to free her toes from 
thralldom. 

To some extent this is also present-day practice, but 
improvements in lasts, even in high-style novelty foot- 
wear, are gradually making it unnecessary. 

Today the fitting problem is simplified, though it 
still calls, and always will, for an accurate knowledge of 
feet and their anatomy. 

One of the best shoe fitters in a large Boston store is 
a studious chap who, on his own time, has taken a 
course in foot anatomy, the action of muscles and liga- 
ments of the foot and who has thoroughly mastered 
the art of selecting the right last for the foot being 
fitted. His experience has taught him that, in general, 
there are four main types of normal feet—the short, fat 
foot, usually with a high arch; the long, narrow foot, 
usually with a low arch; and the two combinations of 
these foot shapes—the short foot with low arch and the 
long foot with high arch. To some extent, also, he 
takes into consideration the shape of the heel—whether 
it is narrow or wide and fleshy. 

This man’s invariable procedure is to measure the 

[TURN TO PAGE 234, PLEASE] 





BOOT ano SHOE RECORDER, December 24, 1938 





LOCAL prestige for you—LONG DIS- 
TANCE value for your customers. Al- 
; : ways dependable service from the shoes, 
Meet these linemenin Room556-A im ond Trem cur well cngenized (o-ctock 
Gectomn Cicitel i cepartment. A two-party line of hot 
4 numbers, with corrective features, style, 
C.F. Englin Jj. A. Schadegg and fine construction. Call on us janu- 
O. R. Blechinger ary 3-4-5-6, or write us now for our 
1. A. Hall and R. Lahey catalog. 


CONNOLLY 
VL Kid andl Kemgaroo AY LOE Exclusively 


CONNOLLY SHOE COMPANY + STILLWATER MINNESOTA 
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Cincinnati carried in stock. 


CHICAGO 
STEVENS HOTEL 
JANUARY 3-6 
ROOM 457 


attendance. 





Fashion Poise Shoes 


MADE IN CINCINNATI 


A complete exhibit of our new line 
for spring, smartly styled to retail 
at four dollars and fwe dollars 


Distinctive Walking Shoes made in 


STATLER HOTEL 
JANUARY 9-11 
ROOM WS5I!7 


Edw. E., Ben, and 1. Altman in 


flltman Bros. Shoe Mfg. Co. 


Builders of Smart Walking Shoes for Women. 


BOSTON 


THAT BUILDS AND 
HOLDS BUSINESS 


Nu-Matie Shoes are Union Made 


Exelusively manufactured by Rohn Nu-Matic Shee 
Mfg. Company, 512 W. Florida St., Milwaukee, Wis. 








Note the name on the arch-brace, 
visible to S, customer's eye; 
therefore, a helpful selling feature. 














) 
Gy 


= — | 


It Ua Wali 


CUSHIONED SHOES 





N.S.R.A. Lowers 
Membership Dues 


[CONTINUED FROM PAGE 97] 


correct co-ordination of shoes, costumes 
and accessories. Women’s wardrobe 
requirements will be shown by swatches 
of fabrics, shoe materials, gloves, hos- 
iery and accessories for every occasion. 
There will be several additions in sub- 
ject matter making the book more use- 
ful, including cosmetic colors, problems 
of displaying shoes so lighting effects 
will bring out colors in proper harmony 
and harmonizing of lining colors with 
trims. 

The compieteness of the shoe story 
as told in this new book for Spring and 
Summer will make it a sales builder of 
real importance. Customers of today 
need and expect the kind of color and 
costume guidence which it presents in 
a clear, visual way. The book will be 
available only to members of the Na- 
tional Shoe Retailers Association, and 
the price is $3.00 per copy which in- 
cludes cost of delivery. Members in 
Canada and Mexico will pay 25c addi- 
tional for handling charges. 

Members of the National Shoe Re- 
tailers Association may order the 
Spring and Summer Costume Co-Ordi- 
nations Books in any required numbers 


by mail from National Shoe Retailers 
Association, 274 Madison Avenue, New 
York, N. Y. The costumes shown in 
this book and the shoes recommended 
are to be dramatized in a style show 
entitled “Fashion and Footwear,” to be 
presented on Wednesday evening, Jan- 
uary 4, at the National Shoe Fair, 
Stevens Hotel, Chicago. 

Other important N.S.R.A. services, 
of course, include an analysis of oper- 
ating and merchandising figures com- 
piled by the association. Members who 
contribute by sending in their figures 
for this analysis receive a copy of the 
composite report without charge. 

Members also receive the benefits of 
the Association’s representation by its 
membership in the American Retail 
Federation, the Retailers’ National 
Council and the United States Chamber 
of Commerce. 

In conclusion, Mr. Langston empha- 
sized the representative character of 
merchants who compose the official staff 
of the National Association and who 
are earnestly endeavoring to represent 
the interests and welfare of the shoe 
retailers of the United States. 

The new schedule of dues, he pointed 
out, affords even the smallest retailer 
the opportunity of showing his appre- 
ciation and doing his part by subscrib- 
ing to a membership in his National 
Association. 


A. H. Weinbrenner Adds 


to Factory 


MERRILL, Wis.—Upon the completion 
of a new edition to its local plant here, 
early next year, the Albert H. Wein- 
brenner Co. will move departments of 
its business which remained in Milwau- 
kee following the transfer of major 
operations to state cities, to the local 
plant. 

The new addition will increase floor 
space at the local plant to 75,000 square 
feet, and when completed, the company 
will maintain only offices and ware- 
houses in Milwaukee, it was said. 

According to W. G. Hansen, vice- 
president of the firm, business for the 
company has been showing improve- 
ment with the new Spring lines meet- 
ing with a good reception. 


Named Pizitz Shoe Manager 


BIRMINGHAM, ALA.—F red Bauchwitz, 
manager of Bullock’s Shoe Department, 
Los Angeles, for the past twelve years, 
is now manager of the Pizitz Shoe De- 
partment, here. Mr. Bauchwitz lived 
in Los Angeles for thirty years, and 
was personally engaged by Louis Pizitz, 
owner of the Pizitz Store, while he was 
on a visit to Los Angeles last Summer. 
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ou buy Profit... 
and we’re sellin g it 


=. call you “buyer,” but by far the biggest part of 
your job is se/ling. As somebody once said, “Nothing that you 
buy is any good until it’s sold.”” And we agree with this, except 
to add “at a profit.” 

So this year Air-O-Pedic gives you a plan for more volume 
—profitable volume . . . a-plan that practically assures fast turn- 
Over at maintained mark-up. 

It’s the Air-O-Pedic 17 Point Program of Dealer Promo- 
tion ...a live, forceful plan that works closely with you in 
every phase of your selling. There’s no starry-eyed theory, no 
wishful thinking, in this plan. It’s practical, down-to-earth 
common sense, prepared Jy retailers for retailers. 

Let us show you this program. We think you'll find 
plenty in it of vital interest to you. This year plan to spend a 


little more than the usual time with the Air-O-Pedic salesman. 


See us in CHICAGO... Room 557, HOTEL STEVENS 


AIR-O0-PEDIC SHOES 


MAIN OFFICE: Brockton, Mass. 


NEW YORK OFFICE: Marbridge Building . ° CHICAGO OFFICE: 189 West Madison Street 
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O'Donnell, mannjactwrer af the nalionally-nonular line of 


PROPR-BILT 


Fonm-ATIVE 


a Neu Principle iH fitting and develoning me — Zeet 


O'DONNELL SHOE COMPANY 


HUMBOLDT, TENNESSEE * NEW YORK: 531 MARBRIDGE BUILDING 


AT THE NATIONAL SHOE FAIR, CHICAGO Doma (LAE STEVENS HOTEL 


7 / (7 j j j j — f f/ / 
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Gout fogppe y / 
Nationally recognized features of 
smart Matrix Shoes — and an in- 


creasingly important factor in 
smart shoe merchandising! 


E. P. REED & CO. 


cordially invite retailers 
to see the new spring MATRIX, 
COLLEGEBRED, 
and TYLESS lines at 
SHOW HEADQUARTERS 


in the 


HOTEL STEVENS 
CHICAGO 


Rooms 2304 + 2306 + 2308 


JANUARY 3-6 
Inclusive 





i 
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1 Cretan Calf b 


This famous vegetable tannage responds ad- 
mirably to the brush of the craftsman, with a 
mellow richness that imparts the “seasoned” 

look characteristic of today’s fashion trend. 


A companion leather to Gallun’s hand- 
boarded Norwegian Calf, with its “grain” ef- 
fect for more rugged types of shoes, this 
smooth, lustrous vegetable tannage has that 
expensive custom appearance which lifts a 
shoe above its price class. 


Cretan Calf possesses these valued charac- 
teristics of Gallun’s vegetable tannage, that 


make loyal customers: pliability at the first 
wearing and after repeated wetting and dry- 
ing; fidelity to shape and color; no free acid 
to affect the health of sensitive feet. Excep- 
tional working qualities under the tools of 
the craftsman. 


Today, lines of leading manufacturers meet 
the growing demand for a year-around shoe 
wardrobe of Gallun’s vegetable tannages. 
For profitable repeat business, be sure to 
include the Gallun numbers in your next 
order. A. F. Gallun & Sons Corporation, 
Milwaukee, Wisconsin. 
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LEATHER AND 





EEVEN a rapid survey of the leather field cannot fail 
to reveal that tremendous progress has been made with- 
in recent months in a number of different but highly 
important directions. 

Leather chemists have succeeded in developing bet- 
ter dyes with which to color leather; better pigments 
for those methods of leather coloring which still use 
it; better and quicker methods of turning the hide or 
skin into the finished product. In a few special in- 
stances they have managed to adapt tannages hitherto 
used only in leather for high-priced shoes so as to 
make them available for use in medium grade foot- 
wear, thus widening the market for this leather and en- 
abling the merchant to give better value to his cus- 
tomer. 

With test tubes, vials of smelly liquids and all the 
other complicated paraphernalia of their calling, they 
have waged ceaseless warfare against the inroads of 
substitute materials, and, more frequently than not, 
they have won out. 


EN the field of staple leathers they have given the 
trade whiter whites; softer and at the same time, shinier 
patents, brilliantly colored but softer calf; kid even 
more supple than it has been; better tannages of elk, 
kangaroo, pigskin, side leather and all the rest. Manu- 
facturers of work shoes who have been forced to turn 
to imported leathers because of the price situation are 
finding that these leathers do not possess the softness 
and pliability of the American-tanned work shoe elk 
and retan. Comparatively speaking, they are stiff and 
harsh—harder to handle as they are being made into 
shoes—less comfortable for the feet which wear those 
shoes. 

So much for the chemist, though his achievements 
could easily be made to fill an entire volume. His 
ceaseless search is for better methods of tanning. He 
experiments constantly with different chemicals in dif- 
ferent quantities, always striving for two main objec- 
tives—better leather and less expensive leather. Though 
the tannery executive has managed to keep his costs 
down in the interest of the merchant and the public, 
he would not have got very far had it not been for the 
practical man of science at his elbow. 

And so, thanks to the chemist, with « bow to the 
explorer who has found new sources of supply for all 
the novelty skins which we find today in the leather 
field, we enter the Spring season with the widest variety 
of leathers and finishes in the history of the industry. 

We still have the good old staples, kid and calf, to 
which we add suede, not because it is a generic type 
but because it has so firmly established itself that it is 
thought of by most merchants as a leather in a class 






UPPER MATERIALS 


New Developments That Hold Promise 
of Profits for Spring and Summer, 1939 
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by itself. In these, as well as in the fancy leathers, we 
find definite improvements in tanning processes with 
resultant leathers which are softer, more mellow and 
better than ever before; and variations in the details 
of tanning and finishing have been worked out so that 
one piece of leather, treated in one way, will be suit- 
able in the manufacture of elasticized leather; while 
another piece, treated differently during the tanning 
process, will be exactly right for the shoe manufacturer 
who is using upper material which is non-elastic. 

Consider, for example, kid. There is the beautiful 
crush finish, fairly new as things go and constantly in 
the condition of being improved. Skins designed for 
use in making crushed kid are subjected to the same 
tanning method as are practically all skins of this kind, 
with one exception—one new chemical is introduced 
into the vat with the other liquors. Just exactly what 
this new chemical does to the leather is one of the 
secrets of the tanning industry. After the tanning proc- 
ess has been completed and the leather is freed from 
moisture, it is given the multitude of tiny creases which 
comprise its chief characteristic by the process known 
as boarding. 


EN this boarding process, the leather is folded on a 
table with the grain side inside and the skin is then 
worked back and forth under pressure exerted by a 
cork board, or something similar, strapped to the arm 
of the leather worker. The pressure exerted in this 
process is not heavy, just sufficient to produce the false 
graining without damaging the fibers of the leather 
and weakening the leather structure. 

There are other, even more staple finishes of kid, 
also—glazed, mat and satin being the ones best known. 
Glazed kid is not only a finish in itself but, by and 
large, is the basis for most other finishes. At the com- 
pletion of the tanning process, the leather is “staked” — 
manipulated to make it soft and pliable—and then an 
ingredient known as seasoning is introduced into the 
leather by means of a machine which presses it into 
the pores. This part of the process takes place while 
the leather is still wet. After it has been dried, the glaz- 
ing is done by a machine equipped with a solid glass 
cylinder which, under heavy pressure, passes up and 
down over the area of the skin. This can be repeated 
as many times as are necessary to get the desired re- 
sult; and the process is sometimes topped off by iron- 
ing the leather with another machine not dissimilar in 
appearance to the giant ironing machines used in com- 
mercial laundries. 

When it comes to calf leather we find many mer- 
chants believing that full-grain calf and corrected grain 
calf are two different finishes. As a matter of fact, they 
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are not finishes at all, in the sense in which that word 
is used in the tanning industry. Full-grain calf, by 
whatever tannage it may have achieved its status as a 
leather, is merely calf skin finished on the grain side 
(as all smooth calf is) from skins which are entirely 
free from blemishes and imperfections. Shoes made 
from such leather show the characteristic calf graining 
in all parts of the shoe upper. 


THIS careful selection of necessity excludes a large 
number of skins which, while having superficial imper- 
fections, nevertheless can be made into durable, good- 
looking leather. In the finished leather, these slight 
imperfections are found to have been removed by a 
light buffing process which removes a thin layer of the 
outer surface of the skin. Leather thus treated is known 
as “corrected grain” calf leather. 

Boarded calf—that calf leather with a multiplicity 
of tiny creases—is achieved by a boarding process very 
similar to that described in discussing kidskin. It may 
be hand boarded or machine boarded—though hand- 
boarded leather is still preferred by some high-grade 
manufacturers. There is one-way boarding which pro- 
duces creases which are parallel one with another; two- 
way boarding which produces creases at right angles 
with one another; three-way and even four-way board- 
ing, which introduce diagonal lines of creases and give 
it the appearance of having been thoroughly crushed. 

The old-style waxed calf may be in for another hey- 
day. At one time—before the invention of the chrome 
process of tanning—that’s about all we had in this 
country. It was tanned then by the bark process—as 
much calf is today—and then finished by having 
rubbed into it layer after layer of wax. 


BRUSSIA calf (the genuine article) had almost passed 
from the picture until, not very long ago, it was re- 
vived. In the original it, too, was bark tanned, though 
today it can be chrome tanned as well. The original 
owed its name to the fact that it smelled strongly of 
birch oil used in the finishing process, which oil was 
imported from Russia. The present-day Russia calf 
has the same odor though not quite so pronounced. 
Original Russia calf also had a characteristic reddish 
hue which has led many people to believe that all 
Russia calf should be that color. The fact of the matter 
is that it can be made in black just as easily as in its 
original reddish-brown. 

. There are, too, glazed calf, mat calf and satin calf 
finishes—called by different names—and achieved by 
exactly the same processes used in imparting these same 
finishes to kid leather. 

Suede, as we said before, is not a leather, but a 
finish—a finish, which, in common with every other 
finish, is being improved constantly to make it even 
more serviceable than it has proven in the past. To 
doubt its popularity in the face of the statistics on the 
sales of suede shoes, is impossible. 

Suede leather intended for shoes is usually confined 
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to three different leathers—calf, kid and cowhide splits. 
The first two, in order to achieve the fine, velvety nap 
which is the leather’s chief characteristic, are finished 
on the flesh side. The splits are finished on the split 
side—not the flesh side. . 

The process called staking has a lot to do with the 
appearance and the softness of suede. Staking is a 
process of rubbing, when all is said and done. In the 
hand process, used in making the higher grades of 
suede calf, for instance, the tanned skin is pulled back 
and forth over the bare knee of the staker until the skin 
is soft and as flexible as a piece of velvet. There is also 
a machine which stakes leather in just exactly the same 
way. 

After staking, the leather is buffed with an emery 
wheel to give it its nap and then is thoroughly cleaned 
to get rid of any tiny particles of leather and even dust. 

Service leather and buck-finished leather, not for- 
getting the shaggy leather used in college boys’ shoes, 
are merely adaptations of this sueding process de- 


scribed above. 


NOW, let’s look at the fancy leather. This, said Max 
Kornreich, of R. Neumann & Company, in a recent lec- 
ture delivered at the Central High School of Needle 
Trades in New York City, “Covers a multitude of skins 
and is made up of many types of raw materials. Skins 
of mammals, reptiles, birds and beasts are gathered 
from the four corners of the earth and brought here to 
be converted into a large variety of fine leathers, in 
numerous designs, colors and finishes. 

“No country on earth produces such a vast assort- 
ment of fine leathers as do the American tanners. This 
is no exaggeration. Some countries specialize in some 
particular types of leather in which they excel, such as 
the English with their Moroccos or the French with 
their Antelope, but even these leathers are produced 
here perhaps equally as good. It is human nature not 
to appreciate what we have, and the American craving 
for foreign labels has hurt us considerably; but, taken 
by and large, there isn’t a single type of leather today 
which is not made here, and the fact that our fancy 
leathers are exported all over the world speaks more 
eloquently of our industry than any other statements 
we may make. 

“A few years ago I visited every leading fancy 
leather tannery in England, Scotland, France and Ger- 
many. I saw practically every kind of. leather they 
make: Nowhere did I see a plant producing nearly as 
large a variety of fine, beautiful leathers as in one 
single tannery in the state of New Jersey. Nowhere did 
I see more than 20 or 30 different designs on leather. 
This plant alone possesses almost 500 different steel 
and brass embossing plates representing an investment 
of about $100,000. 

“Since we manufacture on such a vast scale it is not 
always possible to protect the hides and skins of our 
animals as carefully as they do abroad, but even in this 
respect our government has been conducting educa- 
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The Most 
Discriminating 
Customers 


will be more than pleased 
with shoes of 


Dunhood Leathers 


.. « Kidskins 
for Today’s Modish Styles 


In the modish footwear of the day, DUNHOOD 
LEATHERS, with their unsurpassed clearness of 
color; outstanding uniformity of finish and smooth, 
fine grain, compliment the foot and complement 
the ensemble! — 

From the sale of shoes of Dunhood Leathers 
comes both profit and mutual satisfaction .. . 
the surest way to promote repeat business! 


DUNGAN, HOOD &CO., INC. 


240 WEST SUSQUEHANNA AVE., PHILADELPHIA, PA. 
BOSTON, 83 SOUTH ST. 


Sales Agencies 


‘ CINCINNATI SAN FRANCISCO MILWAUKEE ST. LOUIS MONTREAL PARIS 
W.D. Cost & Co. MacPherson Leather Co., Inc. P. R. Adams Leather Co. C. A. Seiling & Co. A. G. Mooney, Ltd. Carl Gewitsch 
307 E. 4th St Main Office: 815 Mission St. 918 N. 4th St. 1627 Locust St. 361 St. Paul St. West 5, Ave. Victor Emmanuel Ill 





[218] 


tional campaigns among the western packers and 


butchers. 

“The question has often been asked: ‘How can we 
tell one kind of leather from another?’ This is rather 
difficult at times because the skins of one type of 
animal may be cleverly embossed or stamped with de- 
signs which imitate or simulate expensive and rare 
leathers, or conventional patterns such as basket 
weaves, fabric-like tweeds, flowers or the bark of trees. 

“In recent years the practice of sewing labels in the 
interior of handbags has been spreading. Likewise tags 
have been attached to the frames or handles stating the 
kind of leather of which the bag was made. This is a 
step in the right direction and should be made com- 
pulsory. These tags may simply state that the article is 
‘Alligator grained Calf’ or “Genuine Pin Seal.’ But the 
sales person should be in position to explain that the 
Alligator Calf is aniline dyed—not lacquer-finished; 
or that the grain of the Pin Seal is produced by skilled 
hand labor—not machine embossed. Likewise, the 
wearing quality of the leather should be stressed. If a 
sheepskin has been embossed to imitate a genuine seal, 
the point should be mentioned.” 


@THER fancy leathers which could well have been 
mentioned—and which also are reproduced by means 
of embossing dyes—are shark, walrus, ostrich, pig- 
skin and a wide variety of reptiles and lizards. These 
we find in the leather market of 1939 in the original 
er embossed on calfskin and even top grain cowhide. 
Lighter designs, highly artistic, not only include the 
two leathers mentioned but kid leather as well. 
Needless to say, however, great interest attaches it- 
self to the genuine specialty leather, made of the hide 
er skin of the animal or reptile itself. This is particu- 
larly true in the higher grades of footwear—both men’s 
and women’s and, to some extent, in children’s shoes. 
There is genuine buck, a comparatively new develop- 
ment in which is the achievement of an all-the-way- 
through white. Formerly this leather was tanned with 
cod oil, commonly known as oil tan—not particularly 
satisfactory as it had a tendency to be somewhat yel- 
lowish in appearance. The new method of tanning, 
thanks again to the chemist, makes it possible to achieve 
a fine, smooth nap, obviates the use of excess powder 
to make it white on the surface and eliminates the yel- 
low appearance not only on the surface but in perfora- 
tions as well. The fineness of the nap gives this leather 
a velvety feel to the touch—easily recognizable. 
Genuine seal, mentioned before as a bag leather, now 
makes its bow in the shoe field. It took a lot of experi- 
mentation, however, before this skin could be made 
suitable for shoe leather. In fact, an entirely new tan- 
nage had to be invented, then perfected, before this 
was made possible. Whereas the original seal leather 
was harsh and brittle, by means of this new tannage it 
has been made soft, pliable and very comfortable to 
the foot, with a stretch and a texture which makes it 
specially suitable for the high-grade, glove-like shoe. 
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SNAKES are not new but methods of tanning them are. 
Take Karung snake as an example—a charming crea- 
ture from the tropics with a vile temper. When his 
skin emerges from the tannery, it is no longer possessed 
of a glazed, hard finish,’scaly and raspy to the touch. 
Instead, it is almost as soft and mellow as glove leather. 
In mat finish it is being offered for the first time this 
season. But mat (which is not bright or shiny) is not 
the only finish, for in another line we find things like 
genuine baby alligator skins, small-patterned, highly 
glazed—so highly glazed, as a matter of fact, that they 
look not unlike a patterned piece of patent leather. 
One of the most delightful imitations of this, also, is 
found in alligator calf. These pieces of leather are 
made from carefully selected calfskins which are then 
tanned very slowly by the bark process (of which we 
are hearing more this year than for several seasons). 
When they have been tanned and dyed—a beautiful 
shade of red is one—they are sorted for levelness in 
color and freedom from imperfections before being 
subjected to the dye which gives them the appearance 
of genuine alligator. They are glazed by being ironed 
hetween rollers of agate which revolve at great speed 
and under high pressure. This natural glaze makes it 
unnecessary to give the finished leather a coat of lac- 
quer. There is, therefore, nothing to chip or crack. 
There are not only specialty or fancy leathers, but 
there are, also, special ways of putting them together. 


MIUCH interest, for instance, has been aroused this 
year by the appearance of the so-called huarache type 
of footwear—men’s, women’s and even children’s. This 
was introduced from Mexico, but inasmuch as it de- 
pends largely for its design on woven or braided 
leathers, it can truly be said to have originated in 
Europe—lItaly and France having exported shoe uppers 
of this type, intended for high-grade shoes, many years 
ago; the lower grades having come in from Czecho- 
slovakia, now the Czechoslovak Republic. 

Some of this leather is textile woven from strips of 
varying widths and of almost any leather which the 
manufacturer specifies. By textile weaving is meant 
just that. It is woven with one strip going alternately 
under and over and a number of other, parallel strips. 

Another type is the so-called interwoven, which really 
isn’t woven at all. In this process, a whole vamp is 
cut from solid leather and then perforated. Then strips 
of leather, matching or in contrast, are woven in and 
out of these perforations which, in width, of course, are 
the same dimension as the width of the strips to be 
used. These strips can be inserted in and out of these 
perforations in different directions, if desired—the net 
result being that a wide variety of designs can be 
worked out in any desired combination of colors. Pat- 
terns, also, can be still more varied by the use of strips 
of different widths; and any desired upper leather 


can be used. 
[TURN TO PAGE 253, PLEASE] 
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Amalgamated 
Se iwennces 


A NEW TANNAGE 


AMBUCA 

















A SOFT SUEDE LEATHER 
WHITE IN COLOR AND HAVING THE 
CHARACTERISTICS IN APPEARANCE AND 
FEEL OF A PERFECT BUCK LEATHER 


The acceptance of AMBUCK by Shoe Manufacturers of recognized stand- 
ing in the field of high grade shoe production is its best recommendation 


Send for swatches of this NEW Leather 


Amalgamated Leather Co's, Inc. 


WILMINGTON, DEL. 84 GOLD STREET, NEW YORK, N. Y. 
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Al and boarded, New Method Capre* 


Kid by Surpass is suitable for elasticizing 
and is offered in black and a wide variety 


of striking popular colors. 


This new offering is meeting with wide- 
spread demand for it is the kind of quality 
kid that has built the Surpass reputation 
in service to more than three generations 


of the shoe industry and its public. 


By all means, investigate New Method 


Capre Kid by Surpass. 


* REGISTERED TRADE NAME 
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The beauty of Rosebay Willow Calf is not due 0 ot b HY 
to chance. It is the ultimate result of thirty- i | 10 |] 


nine years painstaking research and devel- 
opment at our Lowell, Massachusetts tan- 


nery, shown above. CAF 


Rosebay Willow Calf is a popular member 
of our line of seventeen fine leathers that the f 
cover the requirements of all modern shoe 0 


manufacturers. Lasting Newness 


IDE AND LEATHER COMPANY 


BOSTON 
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ZAP 


SHOE FABRICS MAKE 


BEST SELLERS 


Two new fabrics for 


popular priced models 


One strap open shank sandal 
by Paragon Slipper Co. 
60 Broadway, Brooklyn, N. Y. 


Se NBUCH 


A development of r 
portance. The surface 
white ZABUCK has a pro 
tective coating to prevent 
dirt pene aa hatelar Readily 
cleaned — durable — ideal in 
very respect for white 


=) \\\ 


ZAPON DIVISION 


ATLAS POWDER CO., STAMFORD, CONN. 
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GABARDINE 


THE SEASON FOR GABARDINE IS HERE — 
DEFINITELY — AND ONCE AGAIN THE PUBLIC 
SETS ITS STAMP OF APPROVAL UPON A 
MATERIAL THAT HAS TRUE MERIT IN FOOT- 
WEAR. IN 1939 GABARDINE WILL PLAY 


AN IMPORTANT PART IN GIVING STYLE, 


SERVICE AND SATISFACTION TO THE CUSTOMER, 
WITH PROFIT AND PRESTIGE TO THE MERCHANT. 


No. 1460—fine twill GABARDINE—is the important 


Can be cleaned readily— number and quality—it has a beauty, 


with brush, soap and water richness of appearance and wearing qual- 
or benzine and similar : 3 
cleaners. ity all its own. 


Sample’ on request. 


me etme rciN, INC. 


MME PARK AVENUE, NEW YORK CITY 
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PLATFOR 


Shoe by Perncraft 


MR. SHOEMAN: with platform shoes an accepted 


fashion, let your customers enjoy the “walking-on-air™ 
comfort of platforms made from live, resilient, wool felt. 
Protects tenderest soles from hot or cold pavements. So 
durable it will outlive the best-made shoe. Platforms of 


STANDARD wool felt ensure customer-satisfaction. 


MR. MANUFACTURER: wool felt simplifies production 


of platform shoes. Because it cuts to any size or shape with 
a smooth, even edge . . . easy to finish. It is firm, yet 
retains the natural springiness of wool fibre. Available 
in different thicknesses and degrees of softness. Be sure 
it is STANDARD Wool Felt. For further information 


consult our nearest branch or representative. 


WOOL FELT 


insulates dainty 
feet from hot or 
cold pavements. 


WOOL FELT 


provides a live 
eushion against 
the tiring ham- 
mer of walking. 


WOOL FELT 


cuts with a clean, 
firm edge that 
permits a lasting, 
neat square finish 
on the edge of the 
sole. 


in Hollywood 


Maa NS 


STANDARD FELT CORPORATION 


Branches: 114 E. 26th Street, NEW YORK; 231 8. Green Street, CHICAGO; 698 Mission Street, SAN 
FRANCISCO; 29-115 S. Palm Avenue, ALHAMBRA, CAL. Sales Representatives: George A. Anderson, 
1709 Locust Street, ST. LOUIS; F. Schenkenberg, 3609 Lexington Avenue, DALLAS; E. E. Schenck & 
Co., 181 S.W. 4th Avenue, PORTLAND, OREGON; E. E. Schenck & Co., Textile Tower Bldg., SEATTLE. 
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Enterprise in Shoemaking Materials 


Good Leather and Fine Craftsmanship 
Call for Findings of Equal Quality 


FFOR every grade of shoe which is made in this coun- 
try, there is an appropriate grade of upper stock, be it 
leather or fabric. For every grade there is also an ap- 
propriate grade of shoe material—sole, innersole, lin- 
ing, heel, and all the so-called hidden parts of the shoe. 

These are the links in the chain which, unseen, never- 
theless may fail and result in a piece of merchandise fit 
only for the junk dealer. Yet how frequently we have 
heard of just that incongruity—the mating of good up- 
per stock with poor soles; the stitching of a beautiful 
pattern or sole sewing with thread which breaks; the 
insertion of lining which cannot stand the strain of 
lasting; the shank piece which buckles under the weight 
of the body; the imperfectly finished heel, bought for 
a fraction of a cent less than a perfectly finished heel 
would have cost. 

Poor materials are the poorest economy. 

On the other side of the picture, consider for a mo- 
ment the practical advantage of selling shoes, even those 
which are low in price, but the hidden parts of which 
have been selected with a view to a life at least as long 
as that which may be expected for the upper and the 
sole. 

Even in these days of hard-hitting price competition, 
whic’: is the best—the shoe which gives value, holds its 
shape and creates repeat customers, or that which lets 
them down—and loses them to another store? 


Leather Soles and Innersoles 


Unless some major catastrophe practically devastates 
the cattle herds of this country and of South America, 
it is doubtful if any one now living will see the day 
when leather will have ceased to be the most widely 
used material for the bottom of the shoe. This is said, 
not because scientific comparison shows it to be better, 
though in some respects it is; not because style de- 
mands it, because in many cases it does not; but simply 
because the idea is so firmly implanted in the mind of 
the buying public that the natural bottoming material 
is leather that it will be difficult to “upset the apple cart.” 

The news in sole leather, therefore, has to do not so 
much with its tannage—whether bark tanned, chrome 
tanned or tanned by a combination of these two meth- 
ods—as it has to do with its selection all the way from 
the raw hide to the finished cut sole ready for the man- 
ufacturer. 

It is here that the sole leather tanuct has accom- 
plished the almost impossible because, whereas the 
animals from which sole leather hides come all have 
varying degrees of fiber length and fiber strength, 


varying thicknesses and other qualities determined by 
their diet and the care which has been taken of them 
on the range or in corrals, nevertheless, the cut sole 
man can furnish almost at an instant’s notice, not only 
the required weight (or thickness) but the desired qual- 
ity. By close inspection, he can even tell whether the 
two soles of a pair have approximately equal durability. 

He can go farther than that, because if he is told 
the grade of upper stock being used, the approximate 
type or style of the shoe, he is in position to recommend 
the grade of sole which fits best into that particular pic- 
ture; or the type best adapted for the various manu- 
facturing processes by which shoes are made. 

In specifying sole leather, therefore, it is the part of 
wisdom for the manufacturer or merchant to select not 
only the sole best suited to the type of shoe, but one 
which will have as much wearing quality as the upper, 
as there is nothing which is such a frequent cause of 
returned merchandise as shoes whose soles have worn 
through while the upper is still perfectly good and 
may even look almost “like new.” 

A new wrinkle in leather innersoles is their treat- 
ment with a water- and moisture-resistant compound. 
This compound, applied in liquid form in the shoe fac- 
tory, and applied, furthermore, on both sides of the 
innersole, will make the shoe, it is claimed, as nearly 
waterproof as possible. In actual manufacturing the 
inseams also are given the same treatment. 

It is entirely safe to say that there are more types 
of leather innersoles on the market than is the case 
with any other part of the shoe. This is because differ- 
ent shoemaking processes need different types; because 
these special types, furthermore, come in a wide variety 
of grades and weights; and because of the multitude 
of what may be called specialty innersoles, several of 
which are combinations of leather with other materials. 
And recently pigskin has been tried out. 

There are extremely flexible innersoles for use in 
women’s shoes made by all processes except, of course, 
the turn, which have as their origin the bend section of 
cowhide—that section of the animal extending along 
the spine, from a short distance behind the shoulder to 
2 point just forward of the tail. Grain leather, with 
the grain buffed to rid the leather of any acid which 
may not have been removed in the treatment accorded 
it after tanning, is used in many men’s shoes; so, too, 
are innersoles made of splits. These are also used in 
the heavier types of women’s footwear. 

In the combination types of innersole we find leather 
and duck, splits and buckram and grain leather which 
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LINES OF MEN’S SHOES BOTTOMED WITH KISTLER “‘BENCH BRAND” 
SOLE LEATHER ARE SELLING FROM COAST TO COAST. 


To restate the thought colloquially ex- 
pressed above—any dealer who will mention 
the comfortable, moisture-resisting, service- 
able qualities characteristic of “BENCH 
BRAND” Sole Leather at the fitting stool, 
will do much to help a sale. He will literally 
have tied up to a star feature of up-to-date 
men’s 

It has been estimated that out of a hundred 
prospective customers who enter a shoe store 
nearly 75% go out unsold. What a loss of 
potential business and profit. No doubt some 


45 
CUNT. 
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of it could be saved by any dealer in position 
to call attention to a feature appealing 
strongly to the satisfaction of the customer 
as “BENCH BRAND” Sole Leather does. 


With 1939 close by—resolve that a stock of 
men’s shoes bottomed with Kistler “BENCH 
BRAND” Sole Leather shall figure in your 
plans for progress and profit. Rapid retail- 
ing numbers of street, dress, sport and work 
shoes are to be had from manufacturer's 
stock or made to order. 
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has had the grain removed and which has then been 
backed up by light canvas fabric. 


Composition Soling Material 

The field is really broader than “composition” soles 
because next Spring will see a large number of sport 
and semi-sport shoes for men, women and children 
equipped with crepe rubber soles, which are most em- 
phatically not a composition. Chief among these will be 
extra thick soles on men’s shoes of leather, fabric and 
woven leather. Thinner crepe soles will be seen on 
street footwear. 

All of which is merely another way of saying that 
the rubber sole, or composition sole, having originated 
for the strictly utilitarian purpose of keeping feet dry 
and furnishing a non-skid surface for use in sports 
played on clay, concrete, linoleum or hardwood floors, 
remains in the picture as a style feature, without sacri- 
ficing any of its original usefuiness. 

As a matter of fact, the composition sole of today has 
been so revolutionized by the chemist that it has in- 
creased tremendously in durability—to such an extent 
that the supremacy of leather for durability has been 
challenged by some manufacturers. 

The rubber composition sole, because of its mould- 
ability, is the one in which the most changes have been 
seen this year. There are almost as many designs on 
the bottom part of these soles as there are in architec- 
ture (but different). All of these have a twofold use— 
they prevent slipping and they are ornamental. Some 
are merely composition rubber and some carry within 
their fabric a construction similar to the cording used 
in automobile tires, this latter making for greater wear. 

Still another mark of progress is in their ability to 
take edge finishing and in their newly-developed 
coloring. 

In the field of smooth-finished non-leather soling 
material is the type made of felted wool, impregnated 
with latex, from uniform sheets of which can be cut 
long-wearing soles which are light in weight, which can 
be and are colored and which fit into the picture in the 
women’s as well as the men’s shoe field. 

In non-leather innersoles we find a somewhat similar 
substance—a mixture of felted cotton with latex and a 
mixture of cellulose fibre, also in combination with 
latex. 

The general claim made for all these so-called syn- 
thetic shoe materials is that, since they are laboratory 
controlled and are not subject to the vagaries of Na- 
ture, they are not only uniform, but can be cut more 
economically and can be made in any desired grade or 
weight. That the better grades are exceptionally durable 
is beyond dispute. 


Welting 
This is one field in which the supremacy of leather 
has never been successfully challenged—and that’s news. 
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There are one or two synthetic welting materials on 
the market but they are still in what is called the labora- 
tory stage of their development; there is one used in 
the stitchdown field; and one néw leather has entered 
the welting field—pig leather. This, however, is not 
much of a factor, not because of its qualities, but be- 
cause, in comparison with the amount of welting made 
from cow and steer hides, the quantity produced is 
almost negligible. 

The best grade of leather welting—and it is abso- 
lutely necessary to have the best if the shoe is to be 
really high grade—is made from hides taken from the 
shoulder séction and treated by the re-tan process. It 
comes in a wide variety of widths and thicknesses; and 
is used to the almost total exclusion of all others in 
men’s, women’s and children’s Goodyear welt footwear 
of the better type. 

It is, however, in the field of style, that welts have 
really come into their own with a resounding crash. 
Take the mud-guard and platform shoes, as one exam- 
ple. Here we find new types of welting to do the job. 

In the field of ornamentation we had, first, color; 
and, second, design. Also there is the high rib type 
which, in itself part of the design of the shoe, has the 
added advantage of at least partially sealing the inseam 
against the inroads of moisture. 

In design there are ribbed types, pre-sewed types, 
two-tone types, striped patterns, notched effects and a 
host of others. All of these have added style interest 
to the bottom of the shoe without in the least detracting 
from its principal job of holding upper and bottom 


together. 


Box Toes and Counters 

There seems to be a tendency toward gradual substi- 
tution of composition materials for leather in these 
two hidden parts of the shoe—not because the substi- 
tute substances do the job any better, but because the 
present-day need for speed in manufacturing shoes will 
not always tolerate the time necessary to condition the 
leather. In order to be moulded to the last, the leather 
must first be softened, or mulled, and then allowed to 
dry on the last before the next shoemaking process can 
be begun. 

As leather counters are made of sole leather which 
takes a comparatively long time to dry; and as leather 
box toes usually are made of hides of a weight seen 
only in the uppers of very heavy shoes, it is apparent 
that what seems to the shoe manufacturer to be precious 
days may often be spent in waiting for the box toe or 
counter to dry out thoroughly. 

Hence the swing to the composition materials except 
in some high grade lines of men’s shoes and similar 
grades of women’s footwear, mainly of the low-heeled 
welt type for walking or for sports. So marked is this 
swing that for the first time, the Quartermaster Depart- 
ment of the United States Army is now permitting the 
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use of one type of composition box toe in service shoes 
for the army and the Civilian Conservation Corps. 

Of these composition box toes the two must often 
seen are the thermoplastic and the cellulose. There are 
various types of the former. The latter is somewhat 
higher in grade. Both can be readily conditioned (made 
soft); both are long-wearing and resilient. Neither 
will change its shape in any way while drying on the 
last. They can be had in a range of weights, and newer 
types now on the market are semi-soft and more flexible, 
designed for use in shoes which, for style reasons, call 
for a departure from full rigidity in the box toe. 

Cork compounded box toes are widely used in men’s 
shoes and are manufactured today in white, permitting 
the perforation of such box toes without the box toe 
material being later visible in the “perf” holes between 
outer stock and lining. 

These thermoplastic types, it will be admitted, are 
made in various grades by many manufacturers and 
the best results can be had only with the higher grades. 
Inferior types sometimes fail under the strain of pulling- 
over and bed-lasting. Basic materials of which these 
are made range all the way from paper and hair felt 
to a felt made of fine wool content. 

Developments in the counter field, because of the 
seemingly endless trend toward lightness in women’s 
shoes, have been toward lightness and flexibility in this 
part of the shoe, without loss of strength. One of 
these counters, for instance, has an extremely thin, fine 


edge, reinforced by a strip of light fabric treated with 
gutta percha which keeps the moisture of the paste 
used in attaching it from penetrating this fine edge, 
or “scarf.” 

This is a type said to be well adapted for use in the 
manufacture of pumps or any shoe requiring a long 
counter of the kind most frequently used in that type 
of footwear. 

Other developments take into consideration not only 
that shoes are made in rights and lefts, but also that 
the lines of the last are different on the cuboid side 
than they are on the shank side. It is claimed that this 
makes not only for better appearance but for better fit 
as weil. 

Specialty counters are the so-called orthopedic, and 
other types which have a distinct job to do in front 
of the heel—as in the instep portion of the foot, for 
instance. 


Shoe Linings 
The news about linings is that science has perfecied 
methods of making impregnated fabric look so much 
like leather that it is difficult, unless a thorough exam- 
ination is made, to tell them apart. This particular 
fabric, designed for use as a sock lining, is treated with 
pyroxylin and leaves the factory with high lustre, 
grained to resemble kid, and available in all colors. 
This is the result of years of research which have 
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DURAKALF 


Beautifies 





and Ensures 


Long Wear 


HE rich appearance of Durakalf, its remark- 

able wearing qualities and the many grains and 
colorings in which it appears have made it a leader 
as a vamp and quarter lining. 


Meet Us at the Boston Shoe Show 
Hotel Statler . . . Room 581 


RESPRO Ince. 


Cranston, Rhode Island, U. S. A. 

















IMITATED 
Bur Never 


Dupticared 


The Original Detatchable 
Golf Shoe Spike by... 
Fe C+ PHILLIPS CO - 
is yours by specifying 
...the PHILLIPS SPIKE 
in the selection of your 
GOLF SHOE LINE 
at the 


N-S*Re*As SHOW 


See the New Detatchable 
PHILLIPS SPIKE for 
Outdoor and Indoor 
Running Shoes 

* 


Write for our folder giving complete 
story on golf and running shoe spikes. 


F. C. PHILLIPS CO. Stoughton, Mass. 
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given the shoe trade other types of somewhat similar 
linings—the research having had a two-fold object: to 
perfect the lining as a style proposition and to increase 
its durability. We now have, therefore, many treated 
fabric linings whieh are much more resistant to abra- 
sion even than those of last year and also more resistant 
to the cutting action of the stitches which hold them 
in their place in the shoe. 

All of which, however; does not alter the fact that 
every requirement of a high-grade lining is well met by 
leather lining; and that sheep and kid leather (particu- 
larly the latter) are still by far the most popular for 
lining purposes in shoes of good quality. One reason 
for this is that whereas, in the past, kid lining leather 
was tanned and finished exactly as the shoe upper stock, 
and the inferior grades sold for lining purposes, today 
it is the practice to give it a new finish which makes it 
even more suitable for the purpose intended, without 
increase in cost. 

Leather chemists, constantly at work, have found ways 
of imparting any desired color to lining stock; and 
there is a wide range of weights and even grades. Kid 
lining, therefore, can be had to match the upper or, and 
this is more apt to be the case, to contrast harmoniously 
with it. 

Other Leather Linings 


Other leathers used for linings are calf and cowhide 
splits, both which are used almost entirely in men’s 
shoes. Cowhide splits, as a matter of fact, are believed 
to have been the first type of leather to be used in shoe 
linings. This was in the dim, distant past when the ma- 
chine now used to split leather was first invented and 
placed on the market. 

In both men’s and women’s shoes, those in the higher- 
price brackets are sometimes full-lined, by which is 
meant that the entire lining of the shoe is either all 
leather or all treated fabric of the kind discussed in 
the first part of this brief article. By far the largest 
percentage of shoes, however, are merely quarter-lined 
with these materials, and the forepart carries a straight 
fabric lining which may be twill, drill or duck. These 
names are merely ways of describing how the cloth is 
woven. 

Because these cloth linings not infrequently wear out 
in the upper part of the toe of the shoe, one manufac- 
turer has invented a piece of fabric so shaped that it 
can be placed in position easily by the wearer of the 
shoe. It is treated on one side so that it adheres closely 
to the shoe, presenting on the other side a finish as 
smooth as that possessed by the original lining. 

The thing to look for in the lining of a shoe, in addi- 
tion. to its color, is the smoothness of its surface. By 
this is meant that the lining should be free from wrinkles 
and that the surface of the lining should be so ver) 
smooth as to bring the least possible abrasive action 
against the silk stocking with which it is to come in 
contact when the shoe is worn. 

[TURN TO PAGE 236, PLEASE | 
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Here's a new, up-to-the-second conception of he- 
man shoe styling, in answer to the average man's 
life-long desire for foot comfort. Here's comfort 
with new style, smart as Bond Street, correctly mas- 
culine for business wear, swank for evening affairs, 
staunchly supporting for active outdoor use, ideal 
for loafing and leisure. 


SHUGOR is the creative inspiration for a score of 
men's smart shoe styles, wherein the secret of per- 
fect fit plus a new comfort is contained in the goring 
unit. SHUGOR is utilized in countless new patterns 
and in every conceivable adaptation of standard 
shoe designs. Because of new developments in 
finishes and construction, SHUGOR is as adaptable 
to men's smart footwear as it is to women's. Men's 
shoes are sensibly smart and infinitely more com- 


fortable—with SHUGOR. 


SHUGOR, with its patented reinforced-edge allows 
easy stretch across the instep, with constantly 
smooth top-lines; its PLURALASTIC construction 
ends needle-cutting and insures permanent flexi- 
bility. SHUGOR is the result of 75 years’ experi- 
ence in making shoe goring exclusively. 


Copyright 1958 Thomas Taylor & Sons, Inc 


THOMAS TAYLOR & SONS 


INCORPORATED 
HUDSON, MASS. 
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Keep in touch with your customers .. . 


Throughout the life of the shoe, Newflex provides wear- 
ing character that helps build the repeat sale. This innersole 
maintains a pleasant contact with the feet and the feet do 
have a voice in the buying decisions. Newflex Pigskins adapt 
themselves to foot contours—for snug, comfortable fit, and 
the foot can breathe through the natural pores. They stay 
flat, do not curl or crack, and help the shoe hold its shape. 
Many lines exhibiting at the National Shoe Fair include 
Newflex Pigskin Innersoles as a selling feature. Ask your 


manufacturer or write us for information and samples. 


Sales: 223 W. Lake St., Chicage 


Lyman P. Gutterson, 42 Lincoln St.. Boston 


& 





Feature Footwear 


[CONTINUED FROM PAGE 206] 


foot first with the customer’s foot at rest on the fitting 
stool; then again, with the customer standing with the 
weight evenly distributed on ‘both feet. From this he 
learns something about the character of the foot— 
principally how much it spreads in width and increases 
in length while carrying the body weight. 

While doing this, of course, he has classified the foot 
and knows what last he will recommend provided it is 
left to his own judgment—unfortunately not the case 
many times. 

After the shoes (both of them) have been put on the 
customer’s feet, he asks the customer to remain seated 
while he examines the fit at ball, instep and heel. The 
customer then stands erect while the same process is 
gone through again in order to see whether enough 
allowance has been made for the changed size of the 
foot under pressure. 

But this is not enough. This salesman wants to see 
the feet in action while encased in these shoes. He 
knows that the break of the shoe across the forepart is 
important. He knows also that the entire weight of the 
body is born alternately by left and right feet in walk- 
ing, whereas, in standing, only half the body weight is 
exerted in the form of pressure on each foot. 

Consequently he does what many other salesmen do; 
he asks her to walk around a bit. There is this impor- 
tant difference, however. While most salesmen elect to 
remain seated on the fitting stool while the customer is 
walking—many of them not even turning to watch the 
customer—this salesman actually trails right along with 
her. He walks about two feet behind and to one side of 
the customer as she walks away from the fitting stool; 
then reverses his field and walks behind her on the 
other side as she returns. 

In this way he gets a clear picture of the reaction of 
the shoe to the action of the foot—whether it breaks 
properly, whether the heel slips, whether it gaps at the 
side as she rises on her toes, whether the foot remains 
anchored properly at the bal! point, etc. 


This man, it is perfectly safe to say, has more loyal 
customers—women who come in and are perfectly will- 
ing to wait until he can serve them, than any other 
two men on the floor. Women, and men, too, appre- 
ciate the fact that he is interested in them, that he is 
thorough, that he knows his business. 

This is true because the public at large, during the 
last ten’ years, has gradually acquired a large amount 
of accurate knowledge of feet and shoes. They have 
been taught, through magazine and newspaper articles, 
the importance of foot care. They have become, if you 
can stand the expression, “foot conscious.” 

Take the case, for instance, of Dr. Irving S. Cutter, 
who writes daily for a syndicate which has as its clients 
many of the metropolitan dailies in this country—an 
audience of many millions. During the course of the 
present year he has written at least two articles bearing 
directly on care of the feet, shoes and shoe fitting. In 
one of these, after paying tribute to the shoe industry 
for the increasing use of broader lasts, he wrote: 

“But what about the high-heeled modern creations 
worn by women? No one can gainsay the fact that this 
device forces the pedal apparatus to assume an abnor- 
mal position. There is considerable evidence that cir- 
culation is interfered with and tissues and ligaments are 
weakened in the metatarsal region, which permits the 
spreading of the bones. In addition, the pull on cer- 
tain muscles results in a distorted twisting of the toes 
outward. Furthermore, these steeple-like heels shorten 
the tendons on the top of the foot and keep the toes 
raised. In a one-inch heel this effect is not induced. 

‘But what can be done? Even without any thought 
of operation, relief from pain may be accomplished by 
(1) taking out corns and callouses, (2) the use of the 
nightly foot bath followed by massage with cold cream 
or cocoa butter, (3) the adjustment of weight-relieving 
pads, and (4) the correction of ill-fitting footwear. 

“Many patients will be helped by the latter. A straight 
inner edge with one-inch heels and plenty of room up 
front is the type desired. Occasionally the ordinary 
style may be worn (not the skyscraper heel above 
referred to), into which a sponge rubber dome (one-half 

[TURN TO PAGE 240, PLEASE] 
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UNISHANK ? 


Two decades ago fashionable shoes 
for women had plump outsoles and insoles 
and three square feet of uppers to the pair. 


A light piece of steel was shank enough. 


Today’s modes are lighter, smarter, and 
skeletonized. Greatly increased strength in 
the shank is essential. UNISHANK — a per- 
fectly moulded unit — insole, steel, and re- 
inforcer — gives exactly the added support 


required. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 








Eee 
CHICAGO 
ROOM 539 

HOTEL 
STEVENS 
JAN. 3 t06 





i 





Star profit perform- 

ers in their grades, 

season after season, 

HAZZARD and EM- a 
ERSON shoes are perennial favorites with 
buyers who look for the balanced values of 
up-to-the-minute styling . . . thorough shoe- 
making . . . leathers and findings that are 
the selection of the market . . . and reliable 
deliveries. If you do not know these lines, 
let’s get acquainted at Chicago! 














RIDING COWBOY 


& FIELD BOOTS BOOTS for 


In addition to regulation MEN, WOMEN & BOYS 

Made over the popular 
cmame high heel last. 
that have established a nota- 
ble reputation for durability 
and fine fitting. 


VISIT OUR PERMANENT SAMPLE ROOMS AT 
119 LINCOLN ST., BOSTON 


R. P. HAZZARD CO. 








¥ AUGUSTA, ME. “al 
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Shoemaking Materials 


[CONTINUED FROM PACE 232] 


Golf Spikes 

With the opening of public golf courses all over the 
country, the demand for golf shoes is most decidedly 
on the increase. Therefore, it is well to know a little 
something about golf spikes, twenty-two of which are 
usually inserted in the soles of every pair of golf shoes. 

These are of two types—those which, once installed, 
are a permanent part of the sole and cannot be re- 
newed without removing the outer sole; and those 
which can be renewed without recourse to the repair 
shop. The former are in one piece; the latter in two. 
Both, and we are speaking, of course, of the better 
grades, are made of hardened steel, treated to give it 
toughness and strength, as well. Many are given a 
coating of a rust resistant metal other than steel; in 
others, the steel itself has been converted into an alloy 
by the admixture of other metals, to which the spike 
owes its rust resistance. 

In attaching the one-piece spikes, they are riveted 
between inner and outer sole—that portion of the spike 
which is concealed within the sole coming in various 
lengths, of course, in order that soles of different 
thicknesses may be used. 

In the case of the renewable type of spike, there is 
a receptacle inserted between inner and outer sole, the 
face of which comes out flush with the under surface 
of the outer sole. This receptacle has within it a ma- 
chined thread into which the threaded spike is screwed. 
These types, because of their threaded parts, must be 
carefully machined and specially heat treated to make 
the steel very hard, thus avoiding stripped threads. 


Thread 


It is estimated by reliable authorities that the dif- 
ference in the manufacturing cost of a pair of shoes 
bottom sewed with the best thread available and a pair 
in which the lower grades have been used is a small 
fraction of one cent. These same authorities, none of 
whom has an axe to grind, because it is money in 
their pockets no matter what kinds and grades are 
used, agree that if the manufacturer spent one-tenth as 
much time in buying his thread as he does in making 
his selection either of upper or bottom stock, he would 
be conferring a favor on the merchant and the public. 

For, after all, thread is what holds the shoe together. 
If the thread breaks, the shoe is useless. In which 
connection, one man says that the only time the 
manufacturer becomes “thread conscious” is when a 
batch of shoes comes back from his retail merchant 
customers with their inseams ripped. 

In making shoes, three types of thread are used and 
one combination type. For the better grade of shoes 

[TURN TO PAGE 245, PLEASE] 





You have a DATE 
with MISS PIRATE 


and her sister 
MISS PIRATE WINGS 


AT THE STEVENS 
IN ROOMS 601-602 


Miss PIRATE is a sporty miss of smart and colorful lines 
and has delighted customers in many stores the nation 
over for many profitable seasons. 


MISS PIRATE WINGS is as modern as the “world of 
tomorrow.” A new shoe with a SPRING-BACK feature 
... brings buoyant grace to every step. The patented 
construction of these SPRING-BACK Shoes gives an 
exhilaration in walking not possessed by any other con- 
struction. They are WINGS indeed. 








Dr. John Martin Hiss, B.Sc., D.O., M.D.— founder 
and head of the world famous Los Angeles 
Foot Clinic, which bears his name, will be in 
our rooms. To meet him and discuss with him your 
shoe problem will be well worth your while. 




















For your profit and pleasure in 1939, plan now to meet 
Dr. Hiss in Rooms 601-602, Hotel Stevens, Chicago—during 
the National Shoe Fair—January 3, 4, 5, 6 and we'll be 
there to greet you. 

WEIR STEWART ROBERT EMMET 
JAMES MARSHALL CLAYTON HULTGREN 
ERIC ANDERSON 


MARSHALL, MEADOWS & STEWART, ix. 


Specialists in the Making of Women’s Fine Shoes 
AUBURN NEW YORK 
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SPORT SHOES 
(Pages 86-87) 


LEFT HAND PAGE 














Seven interesting shoes showing the 
use of varied materials and combinations 
of materials. 


1. Cole, Rood & Haan. 

2. Freeman Shoe Corp. 

3. Jarman Shoe Company. 

4. Winthrop Shoe Company. 

5. Field & Flint. 

6. Roblee Shoe—From Brown Shoe 
Company. 

7. Florsheim Shoe Company. 














1. French, Shriner & Urner. 
2. Wall-Streeter Shoe Company. 
3. French, Shriner & Urner. 


ee? @ 
RIGHT HAND PAGE 
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Merehandise Sourees for Men’s Shoes 


. J. P. Smith. 

. Racine Shoe Mfg. Co. 
. E. E. Taylor. 

. Nunn-Bush. 

. Stacy-Adams. 

. E. T. Wright. 

. M. A. Packard. 


e¢ ¢ 
COUNTRY 
(Pages 88-89) 
LEFT HAND PAGE 




















S$ 











Seven shoes developed for Spring and 
Summer country wear. 


1. A Walk-Over Shoe—From Geo. E. 
Keith. 

2. A Roblee Shoe—From Brown Shoe 
Company. 

3. J. P. Smith. 

4. A Walk-Over Shoe—From Geo. E. 
Keith. 
< The Klomp—From Winthrop Shoe 

6. Stacy-Adams. 

7. E. E. Taylor. 














Two interesting shoes, using white re- 
versed leather and two tones of tan calf. 
From Endicott-Johnson Corp. 


¢?¢ ¢@ 


RIGHT HAND PAGE 


Three of the heavier types in 
reversed leathers 
1. The original Barge. From Stetson 
Shoe Company. 
2. M. N. Arnold. 
3. M. A. Packard. 














The lace types at the lower right are 
the Cabelleros by Curtis in natural tan 
veal, using crepe and belting leather sole. 


Capri Kid Popular in Denver 


Denver, CoLto.—A big feature in 
women’s shoes at Gano-Downs, re- 
cently, were the new Capri kid models. 
These are interesting not only in the 
new leather effects, but in their strik- 
ing new innovations of style as well. 
These shoes were shown in platform 
soles with the novelty square-sided heel 
and the spool, or scalloped, heel. 

An ensemble of popular appeal is 
the wine calfskin shoe in platform sole, 
open-toe, side-strap fastening, high 
front or lattice cutouts having trim- 
ming of leather in lighter tone and dis- 
played with leather bag, hose and 
handkerchief, all of matched color. 

In the men’s department much em- 
phasis is now placed on Puritan calf- 
skin shoes. Most novel of these and 
first in demand is the Tyrolean model 
with side-lacing. This shoe was eagerly 
accepted by the younger men at first, 
but now is a favorite with the older 
men as well. Next in importance is 
the plain-toed shoe, while those with 
extreme extended soles and wing tips 
follow in turn. 
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In shoes of every type, 
Celastic insures smooth toe 
linings and combines box 
toe quality with proper toe 


protection. 


THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Merchandise Sourees for Men/’s Street 


Shoe Program 
[Pages 84-85] 





: 


LEFT HAND PAGE 


1. Antique finish on Russia Calf adds a custom look to 
this model. From House of Crosby Square. 

2. Tan calfskin in beautifully proportioned Arch Pre- 
server. From E. T. Wright. 

3. Extreme custom detailing is heightened by a_boot- 
maker’s finish in this shoe. From Stetson Shoe Company. 

4. Gabardine and tan calf combination in this interest- 
ing brogue pattern. From C. H. Alden. 

5. Stacy-Adams uses hand work and hand lacing in this 
beautiful blucher of French veal. 

6. Beautifully proportioned custom brogue showing the 
trend to squarer foreparts. Also from Stacy-Adams. 


























RIGHT HAND PAGE 


1. Medallion perforated wing tip in a Glove Grip shoe. 
From M. N. Arnold. 

2. The Dutch Boy last interpreted in a five eyelet blucher 
in natural color calf. A Jarman shoe. 

3. The new Scotch tip heightens the square effect on this 
full brogue. From Winthrop Shoe Company. 

4. Here’s a successful carry-over from last year. One 
of the best shoes of the heavier type. Fine pinking, large 
perforations and heavy wheeling make an _ interesting 
brogue pattern. From E. E. Taylor. 

5. A refined custom brogue in tan calf. Nunn-Bush. 

6. Stacy-Adams makes this custom looking brogue. 





Feature Footwear 


[CONTINUED FROM PAGE 234] 


inch thick) may be fitted. This is glued to the innersole 
after it has been moved forward or backward until it 
is found to relieve the strain. If the great toe bends 
but slightly toward its next-door neighbor it may “be 
strapped back with adhesive into normal alignment. 

“Callouses develop, as a rule, under the heads of the 
second, third and fourth metatarsal bones. They form 
because the extremities are bearing the weight of the 
body unevenly. Pressure concentrates at sites where 
there is no pad to protect the soft parts. These should 
be eased, because at times they may become exceeding- 
ly tender. After their complete extirpation, then the 
rubber props may be tried. 

“Flatfoot usually refers to the longitudinal arch and 
sometimes shoes help to overcome this weakness. Some 
have arches built in, while with others, an insert may 
prove satisfactory. A simple trick that can be employed 
with a regular shoe is to extend the heel forward about 
three-quarters of an inch, at the same time raising the 
inner side.” 

All in all, this is what might be called distinctly edu- 


cational and a most decided boost for the intelligent 
sales promotion of the feature shoe with its arch sup- 
port, metatarsal buttons, orthopedic heel, wedged heel, 
etc. 

In another article, after discussing the various ills to 
which the body is heir as the result of the improper care 
of feet and fitting of shoes, Dr. Cutter repeats much of 
what he said in the article just quoted. 

“The thing to be desired is a shoe,” he declares, “that 
is of the proper length with enough toe room. Some- 
times one shoe of a pair will fit perfectly while the mate 
is obviously too small. Both feet should be measured. 
as one may be a full size longer or wider than its fellow. 
The only safe rule is to fit the larger foot accurately, as 
far less damage will follow the use of a shoe that is 
slightly oversize. 

“Can comfortable shoes be obtained by the victim of 
foot discomfort? Yes, but are we willing to wear them? 
The difficulty lies not with the manufacturer but with 
the demand of the public for style. The latest mode in 
footwear is too big a price to pay if painful feet are the 
result. As long as shoes are clean and polished they 
will look well. 

“Special attention, of course, must be given to arches 
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BUYERS? 


Be Sure To Visit 


Room 717 


AT THE HOTEL STEVENS - CHICAGO 
DURING NATIONAL SHOE FAIR WEEK 


—@e 
AND SEE THESE TWO GREAT DEVELOPMENTS 
IN THE CONSTRUCTION AND FITTING OF 


W ALK-IN-EASE 


INFANTS’ AND GROWING CHILDREN’S SHOES 





NOW! Insulated against cold and dampness Walk-In- 
Ease X-Ray Marker Shoes are now made with Insul- 
whyte, the spun-glass filler that cannot crack, bunch nor 
creep and it is Impervious 
to cold and dampness. 


It Costs No More to be “Sure rome 

Shoes Really Fit.” The sen- ah dieieee enannen 
sational new X-Ray Marker 

is science’s greatest development in the accurate fitting 
of Infants’ and Growing Children’s Shoes—Exclusive 


With Walk-In-Ease Shoes. 








THE INSULWHYTE FILLER 
IN ATTENDANCE AT HOTEL STEVENS 


“LOUIE” ROSENWASSER “JACK” SANTRY “HUGH” KINCAID 


WALKIN SHOE COMPANY 


SCHUYLKILL HAVEN PENNSYLVANIA 











THE MAYERS SHOE DISPLAY CASE 


PATENTED 
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THE{UNANIMOUS CHOICE OF SUCCESSFUL 
SALESMEN IN EVERY TERRITORY 


A Gentleman’s outfit to lighten 
your burden and increase your 
sales. 


LADIES’ MEN’S 


Here’s the easy-to-carry case that 
adds showmanship to selling. Open 
it and your line is on display! No 
more wasted time wrapping and 
unwrapping samples. 


Drop "Em 
and They’re Packed 


16 Sample—25”"x13"x9” 
20 Sample—32”x12”" x9” 
24 Sample—25”x19"x9” 
32 Sample—31”x20”x9” 
36 Sample—36”x20” x9” 
40 Sample—32”x24"x9” 





WINSHIP CO., INC. 400 FIRST STREET, UTICA, N.Y. 


BOSTON 


NEW YORK 


Showing 24 Sample Case Being 
Packed or Unpacked 








that are weak, particularly the transverse arch, and 
many an invalid has been relieved by an innersole to 
which is fastened a sponge rubber pad about the size of 
a silver dollar. This is so placed that it raises slightly 
the heads of the metatarsal bones which lie just back 
of the toes and form the ball of the foot. 

“If you can wear a shoe with a rigid shank, the normal 
heel probably will suffice. If a flexible shank is pre- 
ferred it may be necessary to extend the inside of the 
heel forward about three-quarters of an inch. This will 
support the bone that lies in front of the heel which 
otherwise may give much trouble.” 

There have been dozens of articles similar to these 
in consumer publications during the course of the year 
just ending. 

And by and large they constitute the most impressive 
aid the merchant can have in gaining acceptance for the 
well-built, carefully-planned feature shoe. 

Not to mention the profit to be had in selling them 
at regular prices. 


Early Bookings for Display Convention 


New York—Exhibit space for the corivention of the 
International Association of Display Men to be held at 
the Hotel Astor, in New York City, June 25-29, 1939, is 


Novelty Summer Types for Men 


Two Summer novelties for men from Edwin Clapp. 

The shoe on the left is of dark blue gabardine with 

tip, counter and lace stay of natural leather. The 

other is similar to the first in pattern in a combina- 

tion of brown checked gabardine and brown 
alligator. 





selling unusually early this year, and all space probably 
will be sold by the middle of March, according to Syl C. 
Rieser, Managing Director. Display space is considered 
exceptionally attractive this year, and the manufacturers’ 
exhibits are expected to provide one of the most interest- 
ing features of the convention. Thirty-three and one- 
third per cent of the space has already been reserved. 
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Three ACES that always 


win in any Retailer’s 


Heels and Heel Materials 


For the first time in many years, we 
have seen, in 1938, a radical departure 
in heel shapes from the three basic 
types—Cuban, Louis and Continental. 
There is the Dutch Boy heel, for one; 
the spool heel and the spool wedge; 
the keg heel (a modified spool with only 
one flange); the heel fluted like a col- 
umn; the square or upside-down heel; 
and the round heel, which may be either 
circular in cross section or oval. 

At least some of these heels have 
proved so intriguing to women that 
sales in many shoe and department 
stores have been traced directly to 
their “allure.” It is by no means un- 
common to hear a merchant remark 
that it is the heel that sells the shoe; 
and back it up by citing case after case 
of customers who, with a wardrobe full 
of shoes, nevertheless have bought new 
footwear in order to have a pair with 
“those cute heels.” The chances are, 
however, that with the exception of the 
Dutch Boy heel, they will not be long 
in the style picture. They are novelties 
in the strictest sense of the word. 

They illustrate, however, the versa- 
tility of one material from which heels 
are made—wood. All of these shapes, 
turned on a precision lathe which in- 
sures uniformity, can be and are made 
of any one of several woods. It is gen- 
erally agreed among wood heel manu- 


facturers, however, that the better | 
grade heels, particularly those which | 


are high slender, should be made of 
sugar maple, which has all the neces- 
sary qualities. 

Wood heels may be covered with 
fabric which matches the upper of the 
shoe or which contrasts with it either 
in patterning or in color; or with 
leather—contrasting or matching; or 
with pyroxylin finish, in any desired 
color and sometimes in a combination 
of colors. 

The wood of which these heels are 
made is carefully selected, absolutely 
free from blemishes and is seasoned by 
a laboratory developed process which 
brings it out free from moisture and 
free, also, from a tendency to warp or 
check. The wood heel manufacturer 
claims that wood makes a lightweight 
heel and that its use solves one of the 
more difficult problems of the shoe man- 
ufacturer—that of heel fitting. 

But there are two other very impor- 
tant materials from which heels are 
made—all leather and leather-board. 
The former are now found mostly on 
men’s shoes, children’s and some types 
of women’s shoes which carry low heels. 
Their place has been largely supplanted 
by the so-called built-up heel of leather- 
board. 

When this material was first de- 
veloped, it was at a decided disad- 
vantage, because, though strong and 
durable, it could be finished only in one 
solid color. This was further improved 
by manufacturing a _leather-board 
which would give an alternate lift 
heel, producing the “barber pole” effect 

[TURN TO PAGE 249, PLEASE] 





A triple selling combination 

that has produced profits and 

repeat sales for scores of 

progressive retailers. Cratits- 

manship at its best, in work- + 

manship, selected leathers and 

style have made the Old Colony = 

and C. H. Alden Lines, a Hall- 560 

mark of quality in men’s fine HOTEL STEVENS 

shoemaking. CHICAGO 
NATIONAL SHOE FAIR 











Otp Cotony SHOE 
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Brockton, Mass. 
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EACHCRAFT presents an en- 
tirely new idea in Clog Con- 


struction to produce lighter weight 
Skyscrapers with Leather or colorful 
Fabric Uppers in many individual 
Designs. 


BEACHCRAFT SANDAL CO., Inc. 


Factory: 





10-12 Jones St., N.Y. 


1410 Broadway—47 W. 34th St., N.Y. 


ON DISPLAY 
HOTEL STEVENS 
ROOM 1215 


Showrooms: 











FIELD BOOTS 
Men's, Women's and Boys’ 
$2.30 up 

RIDING BOOTS 
Men's, Women's and Boys’ 
$3.85 up 
JODHPUR BOOTS 
Men's and Women's 
$1.40 up 
COWBOY BOOTS 





HICUTS and 
HUNTING 
BOOTS 


Genuine Goodyear 
Welt Construction 





THE ARNOFF SHOE CO. 
101 Duane St. New York City 

















Wool Felt for 
Platform Mid-Soles 


Acceptance of platform shoes by 
women in all types from utility, sports, 
morning, daytime and for evening is 
so marked that the question of what 
to use for the mid-soles is of utmost 
importance. Wool felt mid-soles have 
been found to meet the requirements of 
the manufacturer, shoe merchandiser 
and consumer. 


Platform shoes for women — have 


passed the novelty, fashion stage, they 
are now considered a “must” basic shoe 
in every stock. The great majority of 
‘women who gat worn platform shoes 


feel of the wool felt, and they are 
satisfied with the insulation qualities of 
this material. 

New this season are platform shoes 
for men. These are being introduced 
by manufacturers who were pioneers 
in the making of these same types of 
shoes for women. And again, wool felt 
mid-soles are being specified, as the 
practicality of this material has been 
proven. 

The Standard Felt Co., Alhambra, 
Calif., with stocks in New York and 
San Francisco and sales offices in all 
manufacturing centers, specializes in 
a very excellent wool felt for plat- 
forms. 


Tribute Paid to John McElaney 


BROCKTON, Mass.—At a special meet- 
ing of the Board of Directors of the 
Stacy-Adams Company, held here re- 
cently, resolutions were adopted on the 
death of John McElaney, treasurer of 
the company, who died recently, after 
having served the company in many ca- 
pacities for 47 years. The resolutions 
read: 

“Whereas, it was the will of Divine 
Providence to remove from an active 
and useful life on December 5, 1938, 
John McElaney, our beloved friend and 
leader, be it 

“Resolved that in his passing the 
Company records the loss of a member 
of fine character and a man of sterling 
qualities, who devoted forty-seven years 
of his business life to the Company, 
starting in as office boy in 1891; but so 
marked was his ability, he rapidly rose 
to the position of salesman, later being 
appointed director, and to the office of 
treasurer which he filled at the time of 
his death; and whereas, we who are left 
te carry on the work to which he so 
whole-heartedly gave the best years of 
his life, feel the sense of personal loss 
softened by the memory of his unfailing 
inspiration 

“Therefore, be it resolved that we, 
the Directors of Stacy-Adams Company, 
do hereby commemorate the shining ex- 
ample of his unselfish and devoted life, 
and tender to his friends, his family, 
and surviving relatives this testimony 
of our deep esteem.” 





SKI BOOTS 
Men's and Women's 
Designed by Swiss sk! experts 

IN STOCK 


$2.35 up 


ICE SKATE 
OUTFITS 
Men's, Women's and 


THE ARNOFF SHOE £9. 


101 Duane St. ork City 

















Special to Chicago for 
New England Shoe Men 


Boston—The New England Shoe 
and Leather Association is again or- 
ganizing a special non-stop train to 
Chicago for the convenience of mem- 
bers of the New England trade who 
plan to attend the National Shoe Fair 
in Chicago, Jan. 3-6. The Boston & 
Albany ‘R. R. and the New York Cen- 
tral System will operate this train, 
which will leave South Station, Boston, 
in two sections, at 1:40 P. M., Sunday, 
Jan. 1, and is due to arrive in Chicago, 
Monday morning at 8. 

A special low round-trip fare of $54 
will apply to passengers on this train, 
representing a substantial saving from 
the regular rate. Additional savings 
will accrue to passengers with excess 
baggage on this train. 

This special train will be exclusively 
for New England shoe manufacturers, 
their salesmen, and members of the 
leather and allied trades. The accom- 
modations will be of the finest. Ful! 
details concerning reservations, rates. 
ete., may be obtained by communicat- 
ing with Maxwell Field, secretary of 
the New England Shoe & Leather As- 
sociation, at 210 Lincoln Street, Boston. 
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Thread 


[CONTINUED FROM PAGE 236] 


made by conscientious manufacturers, linen thread is 
preferred for bottoming. Cotton and silk are used for 
stitching the uppers—sometimes linen—sometimes a 
mixture of linen and cotton. 

But that is only part of the story because cotton 
has been used freely of recent years in bottoming—too 
freely, in fact—the consequence having been that the 
shoe repair industry has reaped a minor harvest. It 
is interesting to note at this point, furthermore, that 
the repair industry, almost to a man, uses nothing but 
linen thread in reattaching soles and sewing up in- 
seam Trips. 

A new development this year in the higher grade 
lines is the increased use of so-called linen “closing 
thread”—that thread used to stitch back seams, the 
obvious reason being that in turning and pulling (re- 
moving the shoe from the last) tremendous strain is 
put on that seam and consequently it deserves the 
strongest thread available. 

Without becoming too technical about this matter of 
thread, and no matter of what material it is made, it 
is built up of cords and is identified by the number of 
cords per thread. A four-cord thread is just what the 
name indicates. About the heaviest used in the shoe 
industry is a 10-cord linen thread for very heavy soles. 

Within the last few years, ways and means have 
veen found by thread manufacturers to produce threads 
which are ideal for the purpose for which they are 
intended. They may be twisted or braided (as in the 
case of thread designed for lock-stitching), but all 
have the uniformity which every good thread must 
have. Particularly in sole sewing and welt inseaming, 
these qualities (uniform throughout the thread) are 
smoothness (so that the thread almost literally flows 
through the leather), flexibility without elasticity (so 
that seams are permanently closed), toughness and 


Shanks 

Improvements and changes made in shanks over a 
period of the last year or so, if the truth must be told, 
have not come about nearly so much because of any 
thought given them by the shoe manufacturer, as they 
have because of the alertness of scientific gentlemen 
loosely known as metallurgists, but more specifically 
identified with the steel industry. 

When these busy-bodies find any way of treating 
steel for use in automobile springs, for instance, which 
will make possible the use of a thinner steel sheet, let 
us say, without loss of strength or resilience; or if 
they find that by adding a couple of ounces of some 
other metal to a ton of molten iron in process of be- 
coming steel, they have brought into existence a steel 

[TURN TO PAGE 247, PLEASE] 
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Set the 
PACE 


and Created the 
National Market 
for the Removable 
Golf Shoe Spike 


Today TURF HUGGER 
is the Recognized 
Removable Golf Shoe & 
— as evidenced by its 
adoption in the following 
lines to be featured at the 
National Shoe Fair. 


SHOE MANUFACTURERS A. E. Nettleton Co. 
Johnston & Murphy 
Colt-Cromwell Co., Inc. 
Nunn-Bush Shoe Co. 
Hamilton-Brown Shoe Co. 
Herold-Bertsch Shoe Co. 
A. Freedman & Sons, Inc. 
Bates Shoe Co. 

Curtis Shoe Co. 
Farmington Shoe Mfg. Co. 
H. H. Brown Shoe Co. 


Commonwealth Shoe & Leather Bows Moccasin Shoe Co. 
Co. 


International Shoe Co. 


Thompson Bros. Shoe Co. 
Regal Shoe Company 

8. A. Corbin & Son Company 
Hill Bros. Co. 

G6. H. Bass & Co. 

R. P. Hazzard Shoe Co. 
Doyle Shoe Co. 

Red Wing Shoe Co. 

Cc. B. Slater Co. 


Milford Shoe Co. 


Grossman's Shoes, Inc. 
Great Northern Division 


Winthrop Shoe Co. 
Conrad Shoe Co. 


Wisconsin Shoe Co. 
The Copeland & Ryder Co. 
John E. Lucey Shoe Co. 
R. J. Sawyer, inc. 
Knipe Srothers, Inc. 


The Julian & Kokenge Co. 


Freeman Shoe Corp. 
Racine Shoe Mfg. Co. 
Stacy-Adams Co. 
Weyenberg Shoe Mfg. Co. 
The Florsheim Shoe Co. 
Cole, Rood & Haan Co. 


CUSTOM SHOEMAKERS 
A. J. Justin & Sons, Inc. 
Wylie & Peterson, Inc. 

John P. Charde & Son 


WRITE FOR FURTHER PARTICULARS 
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Chicago Shoe Fair 
Jan. 3rd to 6th. 
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® SWAN “Airy-Tred" Sandals can be a 
part of your Spring and 
Summer business. Cork, crepe, and 
leather soles with a varied assort- 
ment of upper materials, includ- 
ing woven fabrics, prints, sail 
cloth, linen, luggage leather, 
elk and terry-cloth. 





» You are cordially invited to 
visit us in Room 123! and 
view the outstanding spe- 
clalty sandal line in the 


SWAN SHOE COMPANY 


ARYLANI 


BALTIMORE, M 
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Modern Trends in Design and Furnishings 


[CONTINUED FROM PAGE 195] 


throws plenty of light to the floor, 
where it is most needed in a shoe de- 
partment. Draperies of Dubonnet crash 
hang before the doorways leading to 
the concealed stock rooms. Around the 
pillars have been built show cases. One 
is circular, with eight circular frosted 
glass inserts in the top. The case is 
lined with glowing irridescent fuschia 
leather, and the reflected light on the 
top glass is of a delicate fuschia. A 
square case has been built around a 
second pillar, and this is treated in the 
same manner. Beautiful shoes and co- 
ordinated accessories are shown in the 
cases. The same effect is carried out 
in long shadow cases set in the walls. 
Furniture is of a light wood with deep 
irridescent fuschia toned leather seats 
and backs. Big brass nail heads make 
a pleasing trim. 

On the fourth floor is the Budget 
Shoe department. Here are the inex- 
pensive shoes, high styled but not quite 
so high priced as those on the third. 
This department has been located close 


to the escalators so that customers are 
brought right into the department. The 
color scheme here is coral and yellow. 
There is plenty of working space mak- 
ing it easy to serve a large number of 
customers at a time. 

Close by and still on the fourth floor 
is the children’s shoe department. This 
is oval in shape, and built up around 
a color scheme of soft blues. 

On the first floor, leading off the 
men’s shop, is the men’s shoe depart- 
ment. Everything here is very mascu- 
line. Rust is the prevailing color in 
floor covering and walls and the arm 
chairs are of a light wood with light 
yellow leather seats, heavily studded 
in brass. Circular openings in the 
walls allow for shoe display, and with 
the shoes are shown coordinated items 
such as handkerchiefs, socks and ties. 

All four departments have been en- 
larged and have been planned so as to 
permit greater efficiency in serving cus- 
tomers and a better showing of shoes 
and related accessories. 





Ski Boots Selling Well 


Denver, Coto.—Sales forces in the 
shoe departments at the May Company 
have been increased 20 per cent to take 
care of the Christmas trade. 

First and foremost in appreciable 
sales increase are ski shoes, which are 
gaining in demand with the growing 
activities in winter sports in ths sec- 
tion of the Rocky Mountain region. 

A noticeable change in customer de- 
mand this year is the turning to higher- 
priced ski shoes. The safety factor 
tends to favor shoes ranging in price 
from $7.85 to $17.50. 

The Ski-Shack at the May Com- 
pany is carrying out a personalized 
publicity program in staging fashion 


shows showing matched togs in sports 
at the fraternity and sorority houses 
of Denver University. 





Novel Stunt to Stimulate 
Dutch Shoe Sales 


St. Louris, Mo.—Winthrop Shoe Com- 
pany, in connection with the promotion 
of their Dutch shoe, the “Klomp,” have 
sent out to their dealers a tulip bulb 
of the Dutch type. A circular accom- 
panied the bulb, with complete in- 
structions as to its care, and also a 
letter containing information about the 
“Klomp.” This novel advertising stunt, 
it is expected, will make the “Klomp” 


familiar to many retailers. 





Girl’s Shoe for the Growing Foot 
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Shanks 
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which is highly resistant to corrosion and which, at 
the same time, has retained all the other qualities they 
want it to have, it is promptly foisted off on the shoe 
manufacturer for use in shanks—a process to which 
the shoe manufacturer has no particular objection as it 
means more and better support for that portion of the 
shoe extending from the breast of the heel to the rear 
part of the ball. 

For, after all, that is the main job of the shoe shank; 
and the reason steel is used to such an extent is that, 
except in some cases, where different types are indi- 
cated, it does by far the best job—whether it be of 
untempered steel which can be made to conform to 
the shape of the last as part of the bottoming process 
in the shoe factory; or whether it is of highly tempered 
spring steel, which gives under the weight of the foot 
and then promptly snaps back into position when the 
weight is removed. 

Specialty shanks are numerous. Some of them are 
made of two types of steel—part tempered and part 
untempered and therefore malleable; others are made 
of steel with a leather covering; still others of steel 
reinforced with leather-board. Some are wide at the 
back where they are exposed to the most weight; while 
others are wide throughout their entire length to give 
added support to the outside of the longitudinal arch 
of the foot. They may differ in any one shoe factory, 
the manufacturer having found that one type is better 
for low-heeled shoes and the other for shoes carrying 
higher heels. 

A few years ago, the writer attempted, in behalf of 
a tanner who had acquired them in payment of a debt, 
to dispose of a job lot of women’s shoes. They were 
shown to the buyer for a large bargain basement whose 
first move was to test the shank by placing the heel 
of his hand in the shoe and pressing down. The shoe 
collapsed and stayed collapsed. Investigation showed 
that the shank-piece was merely a very narrow strip 
of thin, unpainted and untreated wood, about one- 
quarter of an inch wide. The sale was not made. So 
sorry. 


Bottom Filler 


To the platform shoe we owe our ability to write 
about something new in bottom filler materials. With 
a larger cavity to fill than that found, for instance, in 
the Goodyear welt, the necessity has arisen for a filler 
which not only will stay put but which has a high 
degree of resiliency, speaking comparatively, and 
which will not mat down or lump up in such a way 
as to cause positive discomfort. 

There are two general types in use—one a fiber 
which has been treated with latex or some other ad- 
hesive; and the other a solid sheet, more often’ than 
not of cork. These cork sheets are cut to fit in the 

















Defi nitel y, 
Uncom mon 


“Styled by 
MACKEY 


You are invited to see 
our collection of defi- 
nitely uncommon foot- 
wear for leisure wear 
. .. for cruise, beach, 
evening, dress and 
daytime . . . with the 
definite MACKEY 
touch of making smart 
things play a prof- 
itable part in your 


business. 


ROOM 926 A 
THE STEVENS HOTEL 
CHICAGO, ILL. 


J. MACKEY and SON 


715 BROADWAY NEW YORK CITY 














Calling All Buyers 


Come to Market at the Marbridge 


This famous shoe center is in the 
heart of New York City and at the 
point of greatest activity — 34th 
and Broadway. 


It’s the one place to see the latest 
and best in footwear and slippers 
for men, women and children; and 
shoe store display fixtures. 


A welcome awaits you on every 
floor. We are a group of friendly 
people and we aim to make your 
buying trip pleasant and profitable. 


In 1939, we of the Marbridge 
Building look forward to a great 
year of friendship and service. 


D. S. MACDONALD, Mar. 


47 West 34th St. 
Also 1328 Broadway 
New York 
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shoe factory; while the fiber and latex type can be 
applied either with a filler knife or with a special ma- 
chine with which some shoe factories have been 
equipped for a number of years—a machine designed 
originally for work on welts. At least one of the 
fibers used is sisal, the tough, fibrous vegetable product 
which is the basis for hard-fibered rope. 

Fillers such as these are said to have all the required 
cushioning effect and to be moisture repellent, as well. 

And we still have with us all the older types used 
in welts and other types of shoes requiring this struc- 
tural detail. The type used commonly is made of cork 
and wax tailings—an oil product. Before being ap- 
plied, it is softened by steam and either spread on or 
packed in by the above-mentioned machine. When the 
cavity is completely filled, the filler is allowed to 
harden, giving the appearance of being a solid sub- 
stance accurately cut to fit. 

Since the bottom filler’s job is to make inner and 
outer sole, in effect, one piece, it follows that the 
filler, when hard, must have the same degree of flexi- 
bility as the two other parts, must retain its shape 
just as they do and must not be so hard as to detract 
from the resilience of the bottom part of the shoe. In 
fact, one of its jobs should be to add to that resilience. 
For cement shoes, particularly those of the better 
grade, a spreadable filler piece bas been evolved, 
although it is still common practice to use cork com- 
pounded with rubber or with latex; or one of the spe- 
cialty fillers recently introduced such as the one made 
of spun glass, for which a high degree of durability 
and insulating ability is claimed. 

The cavity between inher and outer sole, in the early 
days of the shoe industry, presented a real problem; 
and there are people alive today who can remember 
quite well how a worn shoe not only inclined to creak 
on very little provocation, due to the sliding action of 
innersole over the filler, but also tended to bunch up 
at the sides, permitting the metatarsal portion of the 
foot to drop down into the hole created by this bunch- 
ing. Inventive genius has solved this problem, at least. 


Goring 


Take a side gored pump of black suede and what do 
you see? The chances are that you will note first that 
the goring is remarkably like suede in finish. That is 
one of the newer developments, it is true, but by no 
means the most important one. The longest steps taken 
during the year just ending are in the manufacturing 
process involved in making goring; and in the methods 
used by the shoe manufacturer in inserting it into the 
shoe. 

Modern gorings are infinitely longer-lived than the 
gorings used in the old Congress boots worn genera- 
tions ago by the well-dressed man. The better grades 

[TURN TO PAGE 251, PLEASE] 
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Heels and Heel Materials 
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when finished and on the shoe. These 
heels have found their greatest field 
of usefulness in the more conventional 
shapes used on shoes for walking, spec- 
tator sports and semi-dress types. Not 
infrequently, however, they are used 
in higher heels—gracefully shaped. 

Nor is it without decorative possi- 
bilities other-than the alternate lift 
effect. This year, for instance, has 
seen the introduction of a lift of 
leather-board just above the top lift of 
the heel—this “extra” lift having been 
white, when first put on the market— 
and contrasting sharply but agreeably, 
for instance, with the brown of the 
rest of the heel. Variations of this are 
other, higher colors to match the coior 
of the shoe upper. Reds and blues are 
seen. Practically any desired color can 
be had. 

Some of the technical information as 
to how this leather-board is made is to 
be found in a pamphlet published by 
the National Leather Fibre Conference. 
The author writes: 

“Leather fibre for heels contains from 
85 to 90 per cent of sole leather which 
has been torn apart and separated into 
its individual fibres, mixed with 15 per 
cent of cellulose and coloring matter, 
and then re-assembled. The result is 
a new product with many of the char- 
acteristics of leather and other advan- 
tages peculiarly its own.” 

The process by which this fibre- 
board is made is thus described: 

“These leather cuttings are placed 
in ‘beaters,’ from which machines they 
emerge as individual fibres suspended 
in water and free of tanning and load- 
ing material is found in sole leather. 
This mixture passes into a ‘wet 
machine’ which arranges the fibres in 
parallel position, squeezes out most of 
the water, and forms them into sheets. 
These sheets are then dried under scien- 
tific control and during this process 
the fibres shrink and interlock to form 
a homogeneous product. The final proc- 





Bootees for Infants 


Soft, white elk, moccasin bootees 
for infants from the Weitsman 
Shoe Co. 





ys - 


have found it pays, 


EVENING SANDALS 


The most extensive line of 
sandals in all wanted ma- 
terials, lasts and patterns. 


JUNIOR DEBS 
Sophisticated styles and ma- 
terials in lasts and heel 
heights for the younger girls 
and misses. 


CHANDLER F. BEARCE 
ROBERT H. ADAMS 


BUYER 
OF SPECIALTIES RETAILING $2 TO $3 


fluctuation, to stick to those lines known to 
be standard in their grades. In the popular 
range, Cushman specialties have demon- 
strated that they fit better . . . sell better 
. . . and are always uniform in quality. 


®@ CUSHMAN SPECIALTIES @ 


SEE THEM 
ROOMS 613-616 + STEVENS - CHICAGO 


L. C. MORGAN 


in periods of price 


SPRING & SUMMER 
SANDALS 
A wide and colorful selec- 
tion in woven and pleated 
types, gabardines, all leath- 


ers and white dyeable linens. 


6 
SPORTS 
Specialized styles in close- 
edge McKays with both 
leather and covered heels, 
regular and barge type lasts, 
leather or crepe soles. 


GEO. K. BURNS 
W. T. COX, Jr. 





Boston 





CHARLES CUSHMAN COMPANY 
AUBURN, ME. 


New York 














ess is to calendar the sheets by running 
them between heavy steel rollers. From 
these rollers, the sheets emerge smooth, 
even and uniform in thickness.” 


Stetson Store to Move 


SPRINGFIELD, Mass.— The store at 
323 Bridge Street has been leased to 
the Stetson Shoe Company of South 
Weymouth. The store is at present 
occupied by the Walk-Over Shoe Com- 
pany, and on January 1 this company 
will take a leased department in the 
Steigers’ Department Store. 

The Stetson Shoe Company has had 


a store in Springfield for the past 30 
years, and for the last 15 years have 
been located on Vernon Street. It will 
open its new quarters about Feb- 
ruary 1. 


Heel Company Leases 


Warehouse 


River Epce, N. J.—The Plastic Heel 
Company has leased the warehouse at 
270 Johnson Avenue, River Edge. The 
building, which contains about 4,500 
square feet, will be used for the man- 
ufacture of shoe heels beginning early 
next Spring. 

















Some are 


GoOo0oD 
Others are 
BETTER 
But only “Best” is 


BEST 


4338 Japonica 
Tan Calf 


4340 Blue Calf 
Spike heels— 
Compo—AA-C 


$2.10 


immediate 
Delivery 
4314 Gabardine 
and Patent, 
ike 
4315 Gabardine 
and Patent, 
4316 Mat Kid 
and Patent, 
4317 Mat Kid and 
Patent, Cuban 
Compe AA-C 
10 


immediate 
Delivery 
9730 =6Pat. ard 
Gabardine, 


AA-B 

9732 All Patent, 
ike, AA-B 

9733 All Patent 

(elosed tos) 

Cuban, AAA-C 


For the best women’s novelty 
Style Shoes and In-Stock 
Service, you need go no far- 
ther than BEST, who offers 
—and delivers — everything 
that the name implies. 

A cordial invitation is extended 
to you to inspect our displays 
Rooms I211A - 1212A 
HOTEL STEVENS 
during 
NATIONAL SHOE FAIR 
Chicago—Jan. 3-6 
and 
BOSTON SHOE SHOW 
January 9-1! 

Rooms 563-564 
HOTEL STATLER 
Choose ‘'BEST''—There's none better! 


BEST 


SHOE CO., INC. 





157 Lincoln St., Boston, Mass. 
ell 
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Air Conditioning in the Shoe Store 
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the Street Floor are air-conditioned 
and we are seriously considering air- 
conditioning the Second Floor this 
year. 

“This new store is, of course, air 
conditioned, and our original store was 
conditioned four years ago. We have 
found conditioning indispensable for 
downtown locations. Incidentally, the 
same concern took care of both shops.” 
A Wisconsin store: “We haven’t, but 
think it is fine.” Washington, D. C.: 
“Three of our stores have been air 
conditioned. Competition makes air 
conditioning imperative in this local- 
ity.” Kansas: “Yes. Before long, peo- 
ple will not shop in stores that are 
not air-conditioned.” Florida: “We 
have air conditioned in May of 1937. 
Customer acceptance made up for ex- 
pense. Salespeople more energetic.” 
Pennsylvania: “Am seriously contem- 
plating the installation of an air con- 
ditioning system. Believe it is neces- 
sary in order to operate a modern 
business store.” North Carolina: 
“Very comfortable, for both the cus- 
tomer and salesmen working.” Ne- 
braska: “Yes—already in, 1935—with 
splendid results.” Connecticut: “Very 
satisfactory and salesmen can work 
better. Customers more comfortable 
and easier to sell.” Kansas: “Air- 
conditioned our store in 1936. It in- 
creased our sales and to others we 
say: ‘Eventually, why not now?’” 
Florida: “Will have to put in even- 
tually.” Washington: “Yes, we in- 
stalled air-conditioning—we are per- 
fectly satisfied with same.” Washing- 
ton: “Feel this must be done very 
soon.” California: “We believe air con- 
ditioning a profitable investment. Our 
largest store is so equipped, and one 
other store.” 

With a few exceptions the rest of 
the merchants answering the inquiry 
were agreed on the benefits to be de- 
rived from an air conditioning sys- 
tem, but were held back by the cost of 
installation. Here are a few typical 
replies: 

New York: “Would like it, but think 
it too expensive for our store.” Mas- 
sachusetts: “Would be glad to air con- 
dition if cost not prohibitive.” Colo- 
rado: “Yes. Cost to install prohibitive, 
otherwise would be of great value.” 
Oregon: “Would like it, but feel we 
can’t offord it at present.” Colorado: 
“Not at this time—probably in the fu- 
ture.” Michigan: “We cannot afford 
it, although we think well of the idea.” 
Kansas: “Not until price of purchase 
and operating charges are reduced.” 
New York: “If within our overhead 
would be interested—so far prices 
quoted were too high.” New Jersey: 
“Would be interested in air-condition- 
ing; have given same serious thought. 
But figures submitted thus far seem 
to be high. My personal thought is 
that if the price of air-conditioning 
could be cut in half, its use would be 


universally adopted.” Wisconsin: “Yes 
—would like it very much and will 
have it as scon as we can afford it.” 
Minnescta: “Yes. We want it but effi- 
cient machinery is still too expensive 
for us. We are watching local installa- 
tions using our city water which do a 
fair job. City water temperature 56 
to 58 degrees.” 

Some stores felt that, because of the 
climate in which they were located, air 
conditioning was not necessary. Others 
definitely objected to it. Comments of 
this type follow: 

Massachusetts: “Our store is a nor- 
mally comfortable store in the Summer 
time as there is a splendid circulation 
of air when both back and front doors 
are open. Many air conditioned stores 
have their front doors closed in hot 
weather, which is not inviting to cus- 
tomers.” Illinois: “Yes. Don’t feel it 
would be a profitable investment and 
makes bad working conditions for 
help.” Pennsylvania: “So far we have 
not introduced air-conditioning. We 
have avoided this very great expense, 
and through large revolving fans have 
kept our store in fairly nice condition. 

“Might I say in connection with this, 
there are times when people avoid air- 
conditioned places, for they are too 
cool on cool days, and the temperature 
change is too severe in very hot 
weather.” New York: “Installation 
cost beyond our budget, and doubt the 
real benefits.” Maryland: “Yes. Have 
installed large fans instead. Don’t like 
idea of having doors closed in Summer 
time, nor objection raised by some cus- 
tomers about taking cold in places so 
conditioned, when perspiring from hot 
sun.” 

It seems clear that with competitive 
conditions what they are, air condi- 
tioning will have a definite place in 
shoe retailing in the future. Quantity 
production and the lowering of the 
costs of installation and upkeep will 
do much to hasten the day of general 
acceptance. And from present ten- 
dencies, this day does not seem to be 
too far distant. 


Promote Slippers 
For Christmas 


Cuicaco, ILL.— Marshall Field & 
Company devoted an entire page of 
their Christmas issue of “Fashions of 
the Hour,” their famous customer 
magazine, to Christmas gift slippers. 
The page was headlined “Gifts for a 
Gay Cinderella” and read, “Maybe 
she likes glass slippers, but wouldn’t 
she love to slip her toes into snug little 
bunny scuffs, quilted velveteen bootees 
or pastel pleated mules?” The gift 
suggestions included kid bootees, reg- 
ulation D’Orsay’s, quads, scuffs, plat- 
form sandals, and a wide range of 
bootees. 
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Goring 


[CONTINUED FROM PAGE 248] 


have achieved a longer span of life by the use of newer 
types of core—vulcanized rubber and crepe are both 
used in this connection—and by the care exercised in 
the manufacture of the goring. 

In the first place, when the rubber- or latex-cored 
threads are woven or braided to form the fabric, they 
must of necessity be under tension. When the goring 
is in use in the shoe, it is again placed under tension. 
So it is apparent that the tension to which the threads 
are subjected in weaving must be so even and so light 
that the further stretching received when the goring is 
in use in the shoe will not cause it to reach the limit 
of its elasticity. If this limit is reached, the goring 
will break. Even if it is not quite reached, it will 
tend rather rapidly to lose its elasticity. Consequently, 
in manufacturing goring, the tension to which the 
threads are to be subjected on the loom or in the 
braiding machine, is carefully pre-determined and the 
machines are adjusted accordingly. Which explains in 
one paragraph why present-day goring of good quality 
will frequently outlast the rest of the shoe upper. 

This is highly technical and there are no tests to 
which the merchant can put his gored shoes when buy- 
ing them. It is wholly, solely and entirely a case. of 
taking the manufacturer’s word for it; or acquiring 
the requisite knowledge direct from the goring manu- 
facturer. 

In the first paragraph we spoke of goring resembling 
suede, which was merely one way of pointing out that, 
since the advent of the gored shoe as a style factor of 
great importance, even in the field of men’s footwear, 
rapid progress has been made in the development of 
new finishes and new colors in this material. 

In addition to suede goring, there is goring resem- 
bling smooth leathers; gabardine goring which matches 
gabardine used in shoes; ventilated goring for use in 
combination with mesh fabrics; and novelty gorings 
of half a dozen or more different kinds which are 
used for ornamentation as well as for fit and comfort. 

Then, too, there are the elasticized fabrics—many of 
them highly patterned and even multi-colored—for use 
in the beach sandal field and in other types of outdoor 
footwear for use with Summer sports dresses. These 
are glorified gorings—gorings of a special kind used 
in larger areas of the upper than in the field of leather 
and gabardine footwear for street wear. They insure 
snugness of fit even in the most highly-skeletonized 
sandal patterns. 


To Open Third Store 


Cuicaco, ILt.—Robert Allen, Inc., operator of Red 
Cross Shoe stores in the Chicago loop has leased space 
for another store at 22 E. Adams Street. This store, 
which will be his third, is now being remodeled. 
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New England Factories 
Show Big Increase 


Boston, Mass.—The New England 
shoe States, Massachusetts, Maine, and 
New Hampshire, led the country in 
production during October with an out- 
put of 11,751,076 pairs, an increase of 
28 per cent over October, 1937, as com- 
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JUST ONE OF... 


EPHRATA’S WELTS.. 
An Orthopedic Number That “Has Everything” 


Reinforced arch — moulded 
innersole extended counter, 
anatomic heel even in the 
wedges — all on a special 
time proven last— 


in White or Tan Ek 
This and all Ephrata Shoe 
Co."s line of Welts and 
Pre-welts will be on dis- 
play at 


SfeVens. Gwicago 
EPHRATA SHOE CO., INC. pennsvuvaia 











New Edition Now Ready 
1939 
Directory of 
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36th ANNUAL EDITION 
Flexible Leather Binding, Fits Vest Pocket (234 x 54/2) 
Many More Changes Than Ever Before 


$2.00 ix 
ORDER TODAY 








AMERICAN SHOEMAKING 


683 ATLANTIC AVENUE 
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Newark—Battleground 
Of Shoe Retailing 


[CONTINUED FROM PAGE 185] 


and independent specialists cannot in- 
terest her or him in shopping else- 
where. 

These conclusions are significant of 





pared with a gain of 19 per cent reg- 
istered in the entire industry during 
that month, according to an analysis 
made by the New England Shoe and 
Leather Association based on statistics 
just released by the U. S. Bureau of 
the Census. Maine showed a gain in 
shoe production of 58.5 per cent over 
October, 1937, and the gains for Mas- 
sachusetts: and New Hampshire in this 
period amounted to 21 and 29 per cent, 
respectively. 

Massachusetts led all shoe States in 
this month with a production of 6,721,- 
505 pairs, followed by New York with 
an output of 6,655,358 pairs. 

For the 10 months’ period, January 
through October, the .New England 
shoe States produced 121,307,752 pairs, 
a drop of 5 per cent in output from the 
same period a year ago. Losses made 
in this period by the individual States 
were 11 per cent for Massachusetts, 
5 per cent for Maine, and 2 per cent 
for New Hampshire. 


SHOE DISTRIBUTION—NEWARK 


Population 442,337 
Suburban Area Included....... 1,116,213 
Total Retail Sales— 

All businesses $197,527,000 


Entire Newark— 
111 independent shoe stroes (trade 


names included) 
44 chain shoe stores 


Downtown Newark— 


25 independent shoe stores 
35 chain shoe stores 


ANALYSIS OF CITY POPULATION 





BOSTON, MASS. 


new developments in retailing practice 
—true to Newark—and possible sig- 
nificant as a pattern in your own city 
or town. 


Shoe Stores for Tomorrow 
[CONTINUED FROM PAGE 196] 


comfort. Physical comfort through air 
econditioning and comfortable chairs, 
and mental comfort through privacy in 
arrangement. 

Don’t be a guinea pig. Be progres- 
sive, but don’t be too concerned about 
being the first. If it is good it will be 
copied quickly and if it is bad you pay 
for it. 

Don’t rely too much on your own 
judgment. A strange statement, per- 
haps. But many times you are too close 
to your own business to get the right 
perspective. Maybe you don’t like so- 
called “modern” but maybe the public 
does. Stores are not like your home— 
the public is your boss. 


Changes Store Name 


DETROIT, MicH.—The name of 
Adams Quality Shoe Store, recently 
opened at 13952 Woodward Avenue, 
Highland Park, has been changed to 
Royal Quality Shoes and Hats. Joseph 
Geselis is the proprietor. 
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UPPER MATERIALS 


[CONTINUED FROM PAGE 218] 


Shoe Fabrics 
Gabardine for early selling, mesh and a variety of 


linen and linen-like materials. This is the fabric story 
for the resort and Summer seasons. 

In gabardine colors, black is far ahead of all others, 
according to the recent report from a leading manu- 
facturer of this perennial favorite in the fabric field. 
After that, he reports navy, and then a blue lighter 
than navy which has begun to show interest within the 
past week or two. A little copper in the new light 
rosy tone is being ordered and some wine in the red 
Burgundy shade. Brown appears rather weak, accord- 
ing to all reports. This same manufacturer says that 
a neutral brown is not proving popular. The shoe 
men want a darker shade. 

The emergence of mesh in various weaves, to an 
important place in the Spring shoe picture is the most 
interesting single piece of news of the season. Mesh 
shoes were sold a year ago, but to nothing like the 
extent of this season. One leading manufacturer reports 
that he has sold more to date than he did during the 
whole selling period last year. Incidentally, his mesh 
comes in sixteen different colors, including white and 
wheat (his name for natural). This off-white color 
seems to be creeping up to an important position next 
to white for the very Summery light shoe. Multicolor 
mesh is also on the market, in a white ground with 
several pastel colors interwoven. At present the leading 
color in mesh, as in gabardine, is black (one estimate 
giving it 37 per cent), with navy 17 per cent, wheat 
and white 11 per cent and wine and copper both 9 per 
cent. It is expected that copper will increase as the 
season progresses. 

Two special types of mesh are on the market—the 
one, a silk mesh, and the other a coarse fabric weave 
which is not actually a mesh but looks like a mesh 
through which a strip of shiny material (resembling 
patent leather but actually a fabric also) has been 
run, closing the mesh openings. The effect is unusually 
attractive. 

The chief reason for the great popularity of mesh 
this season is undoubtedly due to the general trend 
toward more and more open shoes. A mesh shoe com- 
bined with some leather to give it firmness and char- 
acter is a wonderful solution to the problem of making 
shoes for Summer that are cool and that have a different 
look for a different season. 

The family of linens and linen-like weaves is also 
important this Spring with stripes reflecting the current 
fashion interest. Plaid weaves in shoe fabrics are 
another adoption of a general style trend. And we have 
floral prints again in new and gay designs. 

The popularity of elasticized shoes is a factor which 
weighs strongly in favor of a big season for fabric 
shoes. Gabardine, mesh linen, most fabrics, in fact, 
make very satisfactory elasticized shoes. 
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@ FREE... Send for a 
copy of this new Shoe 
Wrapping Chart! 


problem. Write for your copy . 


WOLF BROTHERS 


1220 Callowhill Street, Philadelphia, Penna. 
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ARE You Right ON WRAPPING? 


You'll be able to see at a glance just how your method of wrap- 
ping stacks up against that ef other shoe stores. The Shoe 
Wrapping Chart graphically compares paper-and-twine, boxes, 
and Handelok Carry Bags from the standpoint of costs, time 
required, wrapping hazards — and five other important fea- 
tures! Based on actual store surveys made during the last two 
years, the chart is an accurate study of the shoe wrapping 


. . No charge or obligation! 











What’s Next in Selling Color? 


[CONTINUED FROM PAGE 120] 


T. C. C. A. colors—Red Burgundy and 
Claret—have been supplemented by 
variations from individual tanners. 
Among these, Cranberry Red is prob- 
ably the most discussed. It is a rich 
medium tone—a real red with no 
bluish cast. For this reason, it is suit- 
able to wear with many of the costume 
colors of the coming season. It is a 
smart accent to yellow, especially the 
clear light, or greenish, yellows; to 
pastel pinks and blue (both important 
Spring colors), to light tan and beige, 
to grey, to blue, to black, and, of course, 
to white. 

Cherry — another outstanding new 
wine—has a slight blue overtone and 
so will fit into the fuchsia and mauve 
color ensembles. It will, of course, dc- 
cent blue, black, beige, grey and white, 
but its length of life depends somewhat 
on the continued popularity of the 
violene gamme in garments. If that 
fades out of the Spring picture as sud- 
denly as it has pervaded the Winter 
one, then probably Cherry will be suc- 
ceeded by a clearer, truer red like 
Cranberry. For the same reason, Red 
Burgundy would probably have a longer 
life than Claret which is definitely 
purple in cast and is considered by 
many as too dark for Spring. If wine 
is to continue to be a Spring color, it 
seems logical that the lighter, clearer 
tones should be chosen and the darker, 
richer ones kept for Fall. 

Red—in the whole range from 
fuchsia to secarlet—received strong en- 
dorsement from the Shoe Fashion Guild 
at its recent fashion show. It was used 
in every possible way from a fuchsia 
heel and platform sole on an evening 
sandal to an all-over scarlet alligator 


exford with leather heel. Hibiscus, a 
clear, light yellowish red, was charm- 
ingly used with greens and yellows, and 
is considered important in that com- 
bination. 

The question of timing is always an 
important one in Spring selling. This 
year, here is how we should line the 
colors up for the two periods—up to 
Easter and after Easter. 

For the first period put black down 
(specifically black patent) as number 
one color. Ten out of 15 retailers give 
black first place. Blue as the probable 
second. Tan and wine disputing for 
third place. 

For the second selling period—after 
Easter—first place goes to the tan and 
blue families according to ten out of 
twelve retailer reports. Black will be 
a close second and wine remain in third 
place. 

The variety of materials in Spring 
shoes is an encouragement to experi- 
ments in colors. Crushed leathers— 
both calf and kid skins—take colors 
well, as do also the alligator, lizard 
and snake skins. All of these are im- 
portant leathers for the coming season. 

In fabrics, there is the same story. 
Gabardines and similar materials are 
being used in all the new style colors— 
blues, tans and wines. Several multi- 
colors promise to be interesting, espe- 
cially an all-over plaid design with 
flowers, and several multi-color meshes. 

Touches of contrasting color on calf 
and kidskin and on multicolor fabrics, 
where the trimming will pick up a 
color in the print, will, of course, be 
important. The platform sole is the 
pattern treatment which lends itself 
most freely to a contrasting color note. 
New types of heels, like the spool 





heel, are another opportunity for in- 
troducing a second or third color. 

In resort and sport types, gay color 
accents will be especially prominent. 
The use of one, two, and even three 
and four colors on white calf, kid and 
doeskin shoes, puts these patterns right 
up front in the style picture of 1939. 

With all this accent on color this 
season there is a real opportunity for 
an outstanding coordination job by the 
clever shoe man. Women have become 
so accessory-minded in the past few 
years that they are ready to be told 
what to wear with what, and when, 
and how. We should all have learned 
the lesson of moderation by now. A 
woman may buy shoes, bag, belt, hat, 
gloves, boutonniére all of tan or 
Cranberry Red, but she should know 
better than to wear them all at once. 
If she doesn’t know that secret of 
dressing in good taste, then it is up to 
you shoe men to teach her, tactfully 
but definitely. It is a good idea for her 
to have these matching accessories, 
chosen because they suit her Spring 
costume and her own coloring, but she 
will have much more variety if she 
wears them two at a time and has 
another set of shoes and accessories 
darker or more neutral — perhaps 
matching her costume—with which to 
combine and vary her accent notes. 
Then she will have helped her own ap- 
pearance by always being well dressed 
and she will have helped your business 
by purchasing two pairs of shoes in- 
stead of one. 

An unusually good season lies ahead 
for the shoe man who can think in 
terms of the customer’s needs in rela- 
tion to her whole costume. The colors 
and styles are exceptionally beautiful 
and interesting. All they need is pro- 
motion of the right kind. Let the cus- 
tomer see what a variety of highly 
styled shoes you have and she'll buy 
them, especially if you show her how 
to mix her colors. 
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Spring Is Here 


[CONTINUED FROM PAGE 120] 


very little sizes and is more suitable 
there, in some respects, than in grown- 
up shoes. Combinations of leathers and 
leather surfaces, and of colors has been 
cleverly applied to children’s and girls’ 
styles. All types of leathers are in the 
Spring picture with, of course, elk and 
calf the volume numbers for daytime 
shoes and patent leather and kidskin in 
the dressier group which also includes 
calf. Some fabric and leather com- 
binations are again being shown by 
certain manufacturers. 

In the typical sports patterns the 
rubber crepe sole is number one favor- 
ite. The vogue for the square-toed shoe 
with high-walled last is reflected in 
every manufacturer’s line. (Here is 
another style with an interesting story 
behind it. Peasant shoes and ski boots 
make the background from which this 
pattern originated.) It has been dressed 
up for Spring in several different ways 
—with contrasting thong lacing on a 
white shoe with perforations and with 
soft toes. (This last, by the way, is an 
important carryover from women’s 
styles.) The walled last is a style 
which should carry successfully through 
the whole season. The girl who does 
not wear this type will continue with 
the saddle oxford of which there are 
many attractive versions in all the 
Spring lines. 

Pattern types, in general, are the 


classic oxford for sport and every day, 
and strap sandals for dress. This is 
true for all ages. 

In colors, the volume is in tan and 
white for Summer. Patent is black with 
a little red as trimming or all over 
shoe. Some colors, in calf, kid, buck, 
llama calf and pig (grain or real) are 
also in the picture. One leading manu- 
facturer expects to sell a little blue 
calf in girls’ sizes for Easter. A better 
shade of smoked elk is on the market. 
A brighter tan is suggested for little 
girls to wear with the new colors in 
dresses—clear yellows, rusts, pinks and 
aqua and turquoise blues. 

Here are the styles. Promote them 
by appealing to the imagination and 
curiosity of your boy and girls cus- 
tomer and you'll teach them the value 
of good shoes and good fit. 


Three Generations in Firm 


WHITEFIELD, N. H.—Three genera- 
tions of the family are active in the 
leather business of Charles I. McIntyre 
in this town. The firm was founded in 
1885, and in 1898 the founder’s son, 
W. Lyman McLotyre, joined the en- 
terprise. A grandson, Stanley MclIn- 
tyre, recent graduate of Whitefield 
High School, is the latest addition to 
the business. 

The elder McIntyre is a former se- 
lectman and has just been elected to 
the Legislature, while his son, W. Ly- 
man, has been a deputy sheriff and 
chief of the fire department. 


Honored by Travelers 


Cuicaco, ILtut.—“Red” Allen, vice- 
president of the Chicago Shoe Travel- 
ers’ Association, was the guest of honor 
at a special gathering in club head- 
quarters in the Morrison hotel Satur- 
day, Dec. 3. He was presented with a 
traveling case. 


What Prospect for the 
Platform Shoe? 
[CONTINUED FROM PAGE 118] 


by being opened up, and play shoes, 
of course, are primarily open-air types. 
Third, and the most significant point, 
platforms keep feet—and open toes— 
off the ground, above dust, hot pave- 
ments, pebbles or wet grass. They were 
worn in past ages to keep feet dry— 
above dirty and muddy streets. They 
can be a boon to modern town and 
country dwellers for exactly the same 
reason! 

Look forward into May and June 
and think what comfort and what 
pleasure your customers could have in 
platform play shoes, if you give them 
the chance. If you operate near either 
one of the World’s Fair grounds, think 
what platforms could do for “exposi- 
tion feet” in the dog days. And even 
though you may now be one of these 
who have reservations about Easter 
platforms, keep your mind and your 
budget open on the subject for late 
Spring and Summer! 














We can help you woo new cus- 
tomers by helping you make 
your shoes more equally depend- 
able: England Walton expert 
Fibre-Sorting makes twins out 
of every pair of soles. Equal flexi- 
bility . .. more even resistance to 


wear ... matched dependability. 


MICRO-PHOTOGRAPHS SHOW 
WHY ENGLAND WALTON FIBRE- 


SORTED SOLES ARE BETTER 


These two soles may look alike on the 
surface . .. but not under the micro- 
scope. Note the stringy fibres in the 
leather sole on the right. Now look at 
the compact construction of those on 
the left sole. Do you think that if 
these soles were mated on the same pair of 
shoes — they would give equal service? Not 
on your life. Somewhere, somehow, one 
would fail before the other. Perhaps it would 
have less resistance to wear . . . or it might 
fail at the arch . . . it might lose its flexibility 
earlier. Lots of things could happen to it that 


would divorce customers — from you. 


England Walton fibre sorting prevents that 
for hundreds of shoe manufacturers by ac- 
curately mating every pair of soles. Men in this 
company are so expert in their sorting jobs 
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These photographs 
represent a typical 


case of the difference 

—they can glance at a sole and tell you a a 
iin 4 may exist even in 

what part of the hide it came from. You high grade shoes— 
buy their experience when you buy Eng- but not those having 


land Walton soles. More about this in a England Walton 
new booklet —“Men With Magnifying fibre-sorted soles. 
Eyes”. Write for it. It’s free. 
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Natienal News 





Whites Due for Big Season 





Trend to High Colors Will Not Affect White Shoe Sales But 
Will Build Volume, Is Opinion of Miami Man 


MIAMI, FLta.—The present trend for 
high colors in shoes will not affect 
the demand for white this coming sea- 
son, is the opinion of Sam Bailey, of 
the Sam Bailey Boot Shop on East 
Flagler Street. Mr. Bailey is one of 
the best-informed men as to resort 
shoe trends in the South, having been 
in this business in the Miami area for 
many years. The coming season will 
find volume in white shoes for women 
running about 60 per cent, he states, 
and for men the all-white and white 
and black and white and tan will be 
about 65 per cent. The reason for this 
high percentage in white as against 
the color trend of the moment is that 
men and women will come to Miami 
with colored and dark shoes, and the 
natural reaction is toward white foot- 
wear. 


Color Stimulates Business 


“The high color in shoes is very 
good for business,” says Mr. Bailey. 
“Most of these new or off-shades are 
wanted for wear with a particular 
costume. Therefore, they mean a 
build-up in volume rather than taking 
the place of the white or more con- 
servative shoe. 

“One of the popular shoes of the 
early Winter is a ‘softie.’ This is 
meeting with tremendous approval. It 
comes in calf and suede, in a wide 
range of colors. It is also available 
in dyed simulated reptile. For a sports 
shoe it meets every need. 


“While sandal and open-toe types 
are very important, the Oxford tie is 
back in the picture. Tees and straps 
are good for dress and semi-dress 
wear, and pumps are unusually good. 
This applies to both opera and spec- 
tator types. 

“Platform soles will be a big fashion 
note in the coming season’s business. 
Wedgies are not so good. Women have 
very definitely adopted the platform 
sole because of its comfort qualities.” 

In colors, Mr. Bailey says the wine 
and claret shades will all be good and 
will rank first in importance. Black 
is showing up now as second choice 
and may continue throughout the sea- 
son. Blue is rather quiet. There is 
a small demand for green with the 
bright Kelly tones being called for. 


Sport Shoes Big for Men 


For men there is more demand in 
the crepe or rubber sole shoes, and 
this will likely carry through the sea- 
son. Buck leads in importance. A 
little pigskin is selling. Black and 
white and brown and white sports and 
dress shoes are running about fifty- 
fifty in sales. Brown and white for 
sports and daytime wear, and black 
and white for after 6 p. m. 

Men are growing more shoe con- 
scious all the time, says Mr. Bailey, 
and are giving more thought to the 
proper color to wear with the blue, 
the grey, black or white suit. It is 
no longer “just any” shoe that the 


average man wants. Shoes must har- 
monize with the clothes and the en- 
tire accessory picture be coordinated. 

Men’s shoes this season are more 
ornate; not quite so conservative in 
trim as they were a year ago. There 
is more stitching, punch work and com- 
binations this year. 


Leather Colors Styled 
To Spring Fabrics 


New York—From a recent coast-to- 
coast tour, Miss Doris Beechman, fash- 
ion advisor to Ohio Leather Co., brings 
very favorable reports of the reception 
of the new Spring colors, especially 
Persian, Lido and Red Burgundy. 

These colors have been definitely 
styled to complement the leading shades 
in the new fabrics and, for that rea- 
son, are expected to carry through 
Spring and on into Summer in many 
parts of the country. Two such widely 
divergent centers as Dallas and Port- 
land consider that these three shades 
will be good Summer colors. They are 
being used by leading bag, belt and 
glove manufacturers in an unusual co- 
ordination program. 

Persian, a warm, middle tan, is a 
beautiful complement to Spring cos- 
tumes in blue, gold, beige, and, of 
course, black. Lido, a rich light marine 
blue, has been styled to wear with 
navy and lighter blues, beige, gold, 
wine and all the other red tones in 
Spring fabrics. Red Burgundy, a good 
medium wine tone, will complement 
many of the above costume colors and 
match some of the wine-colored fabrics. 
All three colors are rich and warm 
looking and are correctly blended to 
mix well with many costume shades. 
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Shoe Retailers Anticipate Good Year 





Harrisburg Shoe Men Optimistic on Business Outlook for 
1939——Expect Early Improvement in General Conditions 


HARRISBURG, Pa.—A canvass of shoe 
merchants in Harrisburg shows busi- 
ness in the shoe field for the present 
year approximately on the same level 
as for 1937. 

While few stores reported gains in 
business over the previous year, there 
were some which did. However, in 
these cases, addition of new depart- 
ments and expansions were responsible 
for the increase. Otherwise, business 
remained about on a par with that for 
1937, and shoe dealers were happy to 
report that their business had not 
dropped behind that of last year, even 
though they hadn’t shown increases. 

While buying has been generally 
quiet here during November, the in- 
creased business noted this month and 
a brisk Christmas sale helped a num- 
ber of merchants to cover what other- 
wise might have been a decrease in 
business for the year. 

The outlook for 1939 is favorable. 
January and February will, no doubt, 
find sales low in the shoe field here. 

B. E. Crego, proprietor of the Crego 
Shoe Store, said that business in the 
men’s line was about the same as last 
year, while the addition of a women’s 
line, which has been received well, has 
meant a good additional business. “‘Con- 
ditions look much better for the 
Spring,” Mr. Crego stated. “The new 
administration should improve busi- 
ness.” 

“We will come out about the same 
as for 1937,” Joseph S. Smith, presi- 
dent of Smith Brothers Shoe Store, re- 
ported. “Until the first of December 
we were slightly behind in sales, but 
the rapid stride in Christmas sales has 
overcome that condition. I believe next 
season will be about the best we’ve seen 
in the shoe field in ten years,” Mr. 
Smith continued, “because our lines 
offer numerous styles, and women to- 
day are buying a pair of shoes to go 
with every dress they purchase.” 

V. L. Morris, manager of the Walk- 
Over Boot Shop, was another to re- 
port business “about even” for the 
present year as compared to 1937. “The 
new styles look very good,” Mr. Morris 
commented, “and the outlook for 1939 
looks pretty good to me.” 

“We are optimistic about the fu- 
ture,” Walter F. Deissler, manager of 
the Bowman & Company shoe depart- 
ment, said. 

“Whether 1938 will be ahead of 1937 
sales, it is hard to say at the moment,” 
Mr. Deissler remarked, “but we ex- 
pect it to be about even.” 

Billy Hess, owner of the Hess Com- 
fort Shoe Store, said that, “things have 
been bad this year; worse, if anything, 
than last year.” However, in spite of 
poor business for 1938, Mr. Hess looked 
forward with optimism, opining that 
“things will get better some day.” 


“Sales for 1938 are about the same 
as for last year,” said Fred Friedman, 
proprietor of the London Boot Shop. 
More styles and the high colors should 
make an improvement in business for 
the new year, he believes. 

George R. Levin, manager of Kay’s 
Shoe Store, remarked that the outlook 
is very good. “I have only been here 
since June, and repeat customers indi- 
cate that we should do a good business 
in 1939,” Mr. Levin stated. 

“We will wind up as good as last 
year,” said Ben W. Bennett, manager 
of the shoe department at Doutrich’s. 
“Shoe business will go ahead next 
year,” he believes. “People are more 
optimistic and conditions are improving 
generally.” 

E. V. Gens, manager of the Hanover 
Shoe Store, said that his store was 
“running about neck-and-neck with 
1937, so we expect it to be about the 
same as last year. “People are more 
confident now than they have been for 
some time,” Mr. Gens remarked, “and 
we are looking forward to a better 
year.” 


Walk-Over Highlander 


Club Meets 


' New Yorx—The Walk-Over High- 
lander Club, a group of managers and 
salesmen in the local stores of the 
company, met recently for the annual 
election of officers. Joseph Doyle, of 
the store at 510 Fifth Avenue, was 
elected president. Other officers in- 
elude John Tox, White Plains, N. Y., 


vice-president; Mortimer Gold, 1432 
Broadway, secretary, and Grover 
Cronin, 510 Fifth Avenue, treasurer. 

The entertainment committee for the 
ensuing year was also elected and in- 
cludes Henry Noferi, chairman, as- 
sisted by Messrs. Wilson, Hoffman and 
Frost. 

General Manager Perpeet, of the 
company, attended the meeting and 
spoke briefly to the gathering. 


Large Attendance Expected 
at Charlotte Show 


CHARLETTE, “_N. C.—The committee 
on the Charlotte Shoe Fair, to be held 
in this city, Jan. 8, 9, 10, 1939, reports 
very favorable progress made in plans 
for this coming event, and indications 
point to a big increase in the number 
of shoe men who will attend the show. 

Under the direction of Robert Le- 
vine, the initial event in this city was 
held last July and was voted a great 
success by shoe manufacturers and 
jobbers who exhibited lines. Following 
this show, the majority of exhibitors 
signed up for the next showing, and 
it is expected by the committee that 
this coming event will see an addition 
of from 75 to 100 additional manufac- 
turers and jobbers on hand to show 
their lines. 


Fee for Transient Merchants 


MANITOwoc, Wis.—The common 
council here, Dec. 5, unanimously 
adopted a recommendation from the 
public welfare committee for the adop- 
tion of an ordinance providing for a 
$15 a day fee for transient merchants. 

The measure had the endorsement 
of the Manitowoc Central Labor Coun- 
cil and local merchants. 





Marott Store Celebrates 54th Anniversary 


Indianapolis, Ind.—Tribute was paid George J. Marott, of the Marott Shoe Store, 


at a dinner 


employees recently at the Hoosier Athletic Club in celebra- 


More than one hundred and twenty 


department heads and employees laud Mr. Marott. 
Guests at the speakers’ table shown above are: Phil Murkland, represen- 


tion of the store’s ‘ihr fourth anniversary. 
employees and friends 


tative of the Freeman Shoe Cor 
manager, I 


poration 
News; Charles C. 


. Beloit, Wis.; Rogers Reynolds, adver- 


Shriner, secretary, Walter T. 


ndiana 
Dickerson Co., Columbus, Ohio; Mr. Marott and Arthur L. Gilliom. 
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Shoe Men Go A-Hunting 


Brownbilt dealers from Tennessee went duck shooting 


on Reelfoot Lake in the 


western part of the state recently. From left to right: C. C. Poplin, of Brown 


Shoe Co., St. Louis; Bill Burnett, of Burnett’s Brown 


bile Shoe Store, Union City, 


Tenn.; Milan Brown, of Brown’s Brownbilt Shoe Store, Murfreesboro, Tenn.; 
and Ivan Brown, of the same store. 





Hamilton-Brown to Move 


to Larger Quarters 


St. Louis, Mo.—Of shoe importance 
in this city is the news that Hamilton- 
Brown Shoe Company will move its 
operations from the southeast corner 
of Twelfth Street and Washington 
Avenue, to a seven-story structure on 
the northeast corner of Twenty-first 
and Olive Streets. This will mark 
the fourth large expansion of the shoé 
concern and its affiliated organization, 
the Collins-Morris Shoe Company, 
within the past year. 

Preliminary work on rehabilitating 
the Olive Street building for the 
Hamilton-Brown and Collins and Mor- 
ris organization was started last 
month. 

Plans have been made for the in- 
stallation of a vertical escalator to 
handle shoes, in the upper three floors 
of the structure, and the fitting of 
offices on the lower four floors. At a 
later date the companies may expand 
to a twin building behind the Olive 
Street structure, running through to 
Locust Street. Both buildings are 
owned by the Hamilton-Brown Com- 
pany, which for many years has leased 
a part of its present building. 

Both shoe companies expect to be in 
the Olive Street building during 
Christmas week, the first time it has 
been occupied in 14 years. The move 
will give the firms 65,000 sq. ft. of 
floor space. The Hamilton-Brown Com- 
pany now uses 45,000 sq. ft. and the 
Collins & Morris Company, somewhat 
smaller quarters at 1637 Washington 
Avenue. 

It is noteworthy, in connection with 
the move, that the Sunlight plant of 
the Hamilton-Brown Company was 


cpened for manufacturing on Nov. 7, 
the first time a machine was operated 
in the building in nine years. 


Alited MAA Co. Bassenses 
Production 


New YorK—A report has been re- 
ceived that Allied Kid Company’s No- 
vember sales were about 51 per cent 
ahead of sales for the same month a 
year ago in volume, and about 35 per 
cent greater in dollar volume. The 
company’s sales rose sharply in 
October, when both unit and dollar 
volume exceeded the same month of 
the preceding year, and have continued 
to do so. Production is now over 75 per 
cent of the normal plant capacity of 
the company. This compares favorably 
with the 70 per cent figure of a month 
ago. 


Caspari Opens New 
Shoe Salon 


Milwaukee, Wis.—Claude E. Caspari, 
for the past 25 years associated with 
Caspari & Virmond Co., pioneer down- 
town retail shoe firm here, has opened 
his own shoe salon at 2559 North 
Downer Avenue, under the firm name 
of Caspari, Inc. 

The new store, carrying a complete 
line of women’s and children’s shoes, 
is modernly equipped throughout and 
held its formal opening on November 
26. George C. Obenberger is secretary- 
treasurer of the new shop. 


To Remodel Store 


MANCHESTER, N. H.—The Spencer 
Shoe ‘Co. has been authorized by the 
Building Department to make altera- 
tions to its store at 867 Elm Street. 
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MIDDLE ATLANTIC SHOE 
RETAILERS ASSOCIATION 


25th Annual 
Conuention and Shoe Bair 


The Place . . 


HOTEL LORD BALTIMORE 
Baltimore Md. 


The Time. . 
February 12-13-14, 1939 


To the Manufacturer 


Has a background of 25 
years of success. 


The greatest territory of 
any regional association 
with the largest distribu- 
tion of shoes. 

The timing: Gives you the 
last call for collective 
spring selling. 


Reasonable 
fees. 


cooperators 


To the Retailer . 


A real business program. 


Your chance to compare 
the very last word in styles 
and place those late or- 
ders. 


An interesting city to 
visit. 
Variety, over a hundred 


rooms of exhibits already 
reserved. 


“Come to the Fair" 


Write 
MIDDLE ATLANTIC 
SHOE RETAILERS 


ASSOCIATION 
400 N. Broad Street 
Philadelphia, Pa. 


for details and information. 











6 Oe 


Baseball Shoes 
3 PROFESSIONAL MODELS 
IN 
STOCK 








speciat vate! 0-118 Soft Ball Shoe 


Send for catalog of complete Sport 
Footwear line. 


SERVICE BOOT & LEGGING CO. 
120 East 16th St. New York City 








or | 
| 


Children's Footwear | 





SHOES 


HAND LASTED 
CHILDREN’S SHOES 
Finest Quality 


PEDICRAFT onene & Rite St.. 





Pump Heel Pads 








TRIPLE ACTION SALE SAVER 
KANT SLIP = 


"BO ‘#4 °S ‘Nn “Bey ‘'W 


Patents 
1926818 


New  adig? 4 sponge compound 
disc. Kant S pe vulcanize in with 
cement. Kant Slips can be applied 
and worn in 3 to 5 minutes. 


Kant Slips do not shorten the shoe. 
Made in agp Grey,. White. 
Deluxe cellophane enve- 
lope, tube cement, brush and in- 
structions @ $1.75 per doz. pr. 
Plain package $1.50 doz. pr. 


RATCLIFF PRODUCTS & SALES CO. 
Columbus, Ohio 
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New Hamilton-Brown 


Representative 


St. Louis, Mo.—John R. Raymond, 
“Jack Raymond” to the shoe trade, has 
been appointed sales assistant to Ar- 
thur Bender, nationally famous stylist 


JOHN R. RAYMOND 


and supervisor of the Sunlight factory 
branch of Hamilton-Brown. He will 
continue to call on large operators 
throughout the middle-West, just as he 
has been doing the past fifteen years. 

Mr. Raymond will travel out of 
Chicago, Ill., where he will continue 
his headquarters at 1717 Republic 
Building. 

Prior to joining Arthur Bender, Mr. 
Raymond was selling slippers from an 
Eastern factory, and will continue to 
carry a line of slippers of the Paragon 
Slipper Company, of Brooklyn, N. Y. 


N. Y. Travelers to Hold 


Annual Meeting 


New York—The Boot and Shoe 
Travelers’ Association of New York 
will hold their 34th annual meeting on 
Wednesday evening, December 28; at 
the Hotel McAlpin, in the Green and 
Blue Rooms. 

Supplementing the regular business 
part of the meeting, a cocktail party 
will be held, followed by a dinner, and 
in conjunction with this, members are 
urged to bring their friends to the 
dinner, where they will be entertained 
by a committee of members while the 
business of the association is in prog- 
ress. 

The following new members who 
have joined the association since the 
last annual meeting are particularly 
urged to be present at this meeting in 
order that they become acquainted with 
the business procedure: William Bress- 
ler, Felix Barber, Newton Compton, 
Horace Cunningham, Howard Connell, 
Rush Clark, Henry Flynn, Thomas 


MRS. DAY'S 


FLEXIBLE Wa/king 
SHOES 


Mrs. Day’s “IDEAL” 


These are little shoes, but they carry 
the biggest name in the baby shoe 
business — “Mrs. Day's Ideal." The 
reputation of this name is known to 
mothers of two generations and is 
@ prime asset to the many far- 
sighted children's shoe retailers who 
use Ideal Flexible Hard soles (3-8) 
as their juvenile foundation line. 


MRS. DAY'S 
IDEAL BABY SHOE CO. 
DANVERS, MASS. 














Foster, Dave Gilbert, M. Goldstein, L. 
Goldstein, Allan MacPhail, N. J. Mc- 
Manus, John McDonald, John J. Moran, 
A. Mermelstein, O. F. Price, A. Plot- 
kin, Sol Pine, Paul Rasmussen, J. W. 
Schmidt, Joseph H. Schmitt, Earl 
Smith, Ted Shaw, M. Schoenfield, S. B. 
Vaisey and Frank Whitely. 

The election of officers will take place 
at this meeting, and the nominating 
committee has put up the following 
slate of members to serve as officers 
of the association during 1939: Thomas 
G. Englund, president; H. Callahan, 
first vice-president; William Monsees, 
second vice-president; Edward Brown, 
third vice-president; Charles Hav- 
ranck, secretary-treasurer; George 
Daven, assistant secretary; John J. 
Fitzpatrick, attorney, and Bert Drake 
and Lou Friedman, governors for 
three years. 

The business meeting will start at 
5.15 P.M., and will be followed by the 
cocktail party at 6.30 P.M., and the 
dinner at 7 P.M. Tickets to the affair 
are $2.50, which includes both the cock- 
tail party and the dinner. 


To Remodel Buffalo Store 


Burralo, N. Y.—The A. S. Beck 
Shoe Corporation is making plans for 
the complete and extensive improve- 
ment of the building in which it has a 
store at 496 Main St. The alterations 
will cost about $50,000 and the new 
store will be of the salon type. 





BOOT anv SHOE RECORDER, December 24, 1938 











LYNCHBURG, 





Factoring places your business on a cash basis. 


VA. 


WILLIAM ISELIN & CoO., Inc. 


SEASONAL PROBLEMS 


Seasonal sales require careful planning of manu- 


facturing, selling, and financial programs. 


Consider in this planning the advantages of fac- 
toring. The ability to get money when most useful ; 
the avoidance of all credit risks and losses; the 


elimination of credit and collection overhead. 


357 Fourth Avenue 


, Branch Offices 
GRAND RAPIDS, MICH. 


acloes 


Selling Agents of Shoes, 
Leather and Allied Products. 


NEW YORK 


LOS ANGELES, 


for Manufacturers and 


CAL. 





























Boston Community Fund 


Near Organization 

Boston Mass.—The Shoe and 
Leather Group, Industry and Finance 
Division, of Greater Boston’s 1939 
Community Fund Campaign, is fast ap- 
proaching organization. Upper leather 
now stands at 97.2 per cent; hides and 
skins, 100 per cent; publications, 100 
per cent; and sole leather, 75 per cent. 
The campaign of active solicitation will 
be from Jan. 23 to Feb. 7, 1939, 
and every resident of Greater Boston 
will be given the opportunity to sub- 
scribe. 

Stuart C. Rand, general chairman 
of the campaign, says that each year 
must show a healthy growth in the 
number of givers and a more adequate 
standard of giving on the part of all 
individuals and business firms which 
are interested in the welfare of this 
great metropolitan community. 

“Our true objective,” continues Mr. 
Rand, “is a city where every man’s 
hand is stretched out to help his neigh- 
bor; a city where every case of need 
or distress shall find an immediate, 
skilled, and effective response.” 

The Shoe and Leather chairman is 
Charles S. Floyd, of the Fred Rueping 
Leather Company, and the division 
vice-chairman is William D. Taylor, 
of the Trostel Leather Company. Other 
executives are the following: 

Upper Leather: Group chairman, 


Leather Co.; 
Kivie Kaplan, 


Frank Lemp, Armour 
group vice-chairman, 
Colonial Tanning Co. 

In the same order are Sole Leather: 
M. P. Pearson, Armour Leather Co.; 
and John E. Daniels, John E. Daniels 
Leather Co. 

Hides and Skins: Jerome D. Bauer, 
Philip Bauer & Co.; and John E. An- 
dresen, J. C. Andresen & Co. 

Publications: Fred E. Atwood, Shoe 
Trades Publishing Co.; and Francis 
A. Rogers, Shoe Trades Publishing Co. 

Tanners and Supplies: Theodore 
Hodges, White & Hodges; and Maurice 
M. Osborne, B. B. Chemical Co. 

Shoe Manufacturers: Albert C. 
Blunt, Jr., J. F. McElwain Co.; and 
George Barkin, A. R. Hyde & Co. 

Shoe Wholesalers: S. M. Langer, 
Langer Lippman Co.; and A. Shapiro, 
A. Shapiro, Inc. 

Converters: Arthur B. Porter, Pa- 
cific Mills; and Carl L. Fife, Shoe 
Goods Converters Ass’n. 

The following committee is working 
in the Hides and Skins Group and com- 
pletes the organization for that group: 
J. E. McIntyre, chairman; Paul 
Simons, Simons-Basen Hide & Skin 
Corp., and Robert D. Kenyon, Sands 
& Leckie. 

The campaign headquarters are 
again at the former Lee, Higginson 
Building, 70 Federal Street, where the 
staff and office workers are busy with 
the necessary preparation for some 


15,000 other volunteers who will carry 
the message of the Community Fund 
throughout Greater Boston. 


Retail Sales Show Upturn 


MILWAUKEE, Wis.—Dollar volume of 
retail sales in Milwaukee was up about 
5 per cent for the best showing for 
that month since 1929, according to 
the research bureau of the Milwaukee 
Association of Commerce. 

Credit buying showed a substantial 
increase with the credit bureau of the 
Milwaukee Association of Commerce 
issuing 13,105 credit reports for the 
month against 12,424 for November of 
last year. 

Although production of Wisconsin 
shoe plants is expected to run slightly 
behind 1937, sales of Spring lines are 
reported to be equal and in some in- 
stances better than those of a year ago. 

Production has shown an improve- 
ment in recent months and inventory 
positions are reported considerably 
lower than last year. 


Williams Fashion Shop 


Manager 


San ANGELO, Texas—J. H. Williams, 
formerly at Paul Barrier’s, Inc., at 
Lubbock, Texas, is now manager of the 
shoe department of the Fashion Shop 
in San Angelo. This department fea- 
tures Paris Fashion shoes. 











Work Shoes 








POPULAR PRICED 
WORK and PIONEER 
Line of SAFETY SHOES 
for 


Jobbers and Volume Buyers 


Carried on the floor in quantity. See 
our line at the National Shoe Fair, 
Chicago and also at the Boston Show. 
Room 1157, Stevens Hotel. Room 
415, Statler Hotel. 


GOODWILL SHOE COMPANY 
HOLLISTON, MASS. 








Sli real asia aiallinal 


Golf Shoes 


~~ ree 








For Men and Women 
REMOVABLE or 
RIVETED SPIKES 
WATER REPELLENT 


IN STOCK Send for 
FROM $2.35 PAIR Catalog 





SERVICE BOOT & LEGGING CO. 
120 East 16th St. New York City 





Men's Shoes 
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Educational “Movie” Theater 


At National Shoe Fair 


Cuicaco, Itt.—Visual education has 
become increasingly popular not only 
in universities, but industry as well 
has adopted the movie method in pre- 
senting definite ideas to business. The 
National Shoe Fair, to be held in Chi- 
eago, Jan. 3, 4, 5, and 6, recognizing 
the attractiveness of educational films 
announces that during the Fair a 
“movie” theater will be set up in the 
Boulevard Room on the second floor of 
the Stevens Hotel. Movies of an educa- 
tional nature, helpful to retail shoe 
men in merchandising methods, will be 
shown. 

A general notice sent to all ex- 
hibitors at the National Shoe Fair 
inviting them to submit any educa- 
tional films, brought hearty coopera- 
tion from those who use this method 
of sales promotion. 

The majority of the films submitted 
are in sound. Others are of the silent 
type. A sufficient number of manufac- 
turers have already agreed to cooper- 
ate assuring an outstanding program 
for merchants interested in sales train- 
ing and store management problems. 

Two feature films that unquestion- 
ably will be invaluable to all merchants 
as well as manufacturers are those 
recently produced by the Tanners 
Council of America and the recently 
completed new film of the United Shoe 
Machinery Corporation. The latter 
will trace the progress of shoe manu- 
facturing through an interesting series 
of episodes from its inception to the 
present modern methods now in use 
in shoemaking. The film produced by 
the Tanners Council of America, “The 
Story of Leather,” is a visual descrip- 
tion of the processes involved in the 
manufacture of leather as well as its 
value in the multitude of uses to 
which it is put in modern life. The 
film imparts a basic knowledge con- 
cerning a product everyone uses in 
one form or another—leather. 

All films submitted have a plus edu- 
cational value in that the Program 
Committee has attempted to set a 
standard, selecting only those which 
they believed would definitely be help- 
ful to merchants. 

Many merchants during the Fair 
frequently have an hour or two to 
spend between appointments with man- 
ufacturers. It was the intention of the 
committee to provide an opportunity to 
consume this time in the educational 
movie theater. 

The theater will run continuously on 
Tuesday, Wednesday and Thursday 
and it is expected that the “S.R.O.” 
sign will prevail. 


Sauls to Manage 
Barshay Departments 


ORANGEBURG, S. C.—M. S. Sauls, for- 
merly designer, buyer and manager of 
all shoe departments at Levitan’s, Inc., 
New Orleans, has taken over the M. 
Barshay shoe departments with head- 


The PROOF of 


Superiority 


is in the preference of so many 
leading manufacturers and re. 
tailers. This nap-sueded, aniline- 
dyed leather for all out-door foot- 
wear is available in 30 authentic 
colors. Be sure you get RUFFIT. 


a 
SLATTERY BROS. 


TANNING COMPANY 


210 SOUTH ST. TANNERIES 
BOSTON, MASS. SALEM, MASS. 








quarters in Orangeburg. While at 
Levitan’s, Mr. Sauls detailed some out- 
standing styles that were recognized 
by several leading manufacturers. 


Opens Own Shoe Store 


BELLEFONTAINE, OHIO—F. E. Cory, 
for many years associated with the 
shoe firm of Myers & Cory here, has 
recently opened a _ Brownbilt Shoe 
Store. Robert Morrow, of Piqua, Ohio, 
formerly manager of the shoe depart- 
ment at Uhlman’s, Sidney, Ohio, will 
manage the Cory store. Good con- 
sumer response since its recent open- 
ing has been reported. 


Shoemaker-Mayor Reelected 


RocHestTer, N. H.—John F. Conrad, 
Rochester’s shoemaker-mayor, was re- 
elected for a third term in the city 
election, Dec. 6, defeating Joshua Stud- 
ley, a florist, by the slim plurality of 
38 votes. 

When he first took office in 1935, 
Mayor Conrad left-his machine in a 
local shoe shop in charge of a son 
while he delivered his inaugural ad- 
dress at City Hall. 


Leather Firm Expanding 


NasHvua, N. H.—The Granite State 
Tanning Co. is erecting a 27 by 13.6 
ft. addition to its plant in this city. 
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College Shoe Shop Brings 
Added Business 


DENVER, CoLo.—A college girl shoe 
department located right in the new 
college shop is proving a very profit- 
able venture for the women’s shoe de- 
partment at the Gano-Downs Co., 
Denver. 

A good many stores have established 
college shops similar to that of Gano- 
Downs. But the Denver store has gone 
a step farther in making its college 
shop virtually a complete apparel store 
within itself. Here, at popular prices 
the college miss can buy everything 
from fur coats to shoes. 

The shoe section of the new depart- 
ment occupies an attractively decorated 
and comfortably arranged corner of the 
floor. Everything carried here is 
marked at one price, $6.75, as compared 
with the main floor minimum of $8.75. 
Small sizes are featured. Every shoe 
bears the stamped name of the shop 
itself, “Miss Ganette.” Boxes, too, car- 
ry this name and an attractive top 
illustration of a smartly attired young 
lady. 

The new shoe section has struck a 
popular cord of demand on the part of 
the college girl. She likes the prices, 
She likes, the styles. She likes the con- 
venience of doing all her buying in so 
small a space. 

Where a college girl can’t be fitted 
in this section, the salesmen in the 
“Miss Ganette” section may sell in the 
main floor department. Or the main 
floor men may bring customers up- 
stairs. 


Clouse-Stone Shoe Co. to Move 


OKLAHOMA City, OKLA. The 
Clouse-Stone Shoe Company, at pres- 
ent located at 119 West Main Street, 
has announced that it has leased the 
Hales Building ground floor corner at 
Main Street and Robinson Avenue 
and will spend about $25,000 in a 
complete modernization program. The 
new store will be ready in the early 
Spring, probably February 15 to 
March 1. 

“The new location will place us in 
one of the busiest corners in the 
shopping district,” said Oles I. Clouse, 
“and will give us display windows 
both on Main and Robinson.” 

The frontage will be 33 ft. on Main 
Street and 62 ft. on Robinson Street. 
The modernized front will extend an 
additional 25 ft. north on Robinson 
Street, to include the present Cutch- 
alls College Shop, which will be en- 
larged from its present 16-ft. frontage. 
Improvements will include new inte- 
rior fixtures and complete air-condi- 
tioning. The Clouse-Stone firm has 
been in its present location six years. 


Lee-Snyder Store Opened 


GREEN Bay, Wis.—Lee-Snyder Shoe 
Co., Green Bay’s newest shoe store, 
located at 127 N. Washington Street, 


New Department for Lower-Priced Shoes 


oe, 
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The new De Mura shop on the Main floor of the Rike-Kumler Company. The 
extremely modern appearance of the department is very pleasing to the customer 
and has attracted store traffic to the department. 


DayTON, OHIO—With the establish- 
ment of the DeMura Shop on the main 
floor of Rike-Kumler Company, lower- 
priced women’s style and sport shoes 
are segregated from the higher-priced 
models to be found on the third floor. 
This move was made as an experiment, 
but results obtained have surpassed all 
expectations. 

Located in the southeast corner of 
the main floor, just to the left of the 
Main Street entrances, the department 
gives the impression of a separate shoe 
salon. It has a 40-chain capacity. Sha- 
dow display boxes, modernistic display 


cases and other equipment present a 
most attractive appearance to the vis- 
itor. Stock is concealed behind parti- 
tions near the walls. 

“We have been able to hold our own 
on the better merchandise,” commented 
Edward Blomquist, buyer, “and we 
have obtained most satisfactory results 
from the new department. In fact, they 
have been beyond our expectations. 
Our reason for establishing the depart- 
ment was to segregate the lower-priced 
shoes from the higher-priced merchan- 
dise. The results have more than 
proved our point.” 





is being operated by R. B. Snyder 
and R. M. Lee, managers of retail 
shoe stores in Chicago for many years. 
The store carries a complete line of 
shoes for the entire family. 


Shoe Man Honored 


NASHVILLE, TENN.—F rank Scott, of 
Frank Scott Shoe Co., 215 4th Avenue, 
was presented with a plaque in recog- 
nition of the fact that he has adver- 
tised continuously over Station WLAC, 
Nashville, for 9 years, the oldest con- 
tinuous advertiser over this station. 
On the plaque was inscribed: “Pre- 
sented to Frank Scott in recognition of 
his valuable contribution to the growth 
of radio in the City of Nashville.” Mr. 
Scott deals in Jarman shoes exclu- 
sively. 


Canadian Footwear 
Production Down 


MONTREAL, CAN.—The usual decline 
in leather footwear production at this 
time of year was noted in Canada dur- 
ing October. Output at 1,760,996 pairs 


showing a decrease of 308,933 pairs 
from September and 223,116 from 
October, 1937, Dominion Bureau of 
Statistics reports. 

Export of leather footwear of Ca- 
nadian make during October totaled 
51,517 pairs valued at $102,361, com- 
pared with 42,376 at $104,685 in Octo- 
ber, 1937. Imports totaled 121,164 
pairs valued at $136,630, against 99,583 
at $102,789. 


McCoun to Manage 
Becker Store 


EVANSVILLE, IND.—Max McCoun, of 
Indianapolis, has been appointed man- 
ager of the Ben Becker Shoe Company, 
at 325 Main Street, here. 

Mr. McCoun has had wide selling 
and managerial experience in the high- 
grade shoe field, and recently managed 
a store in Los Angeles, Cal. He oper- 
ated his own store at Decatur, IIl., and 
also has been in charge of stores in 
Lincoln, Neb., Davenport, Iowa, and 
Springfield, Ill. He is a graduate of 
Bradley Tech, at Peoria, Ill., having 
been an athletic star while there. 





WHERE 
TO 
BUY 


i ha el hl li ali el 


Nurses’ Shoes 


or 





Flexible, Shape Retaining 
NURSES’ OXFORDS 


Made on the 
New OSCO 
SUPER PLIABLE 
Process 


IN-STOCK 


* 


OWENS SHOE Co. 


8, 
mid 


Ne. 
No. 


2 
- 
A-D: a 8 28 Goodhue St., Salem, Mass. 





Oa a OE 


Moccasins 





“SERVICE MOCCASINS” 
For every sport and 
campiag purpose. 
IN STOCK r 
Send for catalog $i 23 pale 
of complete Sport Footwear line ? 
SERVICE BOOT & LEGGING CO. 
120 East 16th S#. New York City 











Or 


Riding Boots 


ll ili el ili elie 





America’s Largest In-Stock Line 


English Leg 


(Geedyear Welt) ...... From $3.70 pair 


SERVICE BOOT & LEGGING CO. 
120 East (6th St., New York City 











te Or 


Soles and Heels 





METAL FLEX ano LITHOX 
SOLES ano HEELS 


With CORD Combination 
No SPREAD, No CURL, No BULGE 
Finishes with a smooth edge. 


THE LITHOX corp. 
WAPAKONETA, OHi0, U.S.A. 
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Designer Conducts 
Foreign Business 


HAVERHILL, Mass.— Miss Bettie 
Evans, of the W. H. Sears Pattern 
Company, Haverhill, is at present 
busily engaged, as well, with a foreign 
business of her own, conducted in her 


MISS BETTIE EVANS 


spare time, which is working out very 
satisfactorily. The important thing in 
designing, according to Miss Evans, 
is being able to recognize a trend. 
When a trend develops, the job is to 
find a variation that will stand out 
attractively. Miss Evans has been 
noticeably successfull in her efforts, 
both for the domestic manufacturers 
and for those abroad. 


Plans Big Slipper Year 


DENVER, CoLo.—The Florsheim Shoe 
Store is planning the finest slipper year 


ELAM'S 


PRE-WELTS 


Aa DEPENDABLE in stock source for 
successful children's shoe retailing. 


In Elam's Pre-Welts, children stand a 
better chance at healthy feet and strong 


bodies. 
ON DISPLAY 
HOTEL STEVENS 





532—White Elk 
535—Black Elk 








in its history, according to W. A. Ras- 
mussen, new manager of the store. 
An entire new stock will be featured. 
At present their biggest demand in 
shoes is in the heavy broguish types. 
Hand-stained shoes are highly favored, 
also. 





Pokorny’s New Orleans Store Remodeled 





F.S. ELAM SHOE CO. 
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Casu in On Jos Lors | 
of Nationally Known, High Grade Women's Shoes 


for: 
Smash-hit sales 
Promotions 
Cancellation Stores 
Outlet Stores 


STYLE SHOWINGS: 


NATIONAL SHOE FAIR 


CHICAGO, ILLINOIS 





EVERY PAIR 
FRESH 
PERFECT 
and TIMELY 











BOSTON SHOE FAIR 


BOSTON, MASS. 
Hotel Statier—Jan. 9-1! 
Room No. W6i8 


Hotel Stevens—Jan. 3-6 
Rooms Nos. 1211, 1212, 1213 


CHARLOTTE SHOE FAIR 


CHARLOTTE, N.C. 
Hotel Charlotte—Jan. 8-10 
Room No. 528 


BARIS SHOE COMPANY, INC. 79-81 READE STREET, NEW YORK, N. Y. 


BIRMINGHAM SHOE FAIR 


BIRMINGHAM, ALABAMA 
Hotel Tutwiler—Jan. 15-17 
Room No. 733 




















Frank W. Knowlton 


MONTREAL, QuE.— Frank Wallace 
Knowlton, vice-president and general 
manager of the United Shoe Machinery 
Company, died at the Western Hospi- 
tal, Montreal, December 9, in his 74th 
year, following a lengthy illness. 

Born in Lisbon Falls, Me., Mr. 
Knowlton was educated in Lewiston. 
In 1882 he entered the machinery busi- 
ness in Boston, where he remained 
until 1890. In the latter year he came 
to Montreal in connection with the 
Goodyear Shoe Machinery Company, 
and after various connections with shoe 
machinery firms joined the United 
Shoe Machinery Company at its foun- 
dation, in 1899. 

After holding several positions with 
this organization he returned to Mon- 
treal permanently in 1909 and took 
over the management of the company, 
holding the general managership until 
his death, in addition to the post of 
vice-president of the company, the posi- 
tion of president and director of the 
Boston Blacking Company and director 
of the Dominion Wood Heel Company. 

Keenly interested in Masonic activi- 
ties, Mr. Knowlton was a past master 
of Montreal-Kilwinning Lodge, a mem- 
ber of the Scottish Rite, Karnak Tem- 
ple, Shrine and a member of the board 
of trustees and treasurer of the Shrin- 
ers Hospital. He was also a member of 
the Province of Quebec Society for 
Crippled Children, Montreal Rotary 
Club, the Boy Scouts Association, the 


Engineers Club, the Art Association of 
Montreal and the St. John’s Ambulance 
Society. He attended Dominion Doug- 
las Church. 

He is survived by his widow, the 
former Agnes May Sutton; one son, 
Paul H. Knowlton, and two daughters, 
Mrs. A. A. Tousaw and Miss Barbara 
Knowlton, all of Montreal. 


Hugh McLeary 


St. Louis, Mo.—Hugh McLeary, 37 
years old, for 15 years Southeastern 
representative of Johnson, Stephens & 
Shinkle, died recently at Barnes Hos- 
pital, St. Louis. He had suffered for 
some time from a high blood pressure 
condition. Mr. McLeary’s home was 
at Jackson, Tenn., where funeral ser- 
vices were held. 

Few shoe travelers have done so well 
or won such a host of friends in the 
shoe business as did Hugh McLeary. 
Always genial and a hard worker, he 
ranked high on the selling staff of 
Johnson, Stephens & Shinkle. 


Show Winter Sport Fashions 


CuiIcaco, Itu.—Special attention was 
paid to shoes and foot wear as a Win- 
ter sports style item by Carson Pirie 
Scott and Company, Dec. 6, in a show- 
ing of Winter sports fashions. The 
event was held in the Men’s Grill with 
Miss Joyce Fenley, fashion writer for 


the Chicago American, acting as com- 
mentator. 

Since the theme of the show was 
“Around the Clock at Sun Valley” the 
showing included not only the proper 
shoes for all outdoor Winter sports, but 
the correct wear for lounging and 
playing indoors. 

A wide range of snow and ski boots 
were shown with appropriate costumes. 
In addition there was shown a wide 
range of costumes for lounging, most 
of which were sweater and slack com- 
binations. Shown with these were a 
wide variety of bright colored slippers 
including embroidered moccasins, 
quilted slippers with heavily padded 
soles, wedge heels, and huaraches. 
Shown with dinner suits and suits for 
the cocktail hour were sandals and 
platform shoes. 

To put the audience in the proper 
mood for viewing this wearing ap- 
parel the fashion show was preceded 
with a movie showing the daily round 
of activities at the famous Sun Valley 
resort. Typical Bavarian and Tyrolean 
music played by a trio in costume also 
helped provide a picturesque back- 
ground. 


Manages Shoe Section 


MEMPHIs, TENN.—C. C. Rains, gen- 
eral manager, announces the addition 
of Lee L. Frank, associated with local 
shoe houses for 25 years, as manager 
of the women’s shoe section of Cook & 
Love, 42 South Main Street. 





LO Te 


Bowling Shoes 


~sere ie heli ed 


RIGHT and LEFT HAND 


For Men and Women 
IN STOCK 
From $1.50 pair 
America’s oe Value 
Send for Catalog 
Seavics meor & Lesome < co. 
120 East 1 City 














Ee ee 


Dancing Shoes and Taps 


~~ 


PROFESSIONAL TAP DANCE SHOE 


IN-STOCK ovonee 


PLATE 





Plate 


aftein 


DAVID T. NATHAN 
138 Lincoln $#., Boston, Mass. 











Fe ee 


Men's Sport Footwear 


ili ee 





COMPLETE LINE OF SPORT SHOES 


IN STOCK 
Send for 
Catalog 

2208—Men’s Tan 
Elk. 


LOUNGERS 
ZiP—% 


6350—Lea. 
sole .. $1.35 


sole $1.25 


STROL-MOCS 
Men’s leisure type 
a pe 

sole .. $1.35 
pare P t.25 


pep ters 
's and Boys’ 
$1.05 up 
No. 6125 

$1.35 








New York City 
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Well Known Western Firm Opens New Store 


Salem, Ore.—Arbuckle, King & Co. recently opened a new store at 481 State 
St., here. This firm has had a store in Salem since 1939, and operates other stores 
in Yakima, Wash., and Boise, Idaho. Note the attractive display boxes set in the 


partition behind the row of fitting chairs. 


Direct lighting fixtures containing a 


reflector which directs most of the light down to the selling area were installed 
by Curtis Lighting Co. 





Retail Shoe Guild Meets 


New York—aA conference was called 
by Herman Delman, president of the 
Shoe Division of the Uptown Retail 
Guild, and George Miller, president of 
the Shoe Fashion Guild of America. 
The purpose of the meeting was to iron 
out certain misunderstandings of the 
rules under which styles in the shoe 
industry are to be protected. 

At the conference in addition to the 
above mentioned Messrs. Holmes and 
Eddied Cohen of Bonwit Teller, and 
Messrs. Adam Gimbel and Manuel Ger- 
ton of Saks-Fifth Avenue. A recent 
instance of misunderstanding was 
openly discussed and it is sincerely be- 
lieved that an amicable solution was 
reached. 

Plans for still further protection of 
styles were discussed and great enthusi- 
asm for the future was shown. Those 
retailers present pledged wholehearted 
support and cooperation to the end that 
style piracy in the shoe industry be 
eliminated. That this step is whole- 
some for both retailer and manufac- 
turer was unanimously expressed. 
George Miller explained at length that 
the shoe industry as such was definitely 
behind this movement and that the sup- 
port evidenced by retailers, which had 
been lacking up to the present time, 
would insure success. He further ex- 
plained that had this move not started, 
there would have been a very chaotic 
condition in the shoe industry. 

Mr. Delman feels sure that the few 
remaining manufacturers who are not 
members of the Shoe Fashion Guild will 
now come into the fold as the result of 


the clearing up of various misunder- 
standings which have existed in the 
past. 


Middletown Salesmen 
In Territories 


MIDDLETOWN, N. Y.— Coincidental 
with the showing of their new line of 
slippers and sandals for Spring, Middle- 
town Slippers, Inc. of Middletown, 
N. Y., announces the line-up of sales- 
men who _ represent Middletown 
throughout the country. The eight men 
and their territories are as follows: 

G. F. Nissen, Alabama, South 
Georgia, Florida, Mississippi and Louis- 
iana; J. L. Shermer, Texas, Oklahoma, 
Arkansas and Kansas; Jack Orlikoff, 
Illinois, Wisconsin, Missouri, Nebraska, 
Iowa, Michigan and Indiana; M. T. 
Coleman, Virginia, North Carolina, 
South Carolina, northern Georgia and 
Tennessee; M. S. Hampton, New York, 
New Jersey, Brooklyn and Long Island; 
A. J. Pettus, West Virginia, Kentucky, 
Pennsylvania, Ohio, Washington, D. C. 
and Maryland; M. Cook, California, 
Oregon and Washington; E. A. Meyer, 
Montana, Idaho, Wyoming, Utah, Colo- 
rado, New Mexico and Arizona. 


To Resume Full Schedule 


AMESBURY, Mass.—Officials of the 
Louis Shoe Company say that the plant 
will be operating on full schedule with- 
in two weeks, as a busy season ap- 
proaches. Cutters have already gone 
to work and other workers will be 
called soon, it is stated. 
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Four-Point Fitting Service 
at Marshall Field’s 


Cuicaco—New emphasis is being placed on chil- 
dren’s and growing girls’ shoes in the Marshall Field 
and Company basement store through the recent intro- 
duction of a four-point correct fitting service. 

This basement section has gradually been develop- 
ing children’s shoes into a separate and distinct base- 
ment division. Last year the children’s shoes were 
separated from the women’s department and estab- 
lished in a section of their own. During this time de- 
partment heads have been developing service in this 
section to such a point that in all promotion, correct 
fitting of each child customer is the most important 
service and in sales promotion it ranks before appear- 
ance, quality and wearability of the shoe. 

In presenting this program to the public, a half-page 
newspaper advertisement was used carrying the head- 
ing, “Are your child’s feet being fitted correctly?” 
The advertisement consisted of a series of photographs 
illustrating just what the customer receives in this 
4-point fitting service. First in this service is “Mechani- 
cal Measure,” which is explained to the customer as a 
scientific device providing 3-way foot measurement. It 
measures the true foot length and establishes the shoe 
length required for normal development of growing 
feet. It gives the width across the foot so that the 
bones, nerves, and blood vessels may function un- 
cramped. 

The second step is the “Hand Measure” in which, 
not content to rely on the mechanical measuring device 
alone, both shoes are tried on and checked by the more 
highly sensitive and adjustable hands of a salesperson 
trained to recognize each child’s individual walking 
habits. With his or her hands each salesperson checks 
to see that the ball of the foot rests in its proper posi- 
tion and that the toes are straight and uncramped. 

“Foot Alignment” is the third point in which, with his 
eyes, the fitter sees that the child’s calf, ankle and heel 
form a straight line to the ground. Parents are advised at 
the time of sale and in promotion that shoes so fitted will 
last longer, keep their shape, look better and wear evenly 
on soles and heels. “But more important,” they are told, 
“they will give the feet the chance needed to develop nor- 
mally and give to the child, in later life, grace of carriage, 
ease of walking, and a feeling of well-being.” 

The final check-up is the X-ray test in which parents are 
advised to see for themselves “if the ball of the foot has 
sufficient width, if the toes are straight and have room to 
allow the freedom of movement necessary for happy, 
healthy feet.” 

A complete record of each child’s fitting and foot re- 
quirements is to be kept on file in the department, with a 
record of each sale, the size of the shoe at that time, and 
notations on any changes in the child’s foot. 

In order to carry out this program, salespeople and fit- 
ters in the department were given specialized training in a 
series of classes conducted by the store. 

Harvey Busch is head of this children’s department. 
Louis Sexton, who developed the program, is head of the 
entire section. 











Mi 
CANCELLATIONS 


AND Joss” 


High Grade Shoes from 
High Grade Factories 


TO THE DEPARTMENT STORE 
BUYER, WE SAY: 


Promotions on Branded 
Shoes mean More Volume 
—Additional Business 
—Satisfied Customers. 


We offer you a large as- 
sortment of nationally ad- 
vertised brands* — Makes 
known from Coast to 
Coast—At attractive Pro- 
motional Prices. 


THE CANCELLATION 
SHOE SHOP, WE SAY: 


We have a large selection 


of nationally advertised 
brands* which if sold in 
your store will mean: 
Added Profits — In- 


creased Business—Re- 


peat Sales. 


* Certain brands are subject 
to restrictions applied by the 
manufacturers. 


BRANDED SHOES OUR SPECIALTY 
“We invite you to see us” 


NATIONAL SHOE FAIR 
STEVENS HOTEL, CHICAGO, ILL. 


ROOMS: 1229A-1230A 
JANUARY 3-4-5-6, 1939 











For Additional Information -- Write to: 


89 READE STREET, NEW YORK, N. Y. 
TELEPHONE: BArclay 7-7887 
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SALESMAN WANTED 


BUSINESS OPPORTUNITY 





LESMEN wanted: For coast ; Den- 

Ser West; Also Southern yt ge Be 

stitchdown shoes, infants’, Children’s, 

Mines, one grade only; dollar retailers, leather 
Want sctive 


tion. If you cant produce dent a 
can’t iuce don’t apply. 
dren 50, aun Dont & ates Recorder, 239 West 
treet, New York, N. Y. 





ay SALESMEN with following among 

hoe Buyers and Retailers. Modern White 
Shoe Cleaner; better, handier. Proven Seller. 
Name territory, line now carried. Allen Labora- 
tories, Inwood Place, Buffalo, N. Y. 





tg Shoe Salesman to carry a line of 
and Growing Girls’ American welt 

oot -y at to retail and chain stores from in- 
k depa: t. May be had with non-con- 
dicing line. Address No. 67, care Boot and 
ecorder, 140 Federal St., Boston, Mass. 





SA ALESMAN wanted with established trade in 
western Pennsylvania. Strong general line in- 
cluding exceptional rubber footwear and tennis 
shoes. If you can guarantee profitable volume, 
reply to Hurd Shoe Co., Inc., Cor. Main & Ist 
Sts., Utica, New York. State age, lines sold, 
shipments for last two years and give two or 
three responsible references. 





Ny arf For New York City, New 
Jersey and Connecticut for a popular line of 
children’s shoes carried in stock, may be had 
with een cenliicting line. Address No. 69, care 
Boot & Shoe Recorder, 140 Federal St., Boston, 





LINE WANTED 


LS Wanted for North and South Carolina, 
Virginia, West Virginia, Maryland. My 
accounts xy t established and the 
Better ress $53, care & Shoe 
N, 





Class. Add Boot 
poreer, 239 West 39th Street, New York, 








BUSINESS OPPORTUNITY 





U. S. A. references will be given. 


EXPORT TO ENGLAND 


Mr. S. May, Managing Director of Intraco Limited, 8/9 Chiswell Street, 
London E. Ay 1, England, will be in America during ee, © 1939, and is 
re to undertake Agencies or ‘Distribution of good class 

’ Fashion Shoes and cheaper grades of Summer Sandals. First class 






American 














GREETINGS 
FROM 
THE LAUBER CO., Inc. 


Brokers and Consultants 
in leasing 


SHOE DEPARTMENTS 
in 


Department Stores 
and 
Specialty Stores 
of Prestige 
225 West 34th, New York City 

















FOR SALE 


SPAsteeP shoe store in Westchester 
County 36 miles from New York City. 100% 
location in a town of pF with a drawing 





dress 


have other interests. Ad- 
a 54, care Bost & Shoe ' 239 West 


treet, New York, N. 








MERCHANTS’ NEEDS 











Wantzp for Minnesota—North and South 

Dakota—Line of women’s novelty shoes in- 
stock—retail $2.95 and $3.95. Must be good 
fitters with good bottoms. Address No. 66, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





TaQaoveary experienced 
seeks change. Have covered eastern 
and New Jersey for the Aree 15 years, last 10 
with one of the country’s largest manufacturers. 
Am personally acquainted 
chant and rtment store buyer, and can pro- 
duce profitable volume with either ae. 
Women’s or Gaeren's line of merit. Addres: 
No. 70, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 


ith every shoe mer- 





No Mis-Mates with Mate Marks 





OPP ee Pee RECO OP CCC eee eee eee eee 









PROFIT and opportunity unlimited on my 
unique method 
Book Ends and Mantel 


Write— 





very reasonable. . E. Watson, Belle- 


fontaine, Ohio. 


BE. YOUR OWN BOSS. We are interested 
in placing young men with experience in the 
shoe business. Minimum capital required. Ad- 
dress $51, care Boot & Shoe Recorder, 1627 
Locust St, St. Louis, Mo. 
















Re POSITION WANTED» 







Nore 9 SAL _ESMAN: retail 
a selling experience, former 
store buyer, prefers New England District, but 
will consider all correspondence. Address $52, 
care Boot & Shoe 2 239 West 39th 
Street, New York, N. Y. 























~ MERCHANTS” NEEDS 


















The Complete Line of 
SHOE 

ORNAMENTS 

AND SPATS 


























e100 = Poy Cup 
pea for Price Tickets 

$2.25 

HALF GROSS 





Tilts at Any Angle 


M. D. Pollinger Co. 
Helland Bidg., St. Louls, Me. 






































address should be 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
mum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word 
When a box number is desired twelve words should be added for the address. 


The rate for all display classified edvertiasments is $5.00 an inch with a maximum of 46 words. | 
Classified advertising is payable in advance. 


SF Advertisements for this page must be in our New York office on Friday of the week preceding publication “*® _| 












Mini- | 
. Minimum charge, $1.25. | 
In all other cases each word of the | 
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MERCHANTS’ NEEDS 











SHOE STORES 


CANNOT AFFORD TO BE WITHOUT 
ONE OR THE OTHER OF THESE 


SHOE STRETCHERS 


THEY STRETCH—THEY LENGTHEN—THEY 
EASE VAMPS—THEY LAST A LIFETIME 
SMALL AND COMPACT BUT PERFECT 
MANIPULATORS 





The price complete includ 
and Le . Vamp Easers and Bunion Irons is 
$30.00 F.0.8. Philadelphia. Weighs 60 Ibs. 


A 


Made in U. S. A. 


PARAGON STRETCHER 
COMPLETE WITH 3 LASTS 
VAMP EASER AND BUNION IRONS 
$15.00 F.0.B. PHILADELPHIA 
Order through your Findings Dealer or write te us 


Laing, Harrar and Chamberlin 
43 N. 3rd St. Philadelphia 











MERCHANTS’ NEEDS 











LLINGER CO. 
+» St. Louis, Mo. 

















ANDERSON 


ACE 
TREE 


Easy Easy 

to to 

Operate Sell 
Self-Adjusting 


$ SIZES FIT ALL SHOES 


Senge" sworn 06. 
Artlington, N. J. 








WANTED TO PURCHASE 








WE BUY 


ity, Arch Preserver, Quality, 
tonians, Stetson, Red Cross, Nunn-Bush, Etc. 
IRVIN BRUBIN 
“The House of Jobs’’ 
89 Reade St., Cor. Church 
Phone Barclay 7-7887 New York Oity 


America’s only chain 
Stere Type Shoe Mat Service 
Available to Just 25 Progressive Shoe Merchants 
WOMEN’S SHOES ONLY! 
Full Ads and Single Shoes 
WRITE OR WIRE FOR SAMPLES AND PRICES 





CHAIN STORE MAT SERVICE 
618 Louderman Bidg. St. Louis, Mo. 


—Axeh-O- mY cope 
IT’S HERE! 
IT’S NEW! 
IT’S SCIENTIFIC! 








THE ARCH-O-SCOPE is a new scien- 

tific device acclaimed as a revolution- 
ary aid in corrective shoe fitting, by lead- 
ing Orthopedic shoe fitters qveryulene 

As the imprint of the foot is per- 
manently recorded, it is reflected by 
means of mirrors which enable the 
customer to actually see the condition 
of her feet while they are being an- 
alyzed by the salesman. 


Every buyer who visits 
us at the Fair has a 
chance to win an Arch- 
O-Scope absolutely free 
ON DISPLAY 
NATIONAL SHOE FAIR 


HOTEL STEVENS, CHICAGO 
ROOM 927 JAN. 3-4 


STATLER HOTEL 
BOSTON, MASS. 
MEZZANINE, JAN. 9-1i 
THE ARCH-O-SCOPE 
SALES CORP. 
































Buyers of Surplus Stocks 
a will buy surplus or aan am of shoes 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 











SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 


BARIS SHOE COMPANY, Inc. 
79-81 READE STREET, NEW YORK, WN. Y. 
Telephone WORTH 2-5180-518! 











il 


ms 








ROBERT HECKEL, Mveras 
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IN CHICAGO — JAN, 


Our new Popular priced 
Bowling Shoes, Stitchdown 
Romeos, Sheepskins, and Pla-Shus 


ON DISPLAY—ROOM 1314A—STEVENS HOTEL 
Mond Zipper Bootee. 


Fast Sellin 
Sizes 6-10 
#781 & #881 


MONDL MFG. CO. 


2 EERE eb eb be bt tt 


eas 


for children and misses 


Catalog on Request. 
Originators of the Pia-Shu 
OSHKOSH, WISCONSIN 
PIAA AAADAADAAAAAA AAAI AAO I ICI] 3 AR 
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3, 4, 5. 6% 


Profitable. 


Sizes 11-3 
#782 & #882 








Sb Ob bbb bb bbe 


The NEW YORK 


SHOE DISPLAY ASSOCIATES 
1150 Sixth Avenue 


JACK R. KORBET, Pres. BEN EMHOFF, Vice-Pres. FRANK STEIN, Trees. 
CHARLES FULLER, Trustee. EDWARD STEIN, Trustee. 


Designers, Builders and Consultants on all 
display problems, specializing in installation 


Invite you to visit their show- 
rooms where eighteen com- 
pletely trimmed windows 
may be seen at all times. 


Estimates and sketches submitted on request. 
Telephone: Vanderbilt 3-3424 


New York City 











Small Retail Stores Increased in Number 
and Volume During Depression 


The disappearance of small retail 
stores from the merchandising picture 
seems extremely remote, despite the ex- 
pressed belief of some persons that 
such stores are on the road to extinc- 
tion, according to a study of small-scale 
retailing made by the Marketing Re- 
search Division, Bureau of Foreign 
and Domestic Commerce. 

While the vast number of retail 
stores in the United States account for 
only a comparatively small percentage 
of the total retail sales of the country, 
the social aspects of their occurrence 
and economy are exceedingly impor- 
tant, it was stated. 

The social significance of these places 

of business lies in the fact that they 
provide direct employment for about 
1,500,000 persons; furnish employment 
indirectly for a large number of per- 
sons in production, manufacturing and 
transportation; provide occupancy for 
a great number of retail-store prop- 
erties that might otherwise be unpro- 
ductive; and made available continuous 
or emergency retail facilities for the 
population, according to the study. 
* Owing to their large proportion of 
the total number of stores, while ac- 
counting for only a small proportion of 
the total volume of sales, very small 
stores will probably continue to be a 
problem to the supplier. They have 
been, zhowever, and are now, a great 
service to the consumer in many ways 
and will continue to exist so long as 
they provide service for which society 
is willing to pay, it was stated. 

While the overnight disappearance of 
all small stores, with their retail sales 
volume spread out among the stores 
remaining, would not spectacularly in- 
crease the prosperity or the average 
sales volume of the latter, such disap- 
pearance would result in a severe short- 
age of retail facilities for many con- 
sumers, the Commerce Department 
study states. 

Com of census data for 1929 
with that for 1933 shows that as the 


nation plunged from the 1929 crest 
to the trough of the depression, there 
was a great increase in the number of 
small stores and a lesser, though stil 
great, increase in the volume of bur 

ness done by this group, it was stated. 

The increase in the number of smal! 
stores during this period was due to a 
decrease in the volume of sales of many 
stores which, in years prior to 1933, 
had enjoyed a volume in excess of 
$10,000 and the opening of many new 
small stores. 

Any reasonable estimate of dollar 
profit of small stores leaves no doubt 
of the smallness of dollar incomes pro- 
vided to their proprietors. The aver- 
age potential amount available in 1933 
(a depression year) for proprietor’s 
withdrawal, including wages and 
profits, was as little as $44 a week, even 
en the most liberal estimate, for ali 
retail stores. For the small stores, 
the average potential for withdrawal 
amounted to only $9 a week, while for 
the large stores it approximated $107, 
according to the Commerce Depart- 
ment. 

Since such estimate normally does 
not consider the income not measured 
in dollars, such as the opportunity of 
the proprietor to consume goods at 
wholesale prices, it usually understates 
the case for the small store. 

The advantage of consuming goods 
at wholesale prices may indeed be the 
initial reason for the operation of many 
small stores; or the profit may exist 
in the form of employment that might 
not otherwise be available, it was 
pointed out. 

The study covers all retail stores, 
with special emphasis on a group of 
982,184 stores, none of which had sales 
in 1933 exceeding $10,000. The small- 
store group as a whole had, in that 
year, a total volume of business 
amounting to $3,466,983,000, which was 
13.8 per cent of the total retail sales 
in that year. 

Titled “Small-Scale Retailing,” fur- 


ther identified as Domestic Commerce 
Series No. 100, and based upon data 
collected by the Bureau of the Census, 
copies of the study may be obtained 
upon application to the Superintendent 
of Documents, Government Printing 
Office, Washington, D. C., or any dis- 
trict offices of the Bureau of Foreign 
and Domestic Commerce, at 10 cents 
each. 


Shoe Berchiauste’ Guild Plans 
Round Table Talks 


Boston, Mass.—The Boston Shoe 
Merchants’ Guild (formerly the Boston 
Shoe Club Club), at its regular monthly 
meeting in the Parker House, recently, 
discussed plans to discontinue the din- 
ner meetings and to substitute for 
them regular weekly luncheon meet- 
ings to be held in a private dining 
room in the Jordan Marsh store. These 
meetings, to be conducted along lines 
adopted by Rotary and Kiwanis, are 
expected to feature round-table dis- 
cussions of subjects proposed by the 
members. An educational program is 
also to be undertaken provided it re- 
ceives the support of the membership. 

A motion to open the membership to 
all shoe merchants in New England 
was also discussed but no decision was 
reached. 


N.L.S.A. Convention 
Dates Changed 


WASHINGTON, D. C.—Dates of the 


.1939 Convention of the National In- 


dustrial Stores Association are July 24, 
25 and 26, instead of the week of 
August 7, as previously announced. The 
1939 convention is to be held at Balti- 
more, Maryland. Over 1000 industrial 
department stores serving major in- 
dustries and doing an annual volume of 
$250,000 per store, are members of the 
National Industrial Stores Association 
according to Hull Bronson, executive 
secretary. Operators, buyers and man- 
agers of these stores will attend the 
convention. A large merchandise ex- 
position at the Lord Baltimore Hotel 
will be a feature of the 1939 Conven- 
tion. 
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Wooden Sole 
“Puddle Jumper” 


Made in 
America 


for Country—Garden—Resort Wear 


The smart 
fad but they are most practical for 
ind the 


wet work in the garden, arow 

barns and even on the beach 
resorts. They keep the feet healthy 

and dry. Slip on and off easily— 
——_ at the door for the old 


had _ with the 


be 
ROCKER” sole 
wood sole. Either one 
ALKING. 


Reece Wooden Sole Shoe Co. 


COLUMBUS, NEBRASKA 








Wood Sandals for Shower and 


Locker Room Protection 


Wood Sole Sandals—<straight or swi 
last—made with a new clastic HEE 
STRAP. 


ROCKER” SANDALS 


embroidered on the three inch instep 








Harry G. Miller 


GREENFIELD, Mass.—Harry G. Mil 
ler, 55, past senior counselor of Wor- 
cester Council, United Commercial 
Travelers, died recently in Fairlawn 
Hospital. Since 1930 he had been em- 
ployed as a salesman for Dunham 
Brothers, shoe wholesalers, his terri- 
tory taking in Eastern Massachusetts. 

Mr. Miller was born in Savoy, a son 
of Duane D. and Alvora (Mayhew) 
Miller. He attended the public schools 
there and later attended Berea College 
in Kentucky. Returning to Massachu- 
setts he entered the retail grocery busi- 
ness, which he left to become associated 
with the Dunham Brothers, retail shoe 
store in Brattleboro. Two years later 
he became associated in the wholesale 
establishment of that company. 

He was an enthusiastic sports fan 
and was especially interested in base- 
ball, golf and bowling. He formerly 
played on the Worcester Council, 
U.C.T. baseball team. 

He was a past master of Montacute 
Lodge, A.F.&A.M., and was a mem- 
ber of Worcester Royal Arch Chap- 
ter, Worcester County Commander, 
Knights Templars; Aleppo Temple, 
A.A.O.N.M.S. Mr. Miller was also a 
past patron of Clement Chapter 0.E.S. 
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A BUYING GUIDE 


To Our Advertisers in this Issue 


BOOTS AND SHOES 


Alr-O0-Pedic Shoe Co., Brockton, Mass 

Altman Bros., Shoe Mfg. Co., Cincinnati, 0.. 
Arnoff Shoe Co., New York City 

Baris Shoe Co., New York City 

Barrett Shoe Company, Frankfort, 

Beachcraft Sandal Co., Inc., New York City. 

Best Shoe Co., Imc., Boston, Mass 

Brauer Bros. Shoe Co., St. 

Brown Shoe Co., St. Louis, | 

Carmo Shoe Mfg. Co., Carthage, Mo . 

Clapp, Edwin, & Seons., Inc., E. Weymouth, M: 
Conformal Shoe Company, St. Louis, Mo 
Cenneolly Shee Co., Stillwater. Minn. 
Craddock-Terry Co., Lynchburg, Va.. 

Curtis Shoe Co., Ime., Marlboro, Mass 

Cushman, Charles, Co., Auburn, 

Danvers Shoe Co., Manchester, N. 

Dickerson, Walter T., Co., Columbus, 

Douglas, W. L., Shoe Co., Brockton, Mass 

Drew, Irving, Company, Portsmouth, 0... 

Dann & McCarthy, Imc., Auburn, N. Y... 
Edwards, J., & Co., Phila., Pa 

Elam, F. 8., & Son Shoe Co., Rochester, N. 
Endicott-Johnson Corp., Endicott, N. 

Enna Jettick Shoes, Inc., Auburn, N. 

Ephrata Shoe Co., Inc., Ephrata, Pa 

Florsheim Shoe Company, Chicago, 

Ford C. P., & Co., Rochester, N. Y - 

Forest Park Shoe Company, *t. Louls, ! 
Friedman-Shelby Shoe Co., St. Louis, Mo.. 

Fulten Leather Goods Co., New York City. 
Goodwill Shoe Co., Holliston, 

Green, Daniel Co., Dolgeville, N. 

Green Shoe Mfg. Co., Boston, Mass. Back C over 
Hamilton, Brown Co., St. Louis, Mo. 148, 149 
Hanan Shoes, Chicago, Ill, and New York City. ‘a as 
Hazzard, R. P., Co., Augusta, Me. 

Hath & James Shoe Mfg. Co., Milwaukee, Wis... 
Hyde, A. R., & Sons Co., Cambridge, } 
International Shoe Co., Dun-Deer, 

Jefferson Shoe Company, St. Louis, 

Johnson, Stephens & Shinkle Shoe Co., St. 
Jones-Walsh Shoe Co., St. Louis, Mo 

Joyce, Inc. Pasadena, Col. 

Julian & Kokenge Co., The, Columbus, 

Kane, Dunham & Kraus Shoe Co., St. Louis, Mo.. 
Keith, Geo. E., Co., Brockton, as 
Keith, Keith & McCain Shoe Co., Rockland, Mass.... 
Kreider, W. L., Sons Mfg. Co., Palmyra, Pa. paints 
Locke, Dr. M.W., Shoes, Columbus, 0. 

Mackey, J., «& Som, New York City 

Manfield & Sons, Philadelphia, 

Marshall, Meadows & Stewart, Inc., Auburn, N. Y.. 
Mid-States Shoe Corp., Milwaukee, Wis 
Middletown Footwear, Inc., Middletown, N. 
Milius Shoe Company, St. Louis, Mo 

Miller, I., & Sons, Long Island City, 

Miller Shoe Co., The, Cincinnati, 

Mondl Mfg. Co., Oshkosh, Wis. 

Mrs. Day’s Ideal Baby Shoe Co., Danvers, Mass... 
Nathan, David T., Boston, Mass 

O’Donnell Shoe Co., Humboldt, Tenn 

Old Colony Shoe Co., Brockton, Mass 

Owens Shoe Co., Salem, Mass 

Packard, M. A., Shoe Co., Brockton, Mass 
Paramount Shoe Mfg. Co., St. Louis, Mo 
Pedicraft Shoes, Philadelphia, Pa. 

Pennant Shoe Co., St. Lowis, Mo. 

Peters, Branch of I. 8. Co., St. Louis, Mo 

Posner, Dr. A., Shoes, New York City 


Racine Shoe Mfg. Co., Racine, Wis 

Reece Wooden Sole Shoe Co., Columbus, Neb... . 
Reed, 

Rice-O’Neill Shoe Co., St. Louis, 

Roberts, Johnson & Rand, Inc., St. Louis, Mo.. 
Rohn Shoe Mfg. Co., Milwaukee, Wis 

Saks, M. J., Shoe Corp., New York City 

Sbicea Incorporated, Philadelphia, 

Service Boot & Legging Co., New York City 
Sewanee Shoe Co., Atlanta, Ga. 

Smith, J. P., Shoe Co., Chicago, Ill 
Spalsbury-Steis-Deevers Shoe Co., St. Louis, Mo.. 
Stacy-Adams Co., Brockton. Mass 

Stetson Shoe Co., Inc., So. Weymouth, Mass 
Swan Shoe Co., Inc., Baltimore, Md. 

Taylor, E. E., Corp., Brockton, Mass 
Tober-Saifer Shoe Co., St. Louis, Mo. 

Tweedie Footwear Corp., Jefferson City. 

20th Century Shoe Corp., Faribault, Minn 
United States Shoe Corp., Cincinnati, 0 
Vitality Shoe Co., St. Louis, Mo. 

Walkin Shoe Co., Schuylkill, Pa 
Wall-Streeter Shoe Co., No. Adams, Mass 


Weyand Shoe Co., The, Jacksonville, 1 
Winthrop Shoe Co., St. Louis, Mo 

Wohl Shoe Company, St. Louis, Mo 
Wolff-Tober Shoe Co., St. Louis, Mo due 
Wright, E. T., & Co., Ime., Rockland, Mass... 





